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Marine Underwriters 
Consider Coverage On 


Nuclear Cargo Vessel 


Zeller Assures Maritime-AEC of 
Full Capacity to Insure Physical 
Damage Hazards 


TO STUDY LIABILITY RISKS 


Godwin of Maritime Reactors Pro- 
gram Hopes to Have Nuclear- 
Propelled Ship on Seas in 1960 


committee of the 
American Institute of Marine Under- 
writers, together with Institute officers 
and chairmen of committees concerned, 
met in New York last week with Gov- 
ernment representatives to discuss ma- 
fine insurance aspects of the proposed 
nuclear-propelled cargo ship, according 
Chubb, 2nd, president of the 


The nucleonics 


to Percy 
Institute. 

Richard P. 
the joint maritime reactors program of 
the Maritime Administration-Atomic En- 
ergy Commission, headed the Govern- 
ment group, which met later in the day 
with protection and indemnity under- 
writers. He stated that the Government 
hopes to select a shipyard later this year 


and to have the first nuclear-propelled 
ship in operation in 1960. Work is now 
under way on the development of the 
second and subsequent merchant ships. 


Godwin, project director of 


Zeller and Inselman Chairmen 


Mr. Godwin was accompanied by Rob- 
ert J. Mulvihill of the joint Maritime- 
AEC group and by E. A. Lamke of the 
Atomic Energy Commission and William 
H. Lane of the Maritime Administration. 
Chairman of the meeting with marine 
underwriters was Frank B. Zeller, chair- 
Man of the nucleonics committee of the 
American Institute. George Inselman, 
president of Marine Office of America, 
presided at the P. & I. meeting. 

r. Godwin invited underwriters to 
hominate a study group of executives 
and technicians to analyze marine and 
P. & I. insurance aspects of the Govern- 
Ment’s reactor programs. Mr. Zeller as- 
Sured the Government representatives 
that marine underwriters in the Ameri- 
fan market anticipate extending to the 
fullest their capacity to insure a nuclear- 
Propelled ship for physical damage. How- 
ever, as to evaluating the risks involved 
and as to coverage of third party liabili- 
fies, Mr. Zeller as well as the P. & I. 

inderwriters pointed out that consider- 

able study will be required. 
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You, with an eye to the 
future, should know we 
handle life insurance at 
competitive rates... 
« er a billion dollars 
worth, in fact. 


But more important 
.. we maintain life and 
flexibility in our busi- 
ness relationships — 
always attuned to the 
needs of our agents 
and brokers. 


BILLION 
DOLLARS 


of life insurance in force 


...and growing stronger 


So it’s a billion today 
.and two billion 

tomorrow ... a goal 

made easy by insur- 

ance men who sell, 

with pride, the old- LIFE 

est legal reserve 

stock life company 

in America. 
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FTC’s Jurisdiction 
Denied In American 
Hospital Decision 


Federal Court of Appeals Sets Aside 
FTC’s Cease and Desist Order 
Against Texas Company 


STATES’ POWERS UPHELD 


Court Holds Intent of McCarran 
Act To Yield To States on 
Matter of Regulation 
New Orleans, April 16—The Federal 
Trade Commission’s broad claim to juris- 
diction over the interstate advertising of 
and health insurance companies 
U. S. Court of Ap 


accident 
was denied by the 
peals for the Fifth Circuit in a ruling 


setting aside a cease and desist order 
issued by the FTC in connection with 


former advertising of American Hospital 
and Life, San Antonio, 

In its decision, the 
that the FTC, by a three 


of its 


Texas. 


court pointed out 


to two ruling 


commissioners last year, had 


claimed that the McCarran Act passed 


by Congress in 1945 was not intended 


to “deprive” the commission of its as 


serted “power to regulate and control 


the interstate activities of insurance 


companies.” 


Notwithstanding the existence of State 


laws and regulations governing accident 


and health insurance advertising, the 


FTC had declared in the three to two 


decision that “there must remain an 


irreducible area of commission juris- 


diction over the interstate activities of 


insurance companies which cannot be 


reached by state law. 
Rejects FTC Arguments 


“If there is an ‘irreducible area’ 
commission jurisdiction,” the Fifth Cir 
cuit Court of Appeals said, “we are 
the firm conviction that the matter pre 
before us is not 


sented by the record 


within it The order of the commis 


sion is set aside and reversed.” 
The court pointed out that the adver- 
tising involved in this case consisted of 
which the 


printed brochures 


sent from its home 


company 


office to its agents 


for use in advertising and _ soliciting 
business in the states in which the com 
pany was licensed. 

It then observed that American Hos 
pital and Life is licensed to do business 


in thirteen southern, mid-western and 
western states in which the company had 
distributed its brochures and that “each 
of the states has statutes forbidding de- 
ceptive and misleading advertising.” 
‘The commission urges that a 
does not have and never did have the 
power adequately to control the adver 
tising practices of out-of-state insurance 


State 


(Continued on Page 45) 
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receives 
highest 
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Meyer L. Balser of the Atlanta Agency has been 
named Massachusetts Mutual MAN OF THE YEAR 
for 1957, the most outstanding member of our nation- 
wide field force. This high honor is in recognition of 
the excellence of service to his clients, his agency, 
his Company, the life insurance business and _ his 
community. 

Mr. Balser has been an increasingly successful 
and highly-regarded Massachusetts Mutual represent- 
ative since he joined our Atlanta Agency in 1932. His 
record includes many noteworthy achievements. 

* He placed $1,000,000 or more insurance in the 
Massachusetts Mutual in each of the past 15 
years, and is a Life and Qualifying member of 
the Million Dollar Round Table. 

* His policyholders have $17,174,000 of life in- 
surance in the Massachusetts Mutual. 

* He made one or more sales each week for 
1250 consecutive weeks (over 24 years) through 
1956. 

* He has been a Leaders Club member for 15 
consecutive years, starting when this honor roll 
was introduced. 

* He has been a Spotlight producer (selling 
$30,000 or more monthly) for 245 consecutive 
months, through 1956. 

* He has been one of our 100 leading producers 
for 21 consecutive years. 

Our Atlanta Agency and the Company are proud 
to have Meyer Balser as a Massachusetts Mutual man, 
and are delighted to salute him as our MAN OF 
THE YEAR. 


Sassackuscls uilael 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
The Policyholders’ Company 





Mr. Balser is a leader in drives for the Red 
Cross, the Community Chest, and many other 
charitable and cultural activities. He has served 
as Co-Chairman of the Red Cross and of the 
Metropolitan Division of the Community Chest. 


He has twice been President of the Pro- 
gressive Club, the largest Jewish Club in the 
South, and has been its Treasurer since 1943. 
He is Vice President of the Jewish Home for 
the Aged. 


He has been President of the Atlanta Jewish 
Community Center for the past 10 years, and 
in 1956 saw the fulfillment of one of his dreams, 
a new Allanta Jewish Community Center. Mr. 
Balser spearheaded the planning, financing 
and construction of this institution and was 
honored at the recent dedication service, at- 
tended by over 600 persons, including many 
of the South’s most prominent citizens. 


In 1950 he received the B’nai B’rith “Man 
of the Year” award and has just been presented 
the “Outstanding Citizen” award for 1956 by 
the Allanta Post Jewish War Veterans. 
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Three Generations of Macdonald Family 


John Kay, Principal Founder of Confederation Life, Elected President in 1912; His Son, 
Charles S., Made President in 1930; John Kenneth Became President in 1947; 
Insurance in Force December 31, 1956, $1.765 Billion 


By CLarENcE AxMAN 


An extraordinary example of able, ex- 
ecutive bulwark in life 
insurance is demonstrated in the history 


continuity as a 


of Confederation Life Association of To- 
ronto, one of the leading life insurance 
companies in the international arena. 
Three of the men who have guided its 
destinies since its organization in 1871, 
when it was established by Special Act 
of the Parliament of Canada and began 
operations in Toronto in two small 
rooms, are John Kay Macdonald, the 
company’s founder; his son, Charles 
Strange Macdonald; and his grandson, 
the current president, John Kenneth 
Macdonald. 


It was the first Canadian company to 


establish a head office in Toronto. As a 
result of its first year’s operation it is- 
sued policies for approximately $1.7 mil- 
lion. From that inconspicuous beginning 
the Confederation has grown to a stature 
which could see it pass $2 billion in force 
this year. 

On December 31, 1956, its outstanding 
insurance was $1.765 billion. The com- 
pany in 1956 issued new life insurance 
of $233.7 million. Its total income during 
the year was $66.7 million and its assets 
on December 31, 1956 were $361.7 million, 
an increase during the year of more than 
$20 million. Company’s reserved surplus 
continued during 1956 at 7.6% of its as- 
sets. Outstanding Group insurance at end 
f 1956 was $541 million. 


Branches in 15 Countries 


One of the best known companies in 
the international field, it has branches 
in 15 world locales. In addition to Canada 
and the United States they include 
United Kingdom, South America, Carib- 
bean, Atlantic islands and Central Amer- 
ica. Prior to W orld War II, the company 
also had offices in Hong Kong, China, 
Malaya and Egypt. 

Its United States branches today are 
in Bay City, Detroit, Flint, Grand Rapids, 
Lansing, Pontiac, Port Huron; Canton, 
Cincinnati, Cleveland, Columbus, Elyria, 
Toledo; Philadelphia, East Orange, Ha- 
Wali (thre e offices) and San Juan, Puerto 
Rico. In its field expansion program the 
company in 1956 obtained licenses to 
operate in New Jersey, Rhode Island and 
Connecticut. 


How Company Started 


Here’s how the Confederation got 
under way: 
In 1845 Donald and Elizabeth Mac- 


donald of Edinburgh sailed for Canada 
accompanied by their 8-year-old son, 
John Kay. They became farmers in Peel 
County, ‘Ontario. As John grew up he 
began to take a lively interest in the 
then liveliest topic—the plans for weld- 
ing Canada into a Confederation. He 
also became interested in life insurance 
and decided to organize a life insurance 
company to be called Confederation Life 
Association. In the meantime, he had 
been appointed treasurer of York Coun- 
ty, Ontario. Young Macdonald found 20 
men to cooperate in the venture. They 
included Sir William Pearce Howland, 
an outstanding Canadian; Sir Francis 
Hincks, Prime Minister of the original 
Province of Canada in 1851 and lieu- 
tenant governor of Ontario, who became 
President of Confederation Life for its 
first two years; Senator William Mc- 
Master, founder of the Canadian Bank 
of Commerce and of McMaster Uni- 


JOHN KAY MACDONALD 


versity (the Confederation’s original vice 
president); W. H. Beatty, who had been 
president of Bank of Toronto; Thomas 
N. Gibbs, a Dominion cabinet minister, 
and James Young, Ontario Provincial 
treasurer in 1883. 

The sound actuarial basis of the com- 
pany was laid by Prof. J. B. Cherriman, 
professor of mathematics at University 
of Toronto and later first man to be 
named Superintendent of Insurance of 
Canada. 

The infant company’s original seal 
showed a mother with two children at 
her knee, with the inscription “sic vita 
vitalis” which can be translated as “thus 
is life liveable.” At the time the popu- 
lation of Canada was 3,400,000. Eight out 
of ten Canadians lived in rural areas, 
and only 3% west of the Great Lakes. 
Toronto itself had a population of 59,000. 
The first policy, issued on the life of 
the founder, was for $10,000. By the time 
Policy No. 1 became a claim—57 years 
later—the company had almost $300 mil- 
lion insurance on its books. 


Founder John K. Macdonald Became 
President in 1912 


In order to see for himself the de- 
velopment of the prairie provinces into 
which the company was expanding Mr. 
Macdonald traveled to Winnipeg in 1878, 
partly by ox-cart and completed his jour- 
ney down the Red River by paddle 


wheel steamer. 

Confederation Life was incorporated 
April 14, 1871, following John Kay’s or- 
ganizational work. At the first board 
meeting — April 26—he was appointed 
manager, but he resigned that position 
July 31 to become a director. The com- 


pany opened for business October 31, 


1871, and on December 10, 1873, John 
Kay was elected a vice president. In 
April, 1875, he was appointed managing 


director. It was not until January 30, 


1912, that he became president. At age 
74 the directors evidently thought he 
had acquired sufficient maturity and 


could at the same time be spared from 
the arduous duties of managing director. 
3ut in 1917, in his 80th year, he again 
assumed the duties of managing director 





in addition to his 
president. 


Elect Charles S. Macdonald 
President in 1930 


John Kay’s son, Charles Strange Mac- 
donald, was elected president in 1930 and 
in 1944 became chairman of the board, 
holding that post until his death four 
years later. 

Zorn in Toronto, and educated at 
vis Collegiate, Ridley College and Uni- 
versity of Toronto from which he was 
graduated in 1898, Charles S. started 
working at Confederation in its actuarial 
d-partment in 1898, being promoted to 
assistant actuary in 1907. In 1914 he was 


responsibilities as 


Jar- 


appointed assistant superintendent of 
agencies and later was transferred to 
investment field. In 1920 he became Con- 
federation general manager and_ vice 


CHARLES STRANGE MACDONALD 


president in 1926. Four years later he 
was advanced to the presidency, but con- 
tinued as general manager until 1932. He 
died in November, 1948. 


Among positions held by Charles S. 


outside his own company were presi- 
dency of Canadian Life Insurance Of- 
ficers Association and of Dominion 


Association. 
served were 


Mortgage & Investment 
Some boards on which he 
Barclays Bank (Canada); Toronto Gen- 
eral Trusts Corp.; Consumers Gas Co., 
and Dominion Sco‘tish Investments. A 
friendly, modest man who was well 
known and liked in life insurance and 
financial circles in Canada, the U. S. A. 
ind abroad, he was a recognized author- 
ity on investments. He was also a de- 
voted worker in many charitable organi- 
zations. 
Elect John Kenneth Macdonald 
President in 1947 


When Charles S. became chairman in 
1944 he was succeeded as president—the 
seventh president of the company—by 
Victor R. Smith, one of the best known 
and forward-thinking actuaries on the 
continent. Mr. Smith was succeeded as 
president in 1947 by John Kenneth Mac- 
donald, grandson of the founder. He was 
educated at St. Andrew's College and 
University of Toronto, class of ’26. 





Entering actuarial department of Con- 
federation directly after leaving college, 
John Kenneth was transferred to bond 
department in 1929. In 1936 he was ap- 
pointed assistant secretary, the following 
year being advanced to executive secre- 
tary. In 1939 he was named assistant 
general manager, becoming joint general 
manager in 1944, gener al mz anager and 
director in 1945, vice president in 1946 
and then advanced to the presidency. 


Prominent Positions Held by 
Present Head of Company 


Mr. Macdonald is past president of 
Canadian Life Insurance Officers Asso- 
ciation and on executive committee of 
Dominion Mortgage Association. Some of 
his boards: Dominion Scottish Invest- 
ments Ltd., Toronto General Trusts Corp., 
Dominion Insurance Corp., Consumers 
Gas Co. of Toronto, and Niagara Gas 
Transmission. He is on executive com- 
mittee of Institute of Life Insurance and 
is on board of governors of Queen Eliza- 


beth Hospital for Incurables; and on 
council of St. Andrews College, and a 
member of Council of Bureau of Munic- 


ipal Research. Still a comparatively 
young man, “Jack” Macdonald possesses 
the organizational ability of his grand- 
father, the shrewdness of his father and 
a genius for friendship that may well 
excel them both. 

Mrs. Macdonald was 
and they have two daughters. His clubs 
are University, Toronto and Toronto 
Hunt. He is a Mason and belongs also 
to The Newcomen Society of England. 

Company’s New Head Office 

The Confederation Life had long con- 
siderably outgrown a turreted French- 
Gothic landmark it had occupied for 63 
years at Yonge and Richmond Streets, 


Ina M. Taylor 





Ashley & Crippen 
JOHN KENNETH MACDONALD 


head office it built 
structure on 


Toronto. For a new 
an unusually impressive 
Bloor Street East. This building, opened 
for occupancy two years ago, is a ten- 
story functional Georgian — structure 
which derives much of its beauty from 


(Continued on Page 6) 
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Barnes Advanced by 
Life Insurance Institute 


ELECTED A _ VICE PRESIDENT 


Continues to Direct Promotion, Adver- 
tising and Company Relations 
Activities; His Career 


Barnes, elected a vice presi- 
Life Insurance this 


to direct 


Donald F. 
dent of Institute of 
continue the Insti- 


advertising 


week, will 


tute’s promotion, and com- 


pany relations activities. 


\ graduate of Bowdoin College, Mr. 





Fabian Bachrach 
BARNES 


DONALD F. 


Barnes, before joining Institute, was 
f “Life Association 
published by National Associa- 

Underwriters, and then be- 
NALU director of research. 
During World War II he was in Army 
\ir Force and after his discharge from 
the service returned to NALU to take 
charge of its veterans affairs program 
and to help equip the nation’s agents 
with counsel in reference to veterans on 
insurance and benefit problems. 

Joining the Institute of Life Insurance 
in 1948 as assistant to President 
Holgar J Johnson he was named in 1949 
director of the promotion and advertising 
division with additional responsibility of 
providing service to companies in public 
relations activities. He was chairman of 
silver anniversary committee of American 
College of Life Underwriters and has 
spoken before hundreds of business and 
public activity groups throughout the 
nation. He is a member of the advisory 
council on underwriting, education and 
training, which represents all of the 
organizations in the business having to 


do with the business production forces. 


editor 


associate 
News,” 

tion of Lite 
came the 


special 


Guarantee Mutual’s New 
Business Increased by 40% 


The sale of new life insurance and new 
accident and sickness insurance by the 
organization of Guarantee Mutual 
Life has reached record heights for the 
first quarter of 1957 

New Life Insurance sales are up 40.3% 
over the first quarter of 1956. These 
have been record months in the history 
of the company. 1956 was the highest 
sales volume year in the company’s 56 
year history 


field 


In the accident and sickness depart- 
ment the sale of new commercial acci- 
dent and sickness insurance gg the 


first quarter of 1956 by 54% 
Rotthaus Agency, 


sale of the 
The Robert J. 


Greeley, Colorado, is the leading agency 
for the first quarter 
E. R. Spickerman of the Earl J. 


<nutson Agency, Portland, Oregon, is 


the Jeading agent, 


Washington National Names 
Rouch in Kansas City 
Edward H. Rouch, Jr. ap- 
pointed general agent in Kansas City, 
Mo., for Washington National according 
to an by P. W. Watt, 
president. 
Mr. Rouch entered the insurance busi- 
ness in 1948 representing a New York 


has been 


announcement 


company first in the sales field and 
later as assistant manager of that com- 
pany’s Topeka, Kansas office. After do- 


ing an outstanding job in Topeka, he was 
promoted to Kansas City where he 
served in a similar capacity. In 1954, he 
joined another prominent company as 
manager of its Kansas City office and 
remained in that position until his recent 
appointment. 

Mr. Rouch successfully completed the 
advanced underwriting courses offered 
by the Research and Review Institute 
and the Life Insurance Agency Manage- 
ment Association. 


Estate Planning Seminar 


Held by the Travelers 


An estate planning seminar for se- 
lected life, accident and health agents 
of the Travelers was held recently at 
the home office in Hartford with repre- 
sentatives attending from branch offices 
in Hartford, New Haven, Bridgeport, 
Springfield and Worcester. 

The three-day seminar was presented 
by the special division of the life, acci- 
dent and health agency department of 
the Travelers. The seminar has included 
classes in Federal taxation of life insur- 
ance and annuities, the marital deduc- 
tion, trusts as estate planning tools, 
methods of financing life insurance, 
planning the business interest and a 
summary session on general aspects of 
estate planning. 


Philadelphia Brokers’ Forum 


Girard Trust Corn Exchange Bank and 
the Gordon S. Miller Agency of Massa- 
chusetts Mutual recently joined in spon- 
soring-a significant event in the fields of 
banking and insurance. They arranged a 
brokers’ forum for general insurance 
brokers in Philadelphia. 

3ankers and insurance men discussed 
the various ways in which the estate 
planning division of the bank can de- 
velop a prospect for a general insurance 
client, with a resulting sale of life insur- 
ance. They also explored a general in- 
surance broker’s opportunities for pen- 
sion business in situations where the 
bank acts as trustee for the fund and 
the insurance company as guarantor of 
annuity rates. 

Due to the success of 
ing, indications are that the forum will 
become an annual affair. Insurance bro- 
kers from three states attended. 


the first meet- 


Equitable Life of Iowa 
Records Its Best Month 


The agency force of the Equitable 
Life of Iowa recorded the greatest sin- 
gle month’s production in the 90-year 
history of the company with a paid total 
of $18,168,307 of new life insurance dur- 
ing March, it was announced by Ray 
E. Fuller, agency vice president. This 
was an increase of 3.3% over the corre- 
sponding month in 1956, and brought 
the total new paid life insurance for the 
first three months to an all-time first 
quarter high of $44,680,566, a gain of 
10.3% over the same period last year. 
Life insurance in force gained $11,389,241 
during the month, the largest monthly 
in-force gain in the company’s history, 
bringing the total in force at the end 
of March to $1,514,648,149. 

The San Francisco agency, V. Webner 
Wiedemann, general agent, ied all agen- 
cies throughout the country. 





The dictionary defines a 


right tools. 


But, while these 


ance. 


Our 
progress enable us to offer 


coverages, 


paid for during the past year. 


EVANSTON, 





THE MONEY TOOLS 


What they are and what they 


mean to you! 


“tool” 
necessary to the prosecution of one’s profession or trade. 
fessional underwriter, then, you are out of business without the 


Almost all companies try to give their men the best tools they can. 
Help ... in the form of visual aids, proposal forms, rate cards .. . 
these are the type of tools most people think of first. 

“selling tools” 
we believe in supplying them 100% ), it is vital that you 
have a complete set of the real ““money tools’ 
trade , . . comprehensive and complete forms of indi- 
vidual and group, life and accident and sickness insur- 


many years of experience coupled with our rapid growth and 
our fieldmen a complete line of modern 
Their success in using these 
$38 million of A&H premium and the $364 million of new life business 


Washinigton National 


INSURANCE COMPANY 


ILLINOIS 


"'More than $112 billion of life insurance in force. . . 


more than $70 million of premium income."' 


or apparatus 
As a pro- 


as an instrument 


are important, (and 


of your 


“money tools” is reflected in the 











Dr. N. C. Kiefer to Head 
National Health Council 





KIEFER 


DR. NORVIN C. 


medical 
has been 
chosen president-elect of National 
Health Council and in March, 1958, will 
succeed Basil O’Connor in that post. He 


Kiefer, chief 
Society, 


Dr. Norvin C. 


director, Equitable 


is also president of Greater New York 
Safety Council; diplomate of American 
Board of Preventative Medicine and 


Regent for New York, Pennsylvania and 
New American College of 
Preventive Medicine. 

Dr. Kiefer was instrumental in 
ing “Health Career Horizons,” 
major project of NHC. This project was 
staffed by Equitable’s Bu- 


Jersey of 


creat- 
now a 


originally 


reau of Public Health. Equitable is a 
sustaining member of NHC, an asso- 
ciation of 59 national voluntary and 


government agencies working together 
in improving health of American people. 

Mr. Kiefer became chief medical di- 
rector of Equitable in 1953. He has de- 
grees of M.D. from University of Mich- 
igan and of Master of Public Health 
from Johns Hopkins. In Ohio he prac- 
ticed privately from 1931 to 1945. He was 
commissioned in Regular Corps of U.S. 
Public Health Service where he served 
in various Governmental health services 
for eight years until appointed by Equi- 
table. 


LIAMA School in Pasadena 


Robert B. Fretwell, agency manager 
in Sacramento for Standard of Oregon, 
has been elected chairman of the execu- 
tive committee of Life Insurance Agen- 
cy Management Association’s School in 
Agency Management, held recently at 
the Huntington-Sheraton Hotel in Pasa- 
dena. Attending the school were 53 field 
managers and home office executives 
representing 30 companies. The men at 
this 148th LIAMA school came from 
eight states, three provinces of Canada, 
and Hawaii. 

Others elected to the school’s execu- 
tive committee include: Clifford R. Ed- 
wards, general manager in Tacoma, for 
New York Life; Donald F. Lynch, as- 
sistant director of agencies for Olympic 
National; and Robert B. Ogden, Jr., gen- 
eral agent in Los Angeles for Lincoln 
National. Elected sergent-at-arms_ is 
Robert W. Holloran, Sr., general man- 
ager in Billings, Montana for New York 
Life. 

William H. Whorf, LIAMA director of 
schools, was in charge of this California 
school, assisted by Stuart C. Ferris, 
senior consultant and S, Rains Wallace, 
director of research, 
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Monnett on Problems 
Faced by New Life Cos. 


PRODUCTION MOST IMPORTANT 


Northeastern Life Chief Credits Section 
213, N. Y. Law, for Soundness and 
Quality of Cos. Op>2rating There 


Lawrence L. Moans ‘tt, Jr., president, 


Northeastern Life of New York, who 
addressed the Life Supervisors’ Associa- 
tion of New York City April 9 on “Prob- 


lems Confronting a New Life Insurance 
Company,” was in an excellent position 
to speak on this subject inasmuch as he 
started the Northeastern_from scratch in 
June, 1952. 

C Mr. Monnett declared at the outset 
that there is really only one major prob- 
lem, that of productigy, which confronts 


a new life companyfHe specified that 
operation in New York State has its 
own particular problems, especially for 
companies starting from scratch. There 
has been an exceedingly small number 
of such companies to get undeg way in 
this state in the past 25 years.(“Most of 
the new companies,” he explained, “have 
been formed as affiliates of an existing 


insurance group with an established or- 
ganization and agency force, or as an 
outgrowth or reorgs unization of a pre- 
vious insurance organization ... or com- 
panies with a captive market. ") 

In this connection Mr. Monnett ex- 
pressed a welcome to the current new 
companies now getting under way in 
New York—Life Insurance Co. of North 
America, American Life and Citizens 
Life—and wished them well in the ever 
widening circle of competition. 


Sufficient Capital and Surplus 


First of the “new company” problems 
discussed by the speaker was that of 
capital and surplus as it relates to pro- 
duction: “One must spend money to 
make money,” he said. 

“Before there can ever be a sale made, 
money must be avesial in an organiza- 
tion. People must be hired and trained; 
certain tangibles must be acquired; pub- 
licity and advertising must be prepared; 
pamphlets must be printed. All of these 
must be done before production can be- 
gin. It takes money—call it organization 
expense—and it reduces initial surplus. 
Thus, a new company must have first 
of all sufficient capital and surplus to 
cover its organization and initial pro- 
motional expenses’ 

“ Mr. Monnett stressed that the greater 
the capital and surplus, the greater the 
volume of business that can be written. 


Expense Limitations Under Section 213 


As to the second problem—the expense 
limitations imposed by Section 213 of the 
New York Insurance Law—Mr. Monnett 
said that this law places three limits on 
how much a company can spend in ac- 


quiring business. They are (1) a maxi- 
mum first year commission limit; (2) a 
maximum first year field expense limit, 


and (3) a maximum field expense limit— 
first year and renewal. He explained that 
the New York Superintendent of Insur- 
ance has authority, after petition by a 
company, to raise these limitations as 
applied to any one company for not more 


LAWRENCE L. 


MONNETT, JR. 


Monnett remarked, “a company is still 
new and the restrictions of Section 213 
have a very limiting effect on the volume 
of new business which a ‘scratch’ com- 
pany can write.” He added that from the 
standpoint of the public and the policy- 
holder “these limitations are one of the 
major factors contributing to the sound- 
ness, high quality and distinctive emi- 
nence of those relatively few life com- 
panies which are pe mitted to operate 
in New York State”) 
Competition 


In the speaker’s opinion, (competition 
is the most important production prob- 
lem which confronts a new company. He 
emphasized that the new company must 
solve this problem by being different, 
bold, ingenious, and by pioneering.) 
Proudly he stated that his own company 
pioneered in 1952 by offering a special 
women’s policy at rates lower than for 
men. Since then other innovations have 
appeared on the scene such as one policy 
to cover an entire family, the “cheaper 
by the dozen” principle, guaranteed is- 
sues, variable annuities, split dollar plans, 
major medical expense, “check-o-matic” 
premium payments and convertibles. 

Before closing Mr. Monnett explored 
production problems as related to under- 
writing. First, a new company must be 
competitive in all aspects of its opera- 
tions including underwriting. Continuing, 
he said: “It must approach every risk 
submitted, looking for reasons why it 
should accept rather than reject the risk. 
It must be willing to look at the unusual 
risk, the exceptional ri€k, the odd type 
of risk—to underwrite it sanely and to 
price it reasonably. It must be willing 
to explore, to pioneer and to deviate. 

“By no means do I intend to convey 
the idea that a new company should 
accept only the risks that the older, 
established companies turn down. Be- 
cause it is new, however, it can be thor- 
ough. It must be willing to spend money 
for more thorough examinations and 
investigations. Because a risk doesn’t im- 














SELECTION 
TOP POSITIONS 


Life Actuary—M. West $18,000 
Personnel Mgr.—East 10,000 
Group Supervisor—South 10,000 


Asst. Agcy. Dir.—M. West 10,000 


Group Under. Supv.—East 8,000 
Actuarial Stucdent—East 8,000 
Group Service—M. West 8,000 
Life Underwriter—East 7,000 


Choice positions available in all 
areas of Country. Fire—Casualty—Life 
—A & H. W.ite for objective infor- 
mation about our operation. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














Franklin Life Announces 
Home Office Promotions 
Franklin 


announced a 


The of 


Life, 


directors 
lll., 
number of home office promotions in the 
f Albert C. 
and comptroller, 


board of 


Springfield, has 


election ¢ Vanselow as vice 


president and the 


pointment of 


ap- 


three new assistant vice 


presidents and a chief underwriter. 
Mr 
the 


appointed 


Vanselow has been associated with 
1929, and in 1953 was 
vice 


Franklin sinc: 


president in 


assisvanl 


charge of the newly formed planning 


department. As vice president and comp- 


troller lis duties encompass supervision 


of ail accounting departments of the 
company, 

The three new assistant vice presi- 
dents are Henry J. Merriam, head of 


the new business department; John Vala, 
head of the policyowners service depart- 
and Ralph Burd, 

The 
O’Connor. 


ment; formerly chief 


underwriter. chief underwriter 


is Willard 


has 


new 


Henry Merriam 


been associated with the Franklin 


1934, 
retary of the company in 1951. 


and was elccted assistant sec- 
Mr. Vala, 
formerly assistant secretary, has been 
with the Franklin Life since his return 
from active aid ope the Marine Corps 


since 


in the South Pacific in December 1945. 
Mr. Burd became associated with the 
Prankkn home office in 1945 after ten 


years of diversified underwriting experi- 





ence. Wilerd O’Cornor joined the 
Franklin in 1°46 after underwriting ex- 
perience in scveral companies. He was 
awarded the degree of CLU Associate 
in 1950 

short, in a new company, underwriting 


must aid prodyction and not restrict it 
by carefully Ad thoroughly examining 
and judging ¢ -ach risk submitted, by seek- 
ing ‘how to’ rather than ‘why not’ 
Mr. “Rando hoped that his comments 
would serve to show the life supervisors 









“Where 
‘the brokers 
always wri et" 














NOW! 
$20,000 to 
$40,000 


of Group Life Insurance for 
firms with 10 lives or more 
Non-Medical 











WHITE & 
WINSTON 


General Agents 
The UNITED STATES LIFE 
INSURANCE CO. 


a 





Macdonald Family 


(Continued from Page 3) 

an unusually attractive combination of 
fawn limestone and rose Colonial brick. 
It is among the most recent of some 
20 buildings, worth in the aggregate 
more than $50,000,000, in what is often 
called “Insurance Row” on Bloor Street 
seoainctts Bay Street and Mt. Pleasant 
Road in a midtown section of Toronto. 
Italian marble, ornamental metal, glass 
and finest of woods are skillfully blended 
as appointments in creating a pleasant 
and dignified foyer atmosphere. 

In addition to all the latest business 
features, the Confederation has a sepa- 
rate building across the street with cafe- 
teria and other staff facilities. It is a 
staff relations idea pioneered by Mr. 
Macdonald with great success at the old 
location more than 15 years ago. For 
nearly ten years, too, the company had 
produced a separate annual report for 
its staff. 

About a year hence Confederation Life 


























than two successive years. Otherwise no mediately fall into a specific code or clas- {that new companies are production will install IBM’s “705” electronic data 
new company could ever get started in sification doesn’t mean it should be re- .\minded, willing to pioneer, and that they processing machine as an aid to still 
this state. jected. The new company is building its |are looking for untapped markets'and faster service to more than 1,100,000 
“However, even after two years,” Mr. book; it isn’t relying on an old one. In jnew tools. policyowners. 
mance otieeaiemeaaite 
ecrustftire iesuaawce company 
OCT en 8488s OR URET TT 
M. L. CAMPS, General Agent 


OXford 7-2121 
FRANK McCAFFREY 
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SANDFORD R. JOHNSON 
Disability Benefits 





110 East 42nd Street, N. Y. C. 


Pension Trusts 
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let’s take 
a look at 
Jefferson Standards 








deltersg Siantar’ 


OLDE 
ITSFERS Ry 


Colorful visual sales aids and proposal forms for single need selling, 
a special simple programming manual for ‘Planned Protection 
Service,”’ and a complete Business Insurance Sales Plans Manual — 
all prepared to provide the most modern sales tools for Jefferson 
Standard’s ‘‘Man in the Field.” 

Home Office Schools, Regional Seminars and Special Training 
Courses provide comprehensive instruction for both new and ex- 
perienced agents on how to use each sales aid to its best advantage. 

Another important sales point for Jefferson Standard Career 
men... And “something worth looking into.” 


elferson Standard 


LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 





Over 1 Billion Life Insurance In Force 


“Now Celebrating 
50 Years of Looking Ahead’ 
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To Help on Harvard Funds 





BADGER 


SHERWIN C. 
Sherwin C. Badger, financial vice 
New England 
appointed vice chairman of Greater Bos- 
ton C fa program for Harvard 
College a $82,500,000 goal. This 
program will raise funds to improve and 
learning” 


president, Life, has been 
ommittee o 


which has 


modernize the “community of 
Mass., Harvard is 


calls for a new 


in Cambridge, wher« 


located. It student and 
4 new non-resident cen- 
Boston, 


faculty housing, < 


ter for students from Greater 


buildings for astronomy, chemistry 


and the behavioral sciences, a student 


theater, a visual arts center and a new 


health center. It will also provide en- 


lowment for raising faculty salaries, new 





increased financial aid to 


Harvard 


fessorships, 
students, support of the 
College Library and the athletics-for-all 


pt 
pt 


greater 
program 


“Estate Planners Day” of 
N.Y. Chapter of CLU Apr. 24 


“Estate Planner’s Day” for attorneys, 
iccountants, agents, brokers and trust 
yficers will be held at Hotel New 
Yorker April 24 under sponsorship of 
New York Chapter of CLU. Among 


features will be a presentation of court 
decisions and Treasury Department regu- 

tions of special interest to estate plan- 
Luncheon spe aker will be Dr. 


ners 
S. S. Huebner, president emeritus, Amer- 
ican College of CLU 

Moderator will be Harry K. Gutmann, 
Mutual Life of New York and a life 
member of MDRT. A team of experts 
in four fields will lead the discussion 
They are Paul Brower, Mutual of New 
York and a member of New York bar; 


Eierman, assistant vice presi- 


Warren H 


dent, Hanover Bank and head of its de- 
partment, will review and estate analysis; 
Joel Irving Friedman and Albert Mann- 


heimer of Nathan, Mannheimer, Asche & 
Winer, New York. 

Mr 'B rower is turer on insurance 
and taxation and was managing editor 


of Prentice-Hall publications specializing 


Baas 
a ie 


in insurance and taxation. Mr. Eierman, 
who has been associated with Union 
National Bank, Clarksburg, W. Va 
Riggs National Bank, Washington, and 
saltimore branch of Federal Reserve 


Richmond, was a Federal Re- 


Bank in 


serve Ba nk examiner. Mr gig re has 
lectured on estate planning at New York 
U niversity mk written for numerous 
publications. Mr. Mannheimer is chair 
man of wills and trust section, New 
York City Bar Association and a mem- 
ber of Federal estate and gift tax com- 


mittee of American Bar Association. 





Schmidt, McNamara, Gill 
Figure in H. O. Changes 


William H. Schmidt, assistant manager 


Mutual of New York, has 
actuarial department as as- 
com- 


of selection, 
returned to 
sociate actuary 
pany’s actuarial trainee program. George 
McNamara, associate actuary, is trans- 
ferred to selection department where 
he replaces Mr. Schmidt. Adrian Gill, 
assistant actuary in selection depart- 
ment, moves to actuarial department in 
assisting trainee program and in work 
on policy forms. 


in charge of the 


PACIFIC MUTUAL LEADER 

Arthur C. Krauel, Los Angeles, led 
all agencies of Pacific Mutual Life in 
volume of new paid life insurance for 
the first quarter of 1957. Mr. Krauel’s 
organization placed more than six times 
as much business as in the opening quar- 
ter of 1956. Mr. Krauel recently moved 
his agency into new and_ expanded 
quarters in the downtown Pacific Mutual 
Building. 


JULIUS STRAUSS DEAD 
Julius Strauss of Brooklyn, a retired 
Equitable Society agent, died recently at 
age 74. He joined the Equitable in 1932 
and spent his entire career in New York. 


Mr. Strauss had been associated with 
the Society’s former Peacock, Benton 
and Herzberg agencies and was most 


Myron _ H. 


recently a member of its 
Cohen agency. 











ACTUARY WANTED! 


ACTUARY for one of the oldest and 
fastest growing pension actuarial con- 
sulting firms in New York City. Lib- 
eral Employee Benefit Program. Un- 
limited opportunity. Give full back- 
ground, experience, current salary, 
and desired starting salary. All replies 
confidential. Box 2496, The Eastern 
Underwriter, 93 Nassau Street, New 


York 38, N. Y. 





LIFE 


IS GOOD WITH 


BERGEN-EIBER 


MAin 4-5444-5-6-7-8-9 

















Iowa Association Meeting 

The Iowa State Association of Life 
Underwriters will hold its annual meet- 
ing and ninth annual sales congress in 
Des Moines May 10 and 11. The annual 
meeting will be held on Friday and the 
sales Saturday. General 
chairman for both events is Charles 
Connecticut Gen- 


congress on 


Holman, manager for 
eral. 

Speakers for the sales congress include 
James E. Rutherford, vice president in 
charge of Prudential’s mid-America home 
office in Chicago; Arthur E. Priebe, CLU, 
agent for Penn Mutual at Rockford, III.; 
Robert Sherrick, Prudential agent in St. 
Paul; Elmer Nicholson, superintendent 
of agencies for Connecticut General, and 
Dave Livingston, Washington, la., farmer 
and humorist. 








It lets you make 5 photo- 
exact copies of anything in 1 
minute for as little as 214 ¢ each 
—legal-size documents, 2-sided 
records, news clippings, work 
sheets—without omissions. 

It lets you answer much of 
your mail without dictation 
and typing; lets your secretary 
do an “all-day”’ retyping job in 


110 West 32nd Street 


HENRY W. FENBERT 
Sales Mgr. 





NOW 


a photocepier even the 
“one-man” office can afford 









BUSINESS METHODS CORP. 


INTRODUCING KODAK'S NEW 


Verifax 
Signet Copier 


only 148 


Here at 2 the 
price you 
might expect to pay 
is the world’s most ver- 
satile office copier 


30 minutes... take advantage 
of all the daily short cuts Veri- 
fax copying has brought to 
thousands of offices. 


Phone today for free demonstra- 
tion. See how a Verifax Copier 
does jobs beyond the scope of 
ordinary photocopiers. No ob- 
ligation whatsoever! 


New York 1, N. Y. 


4-1600 


LOngacre 4-1694 








Manager of Life Sales 
For Paul Revere Life 





WILLIAM R. EMERY 


named 
sales by Paul 
Dewey 


William R Emery has been 
manager of life 
Revere Life. He succeeds Paul E. 


resigned to accept the 


insurance 


who recently 
Seattle general agency of the company. 

Mr. Emery will supervise life sales of 
the company on a national basis. He 
will also participate in the development 
ot life sales and training aids. 

For the past seven years Mr. Emery 
has served as district manager of Equi- 
table Life Assurance Society. He entered 
the insurance business in Boston in 1947. 
Albany, N. Y., Mr. Emery 
was graduated from Moravian College. 
He has been a member of the Worcester 
General Agents and Managers Associa- 
tion, 


A native of 


E. A. Ellis Agency Leader 
Of Pacific Mutual Life 


At a recent banquet in San Francisco, 
T. S. Burnett, president of Pacific Mu- 
tual Life, presented his “President's 
Award” to the E. A. Ellis Agency for 
leading all Pacific Mutual agencies in 
1956 production. 

Taking part in the ceremonies with 
President Burnett were Ralph J. Walker, 
vice president in charge of agencies, A. 
N. Culling, assistant vice president, and 
Joseph F. Tudor, director of agencies. 
The guest list included all field repre- 
sentatives who had helped to put the 
Ellis Agency in top position, with their 
wives, and executives of the company’s 
San Francisco Group insurance, mort- 
gage loan and claims offices. 

E. A. Ellis, who heads the winning 
agency, was appointed general agent at 
San Francisco in April 1953, when the 
agency stood in tenth place among the 
company’s field units. By the close of 
that year he had brought it to eighth 
place, moving ahead to fifth in 1954, 
second in 1955 and first in 1956. 
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REPUBLIC 
NATIONAL gud neg sem saa seed! 











.. you can expect o BREAK ALL RECORDS! 


Our very sincere thanks to more than 600,000 policyown- 
ers — to more than 500 client companies whose reinsurance 
needs we are serving — to some 1000 companies throughout 
the country who are enjoying the benefits of group life and 
accident and health protection . .. and last, but certainly not 
least, to a wonderful team of fieldmen and loyal home office 
associates for making 1956 another all-time record year for 
Republic National Life. 


It is, indeed, a fact that you can accomplish anything when 
you have so many fine people pulling together. That is why 
we have already announced that we’ll have ‘‘TWO BILLION 
ON THE LINE BY DECEMBER '59.’’ 


THEO. P. BEASLEY, 7 President 












































NEW GAIN IN TOTAL 
YEAR LIFE INSURANCE LIFE INSURANCE LIFE INSURANCE TOTAL INCOME ASSETS 
ISSUED IN FORCE IN FORCE 
1928 $ 1,005,000.00 $ 1,005,000.00 $ 1,005,000.00 $ 139,041.32 $ 10,620.33 
1938 19,251,350.00 14,348,833.00 30,101,508.00 2,815,950.91 3,422,881.92 
1948 36,082,505.00 23,949,639.00 136,402,364.00 5,053,954.61 19,333,434.72 
1955 333,596,539.00 222,279,523.00 916,290,534.00 19,835,357.15 72,864,207.72 
1956 423,771,609.00 | 251,902,238.00 |1,168,192,772.00 | 24,332,593.29 | 77,343,129.00 














Paid to Policyowners and Beneficiaries in 1956 — $11,929,323.58 


REPUBLIC NATIONAL LIFE tiscrince company 


HOME OFFICE e DALLAS, TEXAS 


LIFE ¢ ACCIDENT ¢ HEALTH © MEDICAL AND SURGICAL REIMBURSEMENT @ HOSPITALIZATION e¢ GROUP © FRANCHISE © BROKERAGE 
@ PLUS COMPLETE REINSURANCE FACILITIES 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


is now offering 


Outstanding Brokerage and General Agency Opportunities 


Top Commissions e Vested Renewals e Complete Line of Life and Accident & Health 


Franchise ° Guaranteed Issue 


Sub-Standard — Pension Trust e 


Group ° 
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Provident Mutual Life was host to 
three representatives of the Vietnam 
Government recently. The guests, three 
of 19 Government workers chosen 


through a contest for a period of in- 
tensive study of office procedures in the 
United States, were under the sponsor- 
ship of the National Office Management 
Association. Upon completion of a six 
months’ period at Michigan State Uni- 
versity, they have been touring busi- 
ness organizations throughout this coun- 
try. 





Guarantee Mutual Records 
Record Production for March 


The field organization of Guarantee 
Mutual Life of Omaha honored Ralph 
Kiplinger, president of the company 
during March by recording the largest 
volume of business ever produced in any 


month since the company was founded 
56 years ago 

This year’s President’s Month Cam- 
paign volume stands at $10,800,000 as 


compared to $6,800,000 last year. The 
field force has honored President 
Kiplinger for seven consecutive years. 
Each year has seen an outstanding gain 


over the previous year. 
The Woodrow Mann & Company 
Agency, Little Rock, led all agencies in 


volume for the 1957 President’s Month 
Campaign. Jack McCaleb, associated with 
the Carroll C. Preston Agency, San 
Antonio, led all agents for the month 
with sales totaling a quarter of a million 
dollars. 

The $10,800,000 campaign volume for 
the month represents a 58.8% increase 
over the $6,800,000 total for last year’s 
President’s Month. Every man who pro- 
duced $15,000 or more of new business 
will be presented with a distinguished 
salesman’s trophy as a souvenir of the 
record breaking month. 

Twenty-two years ago when President 
Kiplinger joined the company as general 


agent at Kearney, Nebraska, the com- 
pany’s —— in force totaled $117, 
000,000. day the ven HA s life insur- 


ance in force is npprones ing $400,000,000. 


Harold A. Gordon Dead 


Harold A. Gordon, CLU, retired gen- 
eral agent in Cleveland for Fidelity Mu- 






tual Life, died recently. He was 48 years 
old <z and in fa il ling health for some time. 
lon’s first connection with the 
cose was with the C. Brainerd Meth- 
eny agency 4 Pittsburgh, which he 
joined as supervisor in 1944. In 1947 he 
was appo inted general agent in Cleve- 
land. “He was awarded the company’s 
award in 1951 and 1952, 








agency building 

and was a member of the Million Dollar 
Round Table in 1952. He retired from 
active management of the Cleveland 


agency last October 





Their tour at Provident Mutual in- 
cluded visits to major departments of 
the company with special emphasis on 


the planning and accounting depart- 
ments. Guests shown with President T. 
A. Bradshaw, are, left to right: Tang- 
Thi Ti, Young-Hoa-Duc and Le-Phu- 
Nhan. 





Governor Harriman of New York has 
approved Senate Bill 757 which is an act 
to amend the insurance law in relation 
to election of directors by policyholders 
of life insurance companies. Governor 
Harriman has been advised that in the 
recent past there have been instances 
of numerous irregularities and impropri- 
eties in the solicitation of the ballots or 
proxies of policyholders of domestic life 
insurance companies for the election of 
directors of such companies. In_ his 
statement approving the bill Gov. Harri- 
man said: 

“The measure before me fulfills the 
need for legislation to prevent the re- 
occurrence of corrupt methods in the 





N.Y. STATE EXAMS 
NEW YORK « JAMAICA 


132 Nassau St. 


148-15 Archer Ave. 


INSURANCE COURSE) 


Starts Monday, May 13, for 
Broker's & Agent's Exam. on Sept. 19 1957 


NOTARY Pustic COURSE 


Starts Wednesday, May 15 
for Examination on vy Oke 18, 1957 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
PQ HS ean 
132 Nassau Street 
o's York 38, N.Y. 
Near City hali 
COrtlandt "- 7318 


\ HERBERT J. POHS, Founder-Director 
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solicitation of policyholders’ votes. The 
bill prohibits a policyholder from selling 
or offering to sell his vote or proxy 
for money or anything of value, and pre- 
vents any agent from being paid or 
receiving any sum of money or anything 
of value in connection with the voting 

of a ballot or of obtaining a proxy. 
“This bill has the support of the State 
Insurance Department, the Bar Asso- 
ciation of the City of New York and 
the New York County Lawyers’ Associ- 
ation.” : 
Uncle Francis 





Director American Income 

American Income Life of Indianapolis 
has elected Milton R. Pollard of Mil- 
waukee a director of the company. Mr. 
Pollard is head of Milton R. Pollard Co., 
pension consultants, vice president of 
Welfare Plans, Inc., pension trust, and 
with his son, Peter D. Pollard, is co- 
general agent of Security Mutual Life. 


BANKERS LIFE SCHOOL 


Twenty-three salesmen from 19 agen- 


cies of Bankers Life of Des Moines 
attended a home office sales training 
school, April 8-13. The school, first in a 
series of three, was under the super- 
vision of Roy A. Frowick, director of 
training. 








Wanted 


GENERAL AGENT —LIFE COMPANY 


A New York company has an immediate 
opening in metropolitan area of New York 


for a life insurance supervisor who is qualified 


to become a GENERAL AGENT. 
Replies will be held in strictest confidence. 


Reply to Box 2512, The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y. 








The BARON 


suggests: 





MULTI-PURPOSE 
RIDERS! 


You can increase a $10,000 Basic Policy 
easily to $20,000 — $30,000 or even 
$40,000 for 10-15-20 years . . . and 

. » you can also add Riders, to the 
same policy, for Family Income or 
Mortgage Cancellation. Call ‘The 
Baron" now for details. 


DAVIB® H. BARON AGENCY 


United States Life Insurance Co. 


55 Liberty St. New York 5, N. Y. 
REctor 2-3861 








Occidental Appointments 
At Cleveland and Joplin 





ROBERT S. HARRIS 


Occidental Life of California has 
named Robert S. Harris branch manager 
at Cleveland and Ray M. Snead general 
agent at Joplin, Mo. 

Mr. Harris, in his ten years in life 
insurance, has been assistant agency 
manager for Equitable Society and asso- 
ciate manager for Western & Southern 
in Cleveland. 

Mr. Snead has 
for Occidental in 


agent 
for six 


been gerieral 
Quincy, Ill. 
years. 


Hearings May 18 on Suit 
Against VALIC by SEC 


Washington, D. C.—Federal Judge 
Matthew F. McGuire has set May 18 
for hearings in the Federal District 
Court here on the suit against Variable 
Annuity Life Insurance Co. by the 
Securities and Exchange Commission to 
force compliance with the registration 
requirements of the Securities acts. 

Judge McGuire granted a VALIC 
motion to advance the trial date. 

He also granted a motion by the 
National Association of Securities Deal- 
ers to intervene in the case. 

In another court action, an SEC mo- 
tion for permission to ask a_ limited 
number of VALIC and Equity Annuity 
Life policyholders about representations 
made to them when they were sold their 
policies was approved. 
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Frank E. Thompson 


Appointed to New Post 


Edwyn Portrait 
FRANK E. THOMPSON 


Frank E. Thompson, of the General 
American Life Insurance Co., has been 
appointed to the newly established posi- 
tion of director of group training and 
field service. 

Mr. Thompson, formerly 
superintendent of group sales and serv- 
ice will be in charge of the company’s 
charted career training program. The 
revised training program will include a 
new classroom approach to training 
which Mr. Thompson will administer in 
addition to supervising on-the-job train- 
ing of all men 
Group field operation. 

He will be responsible for all programs 
for the training in the field of agency 
associates in the fundamentals of Group 
insurance. 


assistant 


new assigned to the 


In addition, he will serve as 
assistant to Group Vice President Win- 
burne M. Paris on special assignments. 

veteran employe, Mr. Thompson cele- 
brated his 28th year with General Amer- 
ican Life on March 1. 


Occidental Life Leaders 


For the second straight year, the aver- 
age paid life volume for Occidental Life 
of California’s 100 leading agents ex- 
ceeded the $1 million mark, Vice Pres- 
ident William B. Stannard announced in 
Los Angeles. 

The 1956 average volume was nearly 
$177,000 above the previous year’s 
average. 

General Agent Paul Kryski, Calgary, 
Alberta, Canada, led the field in volume 
production with $3,380,795, a million 
more than his 1955 production which also 
topped the field. Fifty-seven other Oc- 
cidental men sold over $1 million in this 
category. 

Herbert N. Howard, Leisure, Werden 
and Terry agency, Los Angeles, ranked 
first in premium production and Kenneth 
Hunt of the Spokane branch led in 
accident and sickness premium produc- 
tion, 

Other leaders were Val Taylor, To- 
ronto general agent, second in volume 
production; Dr. Howell King, personal 
producer in Towson, Maryland, second 
in paid premium, and George Moore of 
the R. D. Moore agency in Santa 
Monica, California, second in accident 
and sickness premiums. 

In individual agency sales, Leisure, 
Werden and Terry agency and C. L. 
DeVries and associates, both of Los 
Angeles, ranked one-two in paid life 
volume and paid life premiums. Occiden- 
tal Underwriters of Hawaii, Ltd., Hono- 
lulu, finished third. 





Detroit Unit Manager 
Lawrence Ransom has been advanced 


to the position of unit manager at the 
Detroit branch of Acacia Mutual Life. 
A native of Michigan, Mr. Ransom will 
take charge of unit 2, a recently created 
extension of Detroit service. 

Mr. Ransom joined Acacia in 1955 and 
qualified as a “Leader” in the company’s 
honor organization by placing over $400,- 
000 of business. Last year he increased 
his business in force to over $1,000,000 
and also was active as a training super- 
visor. 


Provident Mutual Sets 
March Production Record 


New paid business for March for 
Provident Mutual Life, Philadelphia, has 
surpassed that of last March by 16%. 
In making the announcement, Vice 
President and Manager of Agencies 
Lewis C. Sprague said that production 
during March of this year was the 
largest of any March in the company’s 
history. Company figures for the first 
three months of this year show a gain 
of 5%. 


Fidelity Mutual Reduces 
Single Premium Rates 


A reduction in single premium rates 
has been announced by Fidelity Mutual 
Life of Philadelphia. On single premium 
annuities, the reduction varies from ap- 
proximately 5% on the non-refund plan 
to between 15% and 20% on the install- 
ment plans. Single premium life and 
endowment rates are also reduced—by 
approximately $10 per $1,000 face amount. 








Clinch YOUR Personal Fortune 
with this Money-Making Magnet! 
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a Top Commissions on 18 Leading Policy Contracts. 


me 


—= Production Bonus and Long-Term Vested Renewals. 


— Non-Contributory Pension Plan for Personal Security. 
They Make Money—and You Make Money! 












Agency-Building Opportunities in: 
Delaware, Florida, Georgia, IMlinois, 
ky, Maryland, Michigan, 
a, Ohio, Pennsylvania, . 
D. C, and West Virginia 


Arizona, California, 
Indiana, lowa, Kansas, Cul’ 
New Jersey, North Carolin 
Texas, Virginia, Washington 


They Make Money—T heir Agents Make Money 
—and You Make Money! 


a Ready-Made Sales Packages with Easy-to-Use Visuals. 
—z— Every-Age-Demonstrator-Books for Quick, Easy Sales. 
—< Streamlined Rate Books for Maximum Production in Minimum Time. 


They Make Money—and You Make Money!\y 


ALL of the above Money-Makers for NY 


EVERY Agent in The Golden Rule Contract 
with The Golden Rule Company. 














The Golden Rule Agents’ 
Contract will ATTRACT 
and HOLD every kind 

of Agent: 


PLUS 


Friendly and Effective 
Home-Office Field Help 
for YOU in Recruiting, 
Training and Building 
YOUR AGENCY! 








PERSONAL 





COLUMBUS MUTUAL 


The Golden Rule Life Insurance Company 


Home Office: 303 E. Broad St., Columbus 16, Ohio 


FORTUNE 





Frederick E. Jones, President; Fred C. Adams, Superintendent of Agents 
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Nashem Agency’s Best First 
Quarter in Its History 





Fab an Bachrach 
LEE NASHEM 


The Lee Nashem Agency of Mutual 
Benefit Life, with offices at 110 East 
42nd Street, New York, was the No. 2 
igency of the company’s 80 general 
igencies throughout the country for the 
first quarter of this year. Paid for busi- 
ness for the first three months was 
$3,777,000, which has since been in- 
creased to over $4,200,000. Only the Cin- 
cinnati agency, which has 12 units in 
ther cities besides their main agency 

th This is 


is ahead of the Nashem agency. 


the best first quarter in the 18-year 
the agency. 

in January, 1948, from a 
$1,400,000 with four 





start of 
agents, the agency now has two full-time 
supervisors and 28 full-time men, in 
addition to a department equipped to 
handle brokerage business. Brokerage 
1 is Al Greenhouse and Stanley 
is director of training. 

cers in the agency for the 





first quar are Cy Block, Al Green- 
house, Al Schub, Fred Haas, Murry 
Greenberg, James Slote, Gene Lapides, 
Paul Bloch, Irv Solov, Terry Castell, and 


Arthur Goldstein 

Mr. Nashem showed Mutual Benefit’s 
gramming film, “According To 
Plan,” at a recent meeting of the New 
Tork wn Managers and General 
Agents Association. This film is geared 
to be shown to executives to sel] the 
need for action today in planning their 





Homer Jamison Dead at 75 


, who headed Equitable 
operations in Okl: oo 3 
died recently at age 75. 


Ho mer | — 
Si ciety’ Ss agenc 
for 





\ f more than 37 years with 
the he retired as agency man- 
wer ahoma City in 1948. He 


joined Equit ‘able in 1919, as a district 
manager of the Kansas City agency 
where he later became assistant man- 
ager then superintendent. In 1926 he 
was appointed manager for the state of 
Oklahoma. After his retirement, the 
agency’s territory was divided into two 
areas with headquarters at Oklahoma 
City and Tulsa 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











Life Investors May Become 
Open End Investment Fund 


Life Insurance Investors, Inc., is tak- 
ing steps to convert its operations into 
a full fledged open end program. Stock- 
holders are being asked to approve this 
at the annual meeting, April 23. There 
would then be a continuing sale of 
shares at the net asset value plus a gross 
commission not exceeding 8%% of the 
offering price. 

Presently Life Insurance Investors has 
been closed end in that the number of 
shares does not exceed the number on 
the original offering, but it has had the 
open end feature of redemption of the 
shares at net asset value. This has pro- 
duced some arbitraging operations, w.th 
dealers buying the stock on a bid over 
the counter and redeeming the same 
stock at a higher price from LII. On 
March 21 LII President Raymond. T. 
Smith reports the company had repur- 
chased 223,226 shares of stock at an 
aggregate cost of $3,229,893. 

The authorized stock would be in- 
creased from 1,400,000 shares to 2,000,000 
and the authorized but unissued shares 
would also be sold. J. C. Bradford & 
Co. would be exclusive distributor and 
might allow discounts to purchasers or 
concessions to dealers. 





Maine Fidelity Promotions 


Maine Fidelity Life announces election 
of two new officers, Raymond W. Hill- 
man as vice president and Leslie A. Hig- 
gins as assistant secretary. Recently pro- 
sinter was Raymond A. Duval to c: diet 

Raymond W. Hillman was formerly 
with the underwriting department of 
New i Mutual and has been the 
head of the Maine Fidelity underwriting 
department since the company was 
founded. 

Leslie A. Higgins was formerly with 
Phoenix Mutual and joined Maine Fidel- 
ity a year ago as administrative assistant 
in the agency department. He was re- 
cently promoted to agency co-ordinator. 

Raymond A. Duval joined Maine Fi- 
delity’s accounting department upon 
graduation from Portland University last 
June. 





It's no secret code... 


commissions. 


500 FIFTH AVENUE 





TES-WL pu @ 90 ———> B+ BC 


simply a statement about our newest and best contract, 
"The Executive Special—Whole Life Paid-up at 90" which nets bigger and better 


Call and Inquire Today 
ARTHUR MILTON AGENCY 


Postal Life Insurance Company 
BRyant 9-3242 
(Postal’s First Agency) 


NEW YORK 36, N. Y. 








JACK LAUER DEAD 


Former Chairman and Life Member of 
MDRT Represented Union Central 
Life for Many Years 
Cincinnati—Funeral services for Jack 
Lauer, nationally known life insurance 
man and former chairman of the Million 
Dollar Round Table in 1938, were held 
agin 24 here. Mr. Lauer died March 
22 after suffering a heart attack at his 
home in Cincinnati. He would have cele- 

brated his 70th birthday April 3 ; 

Mr. Lauer was a Life Member of the 
Million Dollar Round Table and a Quali- 
fying Member in all but four of the 
years since the MDRT was established 
at the 1927 National Association of Life 
Underwriters convention. He served as 
national chairman of the MDRT in 1938. 
Mr. Lauer was one of the senior mem- 
bers of Union Central Life’s $500,000 
Club with 12 qualifications. He was also 
a charter member of the company’s 
President’s Club. 

Active in civic groups, he was a past 
president of the Cincinnati Association 
of Life Underwriters, had served on the 


board of American Red Cross and Jew- 


ish Welfare Fund and as chairman of 
the Initial Gifts Committee of the Allied 
Appeal during World War II and the 
insurance men’s collection team for the 
Cincinnati Community Chest. He was a 
member of the Blue Lodge of Masons, 
the Scottish Rite, the Syrian Shrine 
Temple, Rockdale Temple and_ the 
Losantiville Country Club. 

He leaves this wife, Mrs. Sidonia 
Davidson Lauer, and two sisters, Mrs. 
Belle Jacobson and Mrs. Emily Liche- 
nauer, both of Albuquerque, New Mex- 
ico. 





ALL AMERICAN 


Ci fasually 


CHICAGO 





Matchless policies . . . 


AONYLANY 
INTEGRITY 
LEADERSHIP 








« 


EVERYBODY’S TALKING about the 
PHENOMENAL GROWTH of ALL AMERICAN. 


Matchless agency contracts 


and Aggressive Management have made it possible! 





OPPORTUNITIES for MANAGERS in 17 states 


Investigate Today! 
EU 512 


For Complete information, Write: &. &. BALLARD, President 
General Offices: ALL. AMERICAN BUILDING 
PARK RIDGE. ILLINOIS 





For Trustee of NALU 





PAUL E. MARTIN 


The Kentucky State Association of 
Life Underwriters, affiliated locals in the 
state, and the General Agents and Man- 
agers Associations of Kentucky have an- 
nounced the candidacy of Paul E. Martin 
for trustee of the National Association 
of Life Underwriters. 

Mr. Martin is a past president of the 
Lexington Life Underwriters Associa- 
tion, The Lexington General Agents and 
Managers Association, and past vice 
president of the Kentucky State Life 
Underwriters Association. He has served 
on many state and local association com- 
mittees and was chairman of the pro- 
gram committee for the state convention 
in 1956. He has been active in Associa- 
tion work for the past twelve years. 

Paul Martin is manager for Metro- 
politan Life in Lexington, Kentucky. He 
joined the company April 9, 1928 and has 
served as agent, assistant manager, 
agency supervisor, and has been man- 
ager for the past 13 years. 


Massachusetts Investors 
Shift Stock Holdings 


Massachusetts Investors Growth Stock 
Fund reports that for the quarter ending 
Feb. 28 they bought 1,000 shares of 
Aetna Life, increasing their holdings to 
5,000 shares, and added 2,500 shares of 
Travelers, the new total being 12,500. 
They reduced their holdings of Lincoin 
National by 1,000 shares; the new total 
is 6,000 shares. 

Other insurance stocks in the portfolio 
are: Connecticut General, 5,000; Contin- 
ental Assurance 100; Continental Casu- 
alty 17,500; National Life & Accident, 


25,000. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 
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Kvernland and Reed Made 
2nd V.P.’s of Prudential 





ALAN L. REED 


Jack T. Kvernland and Alan L. Reed 
have been elected second vice presidents 
of the Prudential. 

Mr. Kvernland will be assigned to the 
north central home office at Minneapolis, 
where he will be in charge of adminis- 
tration for a seven-state area. For the 
past two years he has served as execu- 
tive general manager of the regional 
home office at Jacksonville, Fla. 

Mr. Reed, executive director of Pru- 
dential’s Ordinary agencies department 
since 1955, will continue to be associated 
with that organization. 

Howard A. Austin, Jr., second vice 
president, is being transferred to the 
newly-announced Northeastern home 
office to be erected in Boston, where he 
will have supervision over the sales oper- 
ations in New England and upstate New 
York. 

Mr. Kvernland, a native of Portland, 
Ore., joined Prudential in 1940 as an 
actuarial student. He has held a number 
of important actuarial and administrative 
posts. He is a graduate of Reed College, 


Portland, Ore. and a Fellow of the 
Society of Actuaries. 
Mr. Reed has been associated with 


Prudential since 1945. He is a native of 
Wellsboro, Pa. and joined the company 
as a special agent in Harrisburg, Pa. 
Five years later he was placed in charge 
of the Binghamton, N. Y. agency. In 
1952, he was advanced to director of 
agencies in the home office. 


LIAMA School in Savannah 


Walter L. Pool, general agent in Nor- 
folk, Va., for Lincoln National Life, has 
been elected chairman of the executive 
committee of Life Insurance Agency 
Management Association’s School in 


Agency Management, held recently in 
Savannah, Ga. 

Attending the School were 53 field 
managers and home office executives 


representing 21 companies. The men at 
this 150th School came from 15 states, 
District of Columbia, Canada and Puerto 
Rico. 

_Others elected to the School’s execu- 
tive committee include: William E. Car- 
penter, general agent in Miami, for 
Lincoln National; Frank E. Diamond, 
head of the estate planning department 
for Gulf Life; Fred W. McCoy, district 
manager in Radford, Va. for State Farm, 
and Charles M. Trubac, assistant state 
director in Washington, D. C. for State 
Farm (sergeant-at-arms). 

LIAMA Senior Consultant Charles K. 
Reid was in charge of the Savannah 
School, assisted by W. Thomas Fiquet 
and William H. Whorf. 


Midland Mutual Top Awards 
To Van Elgort, Gandelman 


The President’s Award, presented an- 
nually by Midland Mutual Life in recog- 
nition of outstanding all-around agency 
performance, has been won by the 
Sam Van Elgort Agency, Beverly Hills, 
Cal., and the Marvin Gandelman Agen- 
cy, Trenton, N. J. 

The Van Elgort Agency ranked first 


among Midland Mutual Agencies over 


five old in the field of 
development during 1956. This 
the second straight year that Mr. Elgort 


years agency 


marks 


and his associates have won the Presi- 
dent’s Award. 

Mr. Gandelman’s Agency led agencies 
in the five - years -or-under category. 
Among the many factors considered in 
selecting the winners of the top award 
are induction of new manpower, increase 
in sales the previous and 


over year 


persistency. 


JOINS AMERICAN UNITED 
joined 
actuary 


Orrin Tovson has American 
United Life as 
the home office staff in Indianapolis. He 
goes to the company from New York 
where he had been a technical assistant 
actuary for ten years. Before becoming 
an actuary, he was a mathematician for 
the Naval Ordnance Laboratory. 

A member of the Society of Actuaries, 
Mr. Tovson also is active in the Luth- 
eran Church and Naval Reserve. He 
served in the Navy for three years and 
was released from active duty in 1946. 


assistant with 














SEE. YOUR 


Great-West Lire 


REPRESENTATIVE 















y 





























eas | Pas 
eee ae 
“ee | a | 

































































































































States and Canada in 1957. 


service activities. 


Great-Wesr Lire 


ASSURANCE COMPANY 


HEAD OFFICE = WINNIPEG. CANADA 


This powerful — thought provok- 
ing message on outdoor posters 
will appear in over 100 cities and 


towns throughout the United 


Outdoor advertising is an effective 
partner of the Great-West Life 


representative in his sales and 
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Prudential President’s 
Club Meets in Chicago 


1450 REPRESENTATIVES ATTEND 





President Shanks Says Prospects for 
Business Are Good; Other Home 
Office Officials on Program 





Prospects for business are good de- 
spite continuing problems of inflation, 
Carrol M. Shanks, president of The 
Prudential, told delegates to the com- 
pany’s recent biennial Ordinary agen- 
cies conference, held in Chicago. 

Some 1,450 Prudential representatives 
and their wives from the United States, 
Can ada, and Hawaii attended the three- 
day ‘ ‘President’s Club” meeting recently 
at the Conrad Hilton Hotel. 

Mr. Shanks declared that no one in 
the life insurance business can look with 
complacency on inflation, for it puts the 
charges on the wrong people, the people 
who can least afford it. 


Interest in Legislation 


the company’s interest 
authorizing the sale of 
Mr. Shanks said it is 
becoming more evident every day that 
the American people want them. “It 
can’t be held off indefinitely,” he said. 
“When they can be issued, they will be 
good for us, good for our policyholders, 
and good for the nation as a whole.” 

Sayre MacLeod, CLU, vice president 
in charge of Ordinary agencies, told the 
delegates that the life insurance under- 
writer can aid tremendously in checking 
inflation by getting people to put more 
of their money into insurance. 

Mr. MacLeod reported substantial 
growth in the company’s Ordinary agen- 
cies in the past five years and predicted 
even greater growth in the near future. 

He forecasted a rapidly expanding 
market for life insurance by 1960, when 
the population, at the present rate of 
growth, will reach 177 million. 


Referring to 
in legislation 
variable annuities, 


Mr. MacLeod predicted that by the 
end of 1960, the number of the com- 
pany’ s Ordinary agencies would increase 


by about 50% and the number of spe- 
cial agents would nearly double. He said 
that Ordinary business would increase 
nearly 100% for a total of more than 
$2 billion before that date. 

Harold M. Stewart, CLU, executive 
vice president, delivered the closing ad- 
dress at the conference. He pointed out 
that in a world where the rate of change 
is a a the life insurance in- 
dustry is also changing rapidly. 

The apparent tremendous sales expan- 


sion, he said, is normal progress in 
keeping with the over-all changes of 
our economy. The billions written, the 


billions to be written, 
pace, he concluded. 

Other conference highlights included 
talks by Jesse D. Jones, Jacksonville, 
Fla., the company’s top agent, who sold 
more than $2,076,000 insurance in 1956; 
Eugene J. Conroy, general solicitor; 
Charles B. Laing, vice president, plan- 
ning and development department; and 
Kenneth C. Foster, CLU, second vice 
president, Group department. 

Howard A. Austin, Jr., CLU, second 
vice president, Ordinary agencies de- 
partment, introduced the leading agents, 
assistant managers, and managers. 

Harry E. Wilkinson, CLU, Duncan 
Macfarlan, and Floyd K: Bennett, execu- 
tive directors of agencies, presided over 
the business sessions. 


are only keeping 


Franklin Life Appoints 
Paul King in Atlanta 


Paul King has been appointed man- 
ager of the Buckhead agency in At- 
lanta, Ga., by Franklin Life, Springfield, 
Ill. A graduate of the University of 
Georgia, Mr. King entered the life in- 
surance business with the Metropolitan 
in Atlanta. In his second full year in 
the field he became a million dollar 
producer. After two years as agent he 
was promoted to assistant manager, and 
served in that capacity for the past five 
years. 


New York Life Receives Defense Award 





New York Life has received the Department of Defense Reserve Award for its 
outstanding cooperation with reservists and Reserve activities. The award was made 
last week when the company was celebrating its founding 112 years ago. 


Shown in the above photograph is President Clarence J. 
3ell, chief, United States Military District, 


award from Major General Raymond E. 


New York. Others (left to right) are Captain A. M. Kowalzyk, Navy; 
B. C. Rose, Air Force, and Col. Albert C. Creal, 


Henry C. Perkins, Coast Guard; Col. 


Myers, receiving the 


Rear Admiral 


Marine Corps. Looking on at right is Lieutenant Colonel Udom Angasingha of the 


Royal Thailand Army, in this country 


Old Republic Dividend 


Directors of Old Republic Life of 
Chicago, at a recent meeting, adopted 
a resolution declaring a policy of paying 
a quarterly basis. 


future dividends on 


as a guest of the Army. 


A dividend of 20 cents per share was 
declared payable May 1 to stockholders 
of record April 12. Payments were pre- 
viously made on a semi-annual basis, and 
in 1956, a special dividend of 20 cents 
was paid for a total of 60 cents per share. 
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YOU... 


Major Medical. 
TRAINING — 


and tax planning. 


for all salesmen. 


Frank S. Vanderbrouk, President 
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Can Get FURTHER FASTER 
with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 


to sell all forms of Participating Life Insurance 
— in individual programming, Business Insurance, estate 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 


Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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Travelers Field Changes 

Five recent field appointments in life, 
accident and health lines have been an- 
nounced by the Travelers. 

Three field supervisors have been ap- 
pointed. They are Lloyd E. Peyton at 
Milwaukee, Eugene Mayer, Seattle, and 
Angus N. Gillis, Calgary, Alberta. 

Two field supervisors have been trans- 
ferred. They are Joseph O. Simmons 
from Atlanta, Ga. to Tampa; John E. 
Shoop from Houston to San Antonio. 


WAYTT MAY AURA RAL 
Benefit 
Life Man 


‘D 





training 
pays off 
for 
everyone.” 


Most people realize they need life 
insurance. But few know what 
kind—or how much. That’s where 
weeks and months of specialized 
training and planning pay off— 
both for the client who gets more 
for his money—and the Mutual 
Benefit Life man who finds that 
planned insurance is easier to sell! 
It takes more time and effort, 

of course, but this training is a 
big reason why Mutual Benefit 
Life men like Donald L. Bowen 
of Niles, Ohio enjoy successful 
careers and their clients enjoy 
quality insurance programs. 





The Mutual Benefit Life 


Insurance Company, Newark, N. J. 
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pam Clark Award Winner First Colony Life Names 


Left to right—John A. Lloyd, Fred 


Gusweiler, Paul Hommeyer. 


Gusweiler, manager, Union 
Central’s Columbus, Ohio, agency, has 
been presented with the company’s 
Terome Clark Award for agency develop- 
ment. This bronze plaque was given by 
Union Central President John A. Lloyd 
at a special luncheon held in Cincinnati. 

-cond place winner was Paul Hom- 
meyer, manager, Minneapolis agency, 
the fourth time he has received the 
runner-up certificate. 

Mr. Gusweiler, formerly an officer in 
Union Central’s agency department, won 
the Jerome Clark Award in his first year 
as an agency manager. He took charge 
of the Columbus agency in December, 
1955. 


Fred W. 


N. Y. C. ASSOCIATION MEETS 


Holgar J. Johnson on Program; Field 
Agents’ Advisory Council Is 
Meeting Sponsor 
The April educational meeting of the 
Life Underwriters Association of the 
City of New York, held last week at the 
Hotel Sh eraton-Astor, was sponsored by 
the Field Agents’ Advisory Council under 
the chairmanship of FAAC Chairman 
Robert J. Bee, the Travelers. Holgar J. 
Johnson, | dent of the Institute of 
Life Insurance, discussing “What’s Be- 
hind the Growth of Life Insurance,” 
pointed to the basic and essential rea- 
sons why he believes life insurance has 
grown to the degree it has in America 
and what can be done about making that 
growth even greater. The basic reasons 
for the growth of the life insurance 
industry, Mr. Johnson remarked, are 
because of the economic growth and 
development of the people of this coun- 
try, the psychological urge of the Ameri- 
can people to do more for themselves 
and to have more, the ingenuity and 
enthusiasm of the industry’s sales forces, 
and the public relations consciousness of 
the American public. Mr. Johnson, who 
has been president of the Institute since 
it was founded in 1939, also discussed 
the scope and volume of the Institute’s 
activities which have increased steadily 
to the point where it now is regarded 
as an outstanding example of a sound 

public relations organization. 

Also. on the program were Warren A. 
King, insurance manager for Life Maga- 
zine, and David Schulman, CLU, New 
York Life. Mr. Schulman contends that 
job level, economic status or degree of 
wealth is the qualifying factor which 
determines a man’s friends and asso- 
ciates and this idea has a considerable 
significance to him as a life underwriter. 


Assets Now $2 Billion 


The assets of Massachusetts Mutual 
Life now total over $2 billion, and first 
quarter sales of Ordinary life insurance 
set a new all-time company record for 
any three-months period, Vice President 
Charles H. Schaaff, CLU, told the annual 
meeting of policyholders April 10. 


N. P. Oglesby in Roanoke 


Nicholas P. Oglesby, of Roanoke, has 
been named agency manager there for 
First Colony Life of Lynchburg, Va. 
Announcement was made by Vice Presi- 
dent and Director of Agencies, Roy A. 
Foan. 

Mr. Oglesby began his life insurance 
selling career with The Prudential as 


he entered the University of Virginia as 
a full time student in 1945. During this 
period as a student in the university he 
averaged over $250,000 paid production 
per year. He was graduated from the 
university in 1950 with a B.S. degree in 
Commerce. Moving to Roanoke in 1951 
Mr. Oglesby became general agent for 
Equitable Life of Iowa, covering the 
western half of the state of Virginia, 
which position he held until becoming 
associated with the First Colony Life. 
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Appoint Dansky Agency 

M. D. Dansky Agency, New 
Conn., has been appointed general agent 
for Maine Fidelity Life of Portland. 

Mr. Dansky, formerly with Mutual of 
Omaha as a local agent, has resided in 
the New London area for 16 years. He 
has been a member of all honor clubs 
plus the President’s Club for outstand- 
ing personal production in the fields of 
life, accident and sickness and _ hos- 
pitalization insurance. 


London, 


fast growth for brokerage management! 


tools and techniques developed from successful field experi- 
ence. For this reason, I feel that for men interested in and 
qualified for growth in brokerage sales management, today 
Berkshire presents the greatest potential 


The modern general insurance man represents what is un- 
questionably one of the fastest growing and most productive 
distribution outlets in the life insurance business. 


The all-line aspects of his operation, however, leave little 
time for the general insurance man to acquire the broad and 
complex knowledge required of the professional life under- 
writer. Yet, to hold all his clients and meet all their needs, 
the general insurance man must have technical competence 


and knowledge, if not in his own experience, at least at his 


fingertips. 


Our aim is to provide this professional competence through 
brokerage specialists trained and equipped with modern 


for personal growth in the industry! 


ERKS HIRE 


LIFE INSURANCE CO. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U.., 
George D. Covell, C.L.U., Agency Vice President 


PITTSFIELD, MASS. 


President 
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Dr. S. S. Huebner, 75, Back 
From Long Speaking Trip 


DR. S. S. HUEBNER 


15,000 miles 
which in- 
addresses 


In a travel schedule of 
averaging 500 miles a day, 
cluded the making of 22 major 
a Japanese tea party in 
S. S. Huebner, president 
College of Life 
Philadelphia. 
\mong cities visited were Chicago, Dal- 
Phoenix, Los Angeles, San 
Oakland and Seattle. His 
included such per- 


in 31 days and 
Honolulu, Dr. 
emeritus of American 
Underwriters, is back in 
las, Denver, 
Francisco, 

audiences frequently 
Commissioners, 


sonalities as Insurance 


authorities, local Govern- 


and university rep- 


public school 
ment officials, college 


resentatives. Mrs. Huebner accompanied 
him as she often does on his trips. 

In theory Dr. Huebner, dean of insur- 
ance educators and 75 years old, has re- 
tired as he quit teaching at Wharton 
Scfool, University of Pennsylvania, in 
1953 where he started the first general 
class in insurance in 1904. But retire- 
ment is difficult for him to achieve. Since 
1953 he has made a number of speaking 
trips, his hosts being CLU chapters, life 
underwriters associations, universities or 
various business and professional groups. 
In spite of extremely compact schedules 
Dr. Huebner writes a long letter to staff 
members of American Colleges, averag 
ing a letter every three days. “Every- 
where, the Variable Annuity was a lead- 
ing topic of conversation,” he said. 

Recipient of innumerable honors Dr. 
Huebner’s latest is being included in 
the new Hall of Fame, established by 
Ohio State University. Also included are 
Benjamin Franklin and Elizur Wright 


Named us American United 

American United Life announced the 
appointments of a new southwestern In- 
diana regional supervisor at Evansville, 


Ind, and new agency managers in 
Bloomington, Indiana, and Nashville, 
Tennessee. 

Nelson A. Gregory has been named 


manager in Nashville. He has 
insurance four years and is 
Tennessee Leaders 


agency 
been in life 
a member of the 


Club. 

New regional supervisor at Evansville 
is Edward J. Hosse, whose primary duty 
will be recruiting and_ tr: ining new 
agents. Mr. Hosse, a life insurance 
agent for six years, is a member of the 


Indiana Leaders Club 

Appointed agency manager for Bloom- 

gton and surrounding area is Lavon 
hs McCoy, taking his new position with 
12 years of life insurance experience. 
Mr. McCoy was elected president of the 
Blomington Association of Life Under- 
writers in 1956, 





“SUPERVISOR OF YEAR” AWARD 





Project of Life Supervisors’ 
Initiated by Past Presidents; to 
Present Plaque at June Outing 
An annual award to the “Supervisor 
Year” has been decided by the 
past presidents (22 in all) of the Life 
Supervisors’ Association of New York 
City. This award, a plaque, will be based 
on outstanding performance in the cur- 
1956 to May, 1957 


of the 


rent fiscal year—June, 
—and presentation will be made at the 
annual outing June 3 
Club, New City, 


Life Supervisors’ 
at Delwood Country 
i 

In order to be eligible for the award 
the supervisor must be a member of the 
association in good standing. Current 
officers or past presidents will not be 
eligible. 

Robert I. Curran, Jr., associate general 
agent of Massachusetts Mutual, in a let- 
ter to past presidents about the project, 
said in part: “We believe that the Life 
Supervisors’ Association is the grass 
roots of all management associations in 
New York City, and many of its former 
active and now associate members have 
achieved the rank of company officers 
and general agents. This in itself should 


of N. Y. 


Aetna Agency Bulletins 


Three Aetna Life general agencies 
have been honored for publishing out- 
standing company agency bulletins dur- 
ing 1956. They are Campbell and Vine- 


yard, Little Rock, Ark., for the “Aetna- 
gram”; E. W. Nelson & Co., Grand 
Rapids, Mich., for the “Grand Rapids 


R. York, New 
“New Haven 


Generator,” and Leslie 
Haven, Conn., for the 
Crier.” 

Prizes for the weekly news bulletins, 
published for Aetna Life representatives 
in the agencies’ territories, were based 
on editorial content, appearance and pre- 
sentation of sales ideas. 





be a great source of inspiration to the 
younger supervisors.” 

The committee of past presidents in 
charge consists of Mr. Curran, Wheeler 
H. King, CLU, New England Mutual 
Life; James F. MacGrath, Jr., United 
States Life—all for three year terms; 
Joseph Orshan, Equitable Society; Arn- 
old Siegel, Union Mutual Life; William 
G. Smerling, Jr., Connecticut General 
Life—all for two years; Harry C. Ard, 
er stingy 2 General; Frank B. J. Mc- 


Caffrey, John Hancock Mutual Life, and 
Ste anley Weiland, Aetna Life, all for one 
year. 














| Doorway 
| to sr =f > 
Protection \ 


William Elliott, Chairman of the Board 
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A KINDERGARTEN TEACHER 


| ... takes two apples in one hand and two in the other. 
When she places the apples together, the children clearly see 
| why two and two equal four. She knows that through the 

use of a simplified visual guide, a complex idea may be clear. 


Here at Philadelphia Life we have followed that principle 
by presenting the frequently confusing Split Dollar Plan 
in a form that any businessman can easily understand. 


The client of a Philadelphia Life fieldman can clearly see... 


HOW THE PLICO SPLIT DOLLAR PLAN WORKS. 


HOW BOTH EMPLOYER AND EMPLOYEE RECEIVE 
SO MUCH FOR SO LITTLE. 


HOW THE SPLIT DOLLAR HELPS THE EMPLOYER 
RETAIN VALUABLE EMPLOYEES. 


HOW BENEFITS ACCUMULATE YEAR BY YEAR. 


| 

| In other words, their business prospect or client 
can see that he has everything to gain 
| 


by putting into operation... 
THE PLICO SPLIT DOLLAR PLAN 


Address inquiries to the Agency Department 


# hiladelphia Fa ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


OVER A QUARTER OF A BILLION OF 


for his company and himself 


Joseph E. Boettner, C.L.U., President 


INSURANCE IN FORCE 



































Bankers of Iowa Reports 


First Quarter Increases 

Bankers Life of Des Moines has con- 
tinued to progress on an outstanding 
basis, in the first quarter of the year, 
D. N. Warters, president, told the re- 
cent annual meeting of policyholders, 
For the first three months, life insurance 
written, both Group and Ordinary, to- 
taled $100,179,000 for a gain of 38% over 
the similar period in 1956, Life insurance 
by March 31 has increased to $2,713,- 


’ 
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MODEL GROUP 
LIFE PLAN OFFERS UP 
TO *20,000 or *40, 000 

of group life insurance - 


for 10 LIVES or MORE" 


Realistic amounts of group life 
insurance at standard group rates 
—here is true incentive for every 
employer and his executives. 
Even more-—your group life 
clients get ample coverage from 
one plan—one company—and that 
means simplified administration 
and lower costs all around. Get 
the facts on MODEL GROUP today. 


e Standard Group Rates 

e Waiver of Premium in event 
of Total Disability 

e Conversion Privilege 

e No Medical Examinations 

e Group Underwriting 

e 24 Hour A D & D Coverage 
for non-hazardous groups 
may be included up to 50% 
of the life amount—maximum 
$20,000. 


Get all the facts on MODEL 
GROUP today. Contact your 
United States Life General Agent 
or group Office for details. 


*in states where permitted 


Another first from the company 
that made “Baby Group” famous! 





84 WILLIAM ST., NEW YORK 38, N. Y. 
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DENELL 


ROBERT A. 


Appointment of Robert A. Denell as 
manager, life, accident and health lines, 
at the Los Angeles office of the Travelers 
has been announced. Mr. Denell succeeds 
Manager Ralph E. Bridges who has re- 
tired after more than 30 years’ service. 

Mr. Denell joined the Travelers in 
1941 as a field supervisor at Peoria and 
in 1946 was promoted to assistant man- 
ager. In 1951, he was appointed manager 
at Omaha and in 1955 became manager 
at Kansas City. 

He was graduated from Chicago High 
School and attended Crane Junior Col- 


lege. Prior to his affiliation with the 
Travelers, he was associated with the 
Marshall Field Co., Chicago, and the 


International Harvester Co., Chicago. 
Mr. Bridges became associated with 
the Travelers in 1926 as a field super- 
visor at St. Louis and the following year 
was transferred to Los Angeles in the 
same capacity. In 1931, he was named 
assistant manager and subsequently was 





CLU Enrollments Double 
In 4 Years to Reach 7,250 


The number of CLU students enrolled 
in study groups has doubled in four 
years, it was revealed when final figures 
for the current academic year were 
issued by the American College of Life 
Underwriters. 

A total of 7,251 individuals are known 
to be enrolled in formal classes or 
groups, which represents a 28% increase 
over last year’s figure. Four years ago, 
this figure was 3,638. These do not in- 
clude unreported small groups or indi- 
viduals studying alone. 

CLU candidates are preparing for 
their examinations in 352 study ye 
in 193 cities this year, as compared with 
291 study groups in 168 cities last year. 

Life insurance men and women cur- 
rently studying for their CLU designa- 
tion are pursuing a study curriculum that 
was overhauled last year. The modern- 
ized program includes more on business 
life insurance, pensions, group insurance, 
taxation, annuities, and personal and 
family finance. 

This year’s CLU examinations will be 


given regionally in university centers 
June 5, 6, and 7. Herbert C. Graebner, 
CLU: dean of the American College, 


expects at least 4,600 candidates to sit 
for 5,800 examinations. In June 1956, 
4,176 candidates took 5,278 examinations. 

The 1956 class of 435 new CLUs 
brought the total number of designations 
conferred since: the American College 
was established in 1927 to 6,188. In addi- 
tion to those who thave completed the 
entire series of five CLU examinations, 
there are 8,737 individuals in the business 
who have earned partial credit by pass- 
ing from one to four of the examina- 
tions. 


RALPH E. BRIDGES 


promoted 
manager. 


to 


associate 


manager 





and 


Honor Ellis and Simmons at 


Pan American Life Affair 


Crawford H. Ellis, presi- 
G. Simmons, executive vice 


Tribute to 
dent, and E. 
president, Pan American Life, were paid 
at a gathering in the home office of all 
officers, directors and employes. Event 
was on March 28 which date marked the 
company’s 46th year in the life insur- 
ance field. Messrs. Ellis and 
were two of the company’s founders. 

The meeting was opened by R. L. 
Hindemann, vice president, public rela- 
tions, who pointed out the company has 
more than $950 million in force and 
in excess of +e million of assets. Out- 
side of the U. S. the company operates 
in 14 Central and South American coun- 
tries and West Indies. Among other 
speakers were Kenneth D. Hamer, vice 
president and agency director, and Fritz 
G. Lindley, vice president and Latin 
American department vice _ president. 
The field force presented a large amount 
of business. J. B. Donnally, vice presi- 
dent, Group and Pension, presented 46 
Group cases for $10,500,000 insurance 
written in the “President’s Month” cam- 
paign. Senior Vice President John Y. 
Ruddock discussed the organization of 
the company. 


Simmons 





Our thanks to our brokers for the help they 
have given us in being #2 in the United 
States for the Ist quarter of 1957 with 
$3,777,000. Our paid for at the end of 
March 1957 is over $4,200,000. 


Thanks again. 











Mutual Benefit Life Insurance Co. 





Miley’s Suit Dismissed 

The case of Miley v. John Hancock 
et al., involving suit brought by Plaintiff 
Miley, Boston insurance broker, who 
claimed he should be awarded Group 
life contract covering Massachusetts 
state employes, has been dismissed in 
First Circuit Court of Appeals in 
ton. Story is on Page 41. 


T. E. Mullin at Davenport 


30s- 


Union Central Life has appointed 
Thomas E. Mullin manager at Daven- 
port, Ta. 








With his complete line of juvenile contracts, the LNL man can sell the 











Attractive Juvenile Contracts 


Junior Estate Builder, educational erdowments, ordinary or limited pay 
life, endowment at 65, short-term endowments, and single-premium life or 


endowment plans. These policies are issued from date of birth. The popu- 


The 


lar payor benefit is available even to 
sustandard risks. 

This complete line of liberal juvenile 
contracts provides another reason for 
our proud claim that LNL is geared to 
help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, 


Its Name Indicates Its Character 


Indiana 


























Henry M. Faser, Jr., 
accepting the President’s Award 
pany’s progress during 1956.” 


agency committee of judges and the 


performance were recruiting, progress of new agents and honors in company clubs. 


Malcolm Adam (extreme 


President 


educational conference held at the Hollywood Beach Hotel. 


The eastern and western conferences 
of the “500” and Million Clubs of Penn 
Mutual Life were held at the El Mira- 
Calif., and at Holly- 
wood Beach Hotel, Hollywood, Fla. The 
“New 


continuation of the 


dor, Palm Springs, 


general theme, Horizons,” was a 
sight-raising pro- 


Malcolm 


Gaining mo- 


gram instituted by President 
Adam 
mentum year by year, the Penn Mutual 
Million Club has grown from 40 in 1954 
and to 124 in 1956. In the 
last two years, the company’s “500 Club” 
Based on the 


several years ago. 


to 78 in 1955 


has grown from 274 to 351. 
first three months’ production, the com- 
pany is highly optimistic about the pos- 
sibility of 250 members in its Million 
Club in 1957 and an enlarged base of 
500 members in the “500 Club” from 
which its future million-dollar producers 
may be drawn. 

Special Karl 


3ach of San Francisco. The company’s 


honors again went to 
leading producer in each of the last five 
years, Karl Bach passed the $3,000,000 
mark in personal production in 1953 and 
in 1955 and 1956 produced more than 
$5,000,000. Lee J. Lalli, of Salt Lake 
City, and Henry H. Kingston, Rochester, 
N. Y., were especially honored for having 
passed the $2,000,000 mark for the first 
time. 

In 1956, Mutual has the first 
woman million-dollar producer in its 110- 
Chrystal C. CLU, 
Mrs. Starr joined the company 


Penn 
year-history, Starr, 
Atlanta. 
in 1950 and has been its leading woman 
producer since that time. 

Attending the conference at the Holly- 
Hotel were four veteran 
two-million-dollar producers. 
Robert W. Ebling, Jr., CLU, New York 
City; Joseph F. O’Connor, Los Angeles; 
W. Stewart, Pittsburgh and Ed- 
Brock, Des Moines. Two first- 


wood 3each 


They were 


( re( ree 


win R. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 














of Boston (third from left) shown with his agency group 
“for most outstanding contribution to the com- 
Selection of the leading group was made by a non- 
factors considered in addition to production 


right) 








BERNARD A. 
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AGENCY 





“ets 


MANHATTAN LIFE 


talk about tough cases” 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 
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Richard Hartman Advanced 


Massachusetts Mutual Life has ap- 
pointed Richard R. Hartman assistant 
investment secretary. He has been an 
investment assistant in the investment 
department of the Massachusetts Mutual 
since 1955 





of that state to earn the Chartered Life 
Underwriter designation. He was ap- 
pointed general agent in New York City 
in 1935 and became general agent in 
Boston in 1938. The Boston Agency’s 
production at the end of 1938 was slight- 
ly in excess of $1,400,000 and 1956: pro- 
duction was in excess of $14,000,000. Mr. 
Faser was elected president of the Penn 
Mutual General Agents Association in 
January, 1957. The agency had fourteen 
“500 Club” qualifiers in 1956 and seven 
of these were members of Penn Mutual 
Million Club. 

The Raymond J. Flynn Agency, Syra- 
cuse, was this year’s winner of the 
President’s Progress Award, given an- 
nually “to that general agent with less 
than five years’ service who has demon- 
strated outstanding leadership and agen- 
cy building qu: peg ” Mr. Flynn became 
at_ th leeting. 1 ¢ general agent in Syracuse, 1954. At that 
Arthur W. Swain, CLU, New York City, time the agency’s annual production was 
and Walter R. Benz, the company’s num- $1,982,000 and its rank was 65th among 
ber two producer, Fort Wayne, Indiana. the 100 nation-wide general agencies. 

The President’s Award to the agency The 1956 production from the Flynn 
making the most outstanding contribu- Agency was $6,292,000 and their rank- 
tion to the company’s progress in 1956, ing was 21st. The agency had the 
went to the Henry M. Faser, Jr. Agency, greatest month in its history in January, 
Boston. Mr. Faser joined Penn Mutual 1957, with production in excess of $],- 
as an agent June 1, 1930 in Jackson, 000,000 and its total production for the 
Mississippi. He was the first resident first quarter of 1957 was over $2,250,000. 


presented the award at the annual 


time two-million club members also were 
honored at the meeting. They were 





The Massachusetts Indemnity and 
Life Insurance Company 


Specialtzing in Quality Disability . 
Posheition ahich ts 


NON-CANCELLABLE & GUARANTEED RENEWABLE 
TO AGE 65 (WOMEN TO AGE 60) 

















Featuring : 


PERSONALIZED CLAIM SERVICE 
PROMPT UNDERWRITING ATTENTION 
LONG TERM DISABILITY COVERAGE 
SOUND FINANCIAL STRENGTH 


aAam 


HOME OFFICE: 654 Beacon Street, Boston, Mass. 


Offices in most Principal Cities in States where 
Company is licensed. 








Joins Manhattan Life As 
Assistant to the Actuary 


JOHN J. OVEREND 


John J. Overend has joined the home 
office staff of Manhattan Life as assist- 
ant to the actuary, it has been an- 
nounced by the company’s home office. 

Prior to joining Manhattan Life, Mr. 
Overend had been with Mutual of New 
York as Module servicing supervisor. 

An Army veteran of World War II, 
he is a graduate of Columbia College. 


Plan Marketing Institute 

“Your Money and Your Life” will be 
the theme of the Pennsylvania State 
University’s 10th annual Life Insurance 


Marketing Institute, to be held July 
8-12. The institute is built on the 
premise that life insurance is, in the 


final analysis, just money, and the eco- 
nomic facts of money are inextricably 
allied and united with the routine events 
of everyday life. 

Not all salesmen are able to convince 
prospects that life insurance is a desir- 
able property and should be_ bought 
without objection because it is the best 
source of the money they need. The 
institute is therefore designed to im- 
prove the ability of any agent to analyze 
a given problem and demonstrate life 
insurance as the best source of money 
with which to solve it. 

There will be basic and advanced 
courses in the Institute. The basic course 
is for agents in business two months to 
20 years who seek improvement in sell- 
ing skills, and the advanced for estab- 
lished salesmen who have attended pre- 
vious institutes or who have a great 
deal of experience. 

Conducting the event will be Penn 
State’s College of Business Administra- 
tion and General Extension, in coopera- 
tion with Purdue University’s Life In- 
surance Marketing Institute. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 





Telephone HAnover 2-5840 
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Vice Presidents of Life Ins. Co. of Va. 


Careers of Dr. Ennion S. Williams and Richard L. Glazier 
Recently Advanced by Company 





Colonial Studios’ 


DR. ENNION S. WILLIAMS 


Two recent promotions at Life Insur- 
ance Co. of Virginia were those of Dr. 
Ennion S. Williams to be vice president 
and medical director and Richard L. 
Glazier as vice president and actuary. 
Dr. Williams has a bachelor’s degree 
from University of Virginia and a degree 
as Doctor of Medicine from Medical 
College of Virginia. He became resident 
physician and Fellow in Medicine for 
three years at Pennsylvania Hospital in 
Philadelphia. After a year of private 
practice in Richmond he was made as- 
sistant medical director of Life Insur- 
ance Co. of Virginia in 1934 and five 
years later became medical director. 
During World War II he was a lieuten- 
ant commander in the Navy’s Medical 
Corps, serving in the Pacific on Okinawa. 


Foster Studio 
RICHARD L. GLAZIER 


Dr. Williams is president of Children’s 
Home Society of Virginia, past presi- 
dent of Middle Atlantic Medical Direc- 
tors Club and Richmond Tuberculosis 
Association, and is a member of Medical 
Advisory Committee and chairman of 
Virginia sub-committee of Health Insur- 
ance Council. 

Mr. Glazier, born in Kentucky, was 
graduated from Yale University in 1927 
with a Bachelor of Science degree in 
chemical engineering. Before joining Life 
Insurance Co. of Virginia as actuary in 
1948 he was in actuarial department of 
Prudential and then became assistant 
actuary of Union Central Life. 

Mr. Glazier is a fellow of Society of 
Actuaries and immediate past president 
of Middle Atlantic Actuarial Club. 





St. Louis, Kansas City 
Actuaries Clubs Meet 


A joint meeting of the St. Louis Actu- 
aries Club and the Kansas City Actuaries 
Club was held April 3 at Arrow Rock 
Tavern, Arrow Rock, Mo. 

Thirty-seven men—representing St. 
Louis and Kansas City insurance com- 
panies and actuarial consulting firms— 
and nine of the wives and daughters 
were present for the all-day event which 
was the first such meeting the two 
groups have held. In addition to a dis- 
cussion of family Group policies, those 
at the meeting theard a report from 
members who attended a March meet- 
ing of the Society of Actuaries in New 
York. 

Officers of the St. Louis Actuaries 
Club are Carroll Nelson, Nelson & War- 
ren, consulting actuaries, chairman; and 
Raymond Houseman, General American 
Life, secretary-treasurer. Officers of the 
Kansas City Actuaries Club are Karl 
Eaton, Business Men’s Assurance, presi- 
dent; and Fred Rohling, Kansas City 
Life, secretary-treasurer. Arrangements 
for the meeting were handled by Her- 
“pide Feay, Marsh & McLennan, Inc., St. 
.ouis. 


FREDERICK LEWIS DIES 


Frederick Lewis of Augusta, Me., a 
representative of Equitable Society for 
almost 24 years, died recently at the age 
of 53. He spent his entire Equitable 
career as a member of the Society’s 
Portland agency, of which he was at one 
time a district manager. Consistently a 
high producer, Mr. Lewis earned Million 
Dollar Club ranking five times and’ was 
a frequent winner of the National Qual- 
ity Award. 


Mueller Heads LIAMA Group 


Victor J. Mueller, field training su- 
pervisor for the Union Life of Rich- 
mond, has been elected chairman of the 
executive committee of Life Insurance 
Agency Management Association’s 
School in Agency Management, held 
April 1-12 in Daytona Beach, Florida. 
Atiending the school were 69 field man- 
agers and home office executives repre- 
senting 19 companies. The men at this 
149th School came from 19 states, the 
District of Columbia and Canada. 

Lewis W. S. Chapman, director of 
company relations for LIAMA, was in 
charge of the Florida school, assisted 
by Senior Consultants Fred G. Jarvis, 
Jr, T. Benson Leavitt and Stanford 
Y. Smith. 


GENERAL AGENTS... 


Tie 


ACCIDENT & SICKNESS 


{ HOSPITALIZATION * GROUP 


WE’RE BUILDING: 
IN THESE STATES 


PENNSYLVANIA « OHIO 


ILLINOIS « INDIANA « MARYLAND 


DELAWARE + KENTUCKY 
TENNESSEE * ARKANSAS 
LOUISIANA «+ MISSISSIPPI « FLORIDA 





IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


MONEY-MAKING PROPOSAL 


More Competitive .. . 

L..C.A. offers a complete portfolio — 
policies filled with unusual selling fea- 
tures—loaded with advantages you can 
get your teeth into—and really S-E-L-L! 


More Merchandising . . . 

We offer a hard-hitting, sales producing 
program, from “mail to sale”. Everything 
furnished to you without charge. 


More Advertising... 

We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. 


More Money For You... 


’ 


This is truly a “ground floor” situation. 
L.I.C.A.’s vigorous building program 


spells O-P-P-O-R-T-U-N-I-T-Y for you! 


WRITE, WIRE OR PHONE COLLECT 


Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Delaware * Telephone: Olympia 4-2474 


LIFE - Aand S « GROUP + HOSPITALIZATION 





Franklin Names E. L. Chase 
General Agent in Miami 


Edward L. Chase, CLU, general agent 
in Miami for Franklin Life, Springfield, 
Ill., has been named regional sales direc- 
tor for that company in Greater Miami. 

Mr. Chase joined the Franklin in 1951 
as general agent in Reading, Pa. The 
same year he was awarded the CLU 
degree. In 1952 he moved to Florida, 
and since that time has been general 
agent in Miami. For 1955 the Chase- 
Miami Agency ranked 13th among all 
Franklin agencies and in 1956 finished 
in fourth place nationally. 

In his new position with the Franklin 
Mr. Chase will direct and co-ordinate 
Franklin sales activities in the Greater 
Miami area. 








General Agency opportunities available! 


ferent’’ cases. 


time” renewals. 


Postal Life of New York 


Name Harold E. McKnight 

Harold E. McKnight, CLU, has been 
appointed brokerage supervisor in the 
Pittsburgh branch office of Continental 
Assurance. He will be responsible for 
production in Pittsburgh and surround- 
ing areas. 

Mr. McKnight began his life insurance 
career in 1950. Active in insurance or- 
ganizations, he is on the membership 
committee of the Pittsburgh Association 
of Life Underwriters and belongs to the 
Pittsburgh CLU Chapter. 

A student at both Muskingum College 
and Ohio Wesleyan University, Mr. Mc- 
Knight received a B.A. 
Ohio Wesleyan in 1948. 


degree from 


When They’re “‘Tough’’ To Handle—Try Postal! 


: Postal was established in 1904, is a New York Company with 
individual underwriting that is ideal for handling your ‘‘dif- 


“Special” policies, Group, term-on-term, juvenile, flexible riders. 
An unusual Brokers’ contract with free Group insurance, “‘life- 





GEORGE KOLODNY, President ¢ 511 FIFTH AVE., N.Y. 17, N.Y. 
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Anderson Sees an Over 
Stress on “Volumitis 


VIEWS GIVEN GENERAL AGENTS 


99 


Tendency to Sacrifice Quality for Quan- 
tity in Sales, Says New England 
Life President 





O. Kelley Anderson, president, New 
England Life, has raised the question 
that the insurance industry may be plac- 
ing too much stress on quantity and not 
enough on quality of insurance. 

At annual meeting of New England 
Agents Association in 
Phoenix, Ariz., attended by a hundred 
of the field managers, Mr. Anderson 
said the nation is living in an era when 
business generally is suffering from a 
“volumitis” and he 


Life General 


disease known as 
indicated that the life insurance indus- 
try may be starting to follow suit. While 
he realized that a business must con- 
tinue declared that his 
company does not want volume or quan- 
tity “if it comes at the expense of qual- 
ity. We must have quality business in 
quantity, with the primary emphasis first, 
last and always on quality.” He urged 
general agents to give up any ideas 
that New England Life’s chief goal is 
just to be bigger and told them to con- 
centrate on what he called “our true 
objective, that we do want to be better.” 
His viewpoint of economy’s future and 
insurance industry in particular is opti- 
mistic. 


Bowes President of General Agents 
Association 


to expand he 


The General Agents Association elect- 
ed C. Vernon Bowes, Newark, its presi- 
dent for 1957. Vice president is Davis 
ee ae amp, San Francisco; secretary- 
treasurer is William L. Wadsworth, Buf- 
falo. New members of the executive 
committee are Frazer E. Pomeroy, De- 
troit, and Hastings A. Smith, CLU, 
Indianapolis. 

Speakers from home office were John 
L. Stearns, vice president; Philip C. 
Raye, vice president and_ secretary; 
Lambert M. Huppeler, agency vice pres- 
ident; Homer C. Chaney, CLU, second 
vice president, and David W. Tibbott, 
director of advertising and public rela- 
tions. 

Speakers from the field were E. Clare 
Weber, CLU, Cleveland; David G. Hunt- 
ing, CLU, Philadelphia; George G. 
Joseph, co-general agent with Mr. 
Bowes in Newark; David Marks, CLU, 
and George B. Byrnes, CLU, New York 
City; Harry W. Castleman, CLU, Louis- 
ville; M. Greely Summers, Jr., CLU, 
? 


»oOston. 


Huppeler on Recruiting 


Mr. Huppeler told convention that 
there are seven basic factors in re- 
cruiting and holding new agents. These 
seven areas in which strength or weak- 
ness can be vital in a man’s success or 
failure are selection, pre-training, organ- 
ized initial training, prospecting, clerical 
assistance, advanced training and joint 
work, and closing. 

Mr. Huppeler cited the use of adver- 
tising as exceedingly valuable in creation 
of agency prestige and to show how it 
works as a team and said such advertis- 
ing would help bring in agents of the 
desired caliber. He quoted from the first 
annual report of New England Life in 
1844, which said on the matter of selec- 
tion, “The result of experience in this 
matter of appointing agents is, that it is 
best to be somewhat deliberate. Though 
the agents do not decide upon accepting 
any life, but transmit the applications 
to the company’s office, to be there acted 
upon, yet they do, in some degree and to 
some purpose, represent the company, 
and its reputation as well as the general 
interests of its members require that it 
should be well represented. It has ac- 
cordingly been deemed the best course 
to delay appointing an agent at any 
place until one of entirely satisfactory 
qualifications presents himself,” 








LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








Pan-American Opens New 


Regional Group Office 


J. B. Donnally, vice president, Group 
and pension department, Pan-American 
Life of New Orleans, has announced the 
opening of another in a series of com- 
pany regional Group offices. The new 
office, located in St. Louis will be headed 
by Donald P. whose title is 
regional Group manager. 

Mr. Murray formerly served as region- 
al Group manager in St. Louis for Occi- 
dental Life of California. He joins Pan- 
American with an impressive record of 
production in the St. Louis area and is 
widely known in insurance circles in 
that vicinity. 

Opening of the St. Louis regional 
Group office marks the sixth such office 
opened by Pan-American in the past 
three years. 


Murray 





C. VERNON BOWES 


He recommended pre-training as a 
money-saver and a time-saver which will 
help eliminate potential failures and 
help get agents off to a flying start. 
Agents who have had the advantage of 
organized initial training after becom- 
ing full-time agents not only benefit in 
performance of their duties, he said, 
but profit to a much greater extent 
at the advanced training schools and 
courses at the home office. : 

Probably the most important differ- 
ence between agencies ve retain four D. L. Kravetz’s New Post 
new agents out of five and those who George P. Sampson, general agent, 
keep only one out of five, Mr. Hup- Manhattan Life, Washington, D. C., an- 
peler declared, is training in prospect-  nounces the appointment of David L. 
ing. Time and money spent in providing Kravetz as assistant to the general agent 
extra prospecting tools is returned to with offices in Silver Spring, Md. 
general agents many times over, he add- Mr. Kravetz has seven vears experi- 
ed, since more men fail in the life insur- ence in life insurance selling. Immedi- 
ance business because of prospecting ately prior to joining Manhattan Life 
problems than for any other reason. he represented United States Life. 

Hiring sufficient clerical help not only Earlier he was an agent with Pruden- 
frees agents to do the work for which tial and the Mutual Benefit Life. 
they are being paid instead of the work He is a member of the board of di- 
of a typist, but it is a prestige builder. rectors of the Silver Spring Association 
Agents who have clerical work done for of Life Underwriters. 
them will brag of that fact, and the 
agency that provides such service will 
be more likely to attract new agents won the President’s Trophy for 1956, 
in competition with agencies that do not. told the general agents that his opera- 
Mr. Huppeler said he is a firm believer tion was based on strong faith in 
in joint work for general agents with his fellowman, integrity of his company, 
their agents. He cited the numerous ad- _ stability of the industry, his own ability, 





vanced training schools conducted by and in a power greater than ourselves. 
New England Life as a prime example 3ut, he said, “faith without works is 
of how advanced training has paid off. dead,” so he added to this faith by 


hard work on his own part, combined 
with providing his agents all possible 
whose Cleveland agency help. 


Weber Wins President’s Trophy 
Mr. Weber, 


ume fo 


REMINDER— Check our NEW 
$20,000/ $40,000 


Group Life Plan 








JAMES F. 
MacGRATH 


General Agent 


The great interest it has aroused shows the 
need for a realistic schedule of coverage. 

Large firms and small firms (with as few as 
10 lives) can use our plan to advantage in their 
personnel programs. 

Simplified underwriting ties the package 
together neatly and earns money for you! 


THE UNITED STATES LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 
Agency Supervisor—TOM DEANE 


84 William Street, New York 38, N. Y. HAnover 2-7865 














Eastern Life Increases 


Its Non-Medical Limits 


Eastern Life of New York has advised 
its agents of increased non-medical limits 
as well as revised commission and re- 
newal scales for Group life insurance. 

The revised non-medical limits are as 
follows: Ages 0 to 30 inclusive, $10,000, 
with privilege of additional $5,000 after 
one year; ages 31 to 35 inclusive, $7,500 
(additional $2,500 may be applied for 
after one year); ages 36 to 40 inclusive, 
$5,000 (also additional $2,500 after one 
year), and ages 41 to 45 inclusive, $2,500. 
Disability waiver and double indemnity 
benefits may also be applied for. 

The revised Group life commissions, 
which are on a graduated basis, begin 
at 20% for the first $1,000 of premium, 
first policy year, and at 5% for each 
policy year, second to tenth inclusive. 
The 20% first year also applies on prem- 
iums from $1,000 up to $25,000 but 3% 
applies on second to tenth year prem- 
iums. Thereafter the scale is downward, 
reaching 1% in premiums in excess of 
$150,000—first policy year—and %% for 
each policy year, second to tenth in- 
clusive. 


Week-End at Washington 
For Baltimore Life Agents 


More than 400 sales representatives, 
executives and guests of Baltimore Life 
participated in the firm’s annual three- 
day weekend meeting of its Presidents 
and Honor Clubs at Washington, D. C 
April 12-14. The gathering took place 
at the Shoreham Hotel. 

Members of the two clubs are the 
company’s top. producers and set new 
sales records in 1956. The holiday in 
Washington was part of their reward for 
increased production, and also served 
to celebrate the 75th anniversary year 
of Baltimore Life. 

Newly-elected Chairman of the Board 
Albert Burns and President Henry E. 
Niles led the list of home office officials 
participating. Vice President Fred I. 
Wunderlick and Ralph E. Edwards, Dr. 
Norman B. Cole, secretary, and other 
executives also took part. 

Top producer of 1956 was George J. 
Chait, of Elizabeth, N. J., who was elect- 
ed president of the President’s Club for 
the third year in succession. 

Mr. Burns emphasized the recent 
growth of the company, which started in 
1882 as a “Mutual Aid Society” with 
less than 100 members, and today serves 
over 600,000 policyholders with over 
$318,000,000 insurance in force. 


Tromba Joins Union Mutual 

Union Mutual Life, Portland, Maine, 
announces the appointment of Joseph E. 
Tromba to regional Group manager for 
Northern New York State. His territory 
will be that area serviced by the com- 
pany’s Albany, Syracuse, Rochester, Buf- 
falo and Toronto agencies. 

3orn in Staten Island, ms 5 Y5 Bis: 
Tromba has, for the past ten years, 
been associated with the Hartford Acci- 
dent and Indemnity in a number of 
capacities. He was Group representative 
for Hartford Accident before joining 
Union Mutual. 
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Combination Cos. Meeting 
Of LIAMA in Florida 


Panel and symposium discussions will 
highlight the second day of LIAMA’s 
Combination Companies Conference, 
April 29 to May 1 at Hollywood Beach 
Hotel, Hollywood, Florida. 

“The Forward Look in Product De- 
velopment” will be the lead- off sym- 
posium. Homer Blitch, Group sales man- 
ager for Life and Casualty will discuss 
bantam Group; William P. Lynch, sec- 
ond vice president, The Prudential, will 
describe the philosophy of product de- 
velopment in his company; Homer 
Parker, vice president of Commonwealth, 
will discuss special policies; and Joseph 
W. Scherr, Jr., chairman of the’ board 
of Inter- Ocean, will talk on A. & 
product development. 

A symposium on “The Forward Look 
in Marketing” will include: Denzel J. 
Haywood, director of agencies for John 
Hancock, who will discuss opening new 
districts; Glen J. Spahn, second vice 
president for Metropolitan, who will dis- 
cuss problems involved in merchandising 
products to company’s own field force; 
and Gordon S. Woolsey, assistant su- 
perintendent of agencies for London 
Life, who will discuss opening new 
monthly premium districts. 

Charles H. Kendall, executive vice 
president of Washington National, will 
preside at the Tuesday afternoon ses- 
sion which will begin with “The Forward 
Look at LIAMA”: discussions by Leon- 
ard W. Ferguson, program director in 
the research division; and Senior Con- 
sultants Donald Bramley and Stanford 
Y. Smith. 

A panel, “The Forw ard Look in Man- 
power Development,” will follow with 
W. W. Cherry, assistant vice president, 
American National as chairman. An- 
aon panel participants are: Robert 

Bagot, executive vice president, Texas 
Prmte c Clements, Jr., vice 
president, ‘National Life and Accident; 
John L. Elliott, second vice president, 
Washington National; R. Lee Smith, 
assistant vice president, Carolina Life; 
and Lewis F. Youngblood, vice president, 
Western and Southern. 

Final item on the afternoon program 
will be an open forum on manpower de- 
velopment, where questions may be di- 


rected to members of the manpower 
panel. 
The program for the final day 


(Wednesday, May 1) will be announced 
later: 


LAA Committee Named 


Appointment of Colin Simkin, assis- 
tant manager of the public information 
and advertising department of the 
Travelers Insurance Companies, as chair- 
man of the advertising committee of 
the Life Insurance Advertisers Associa- 
tion has been announced by H. M. 
Kennedy, president of the association. 

Mr. Simkin and eight committee mem- 
bers will undertake the project of writing 
and publishing a text book on _ the 
various phases of insurance advertising. 
Two other Hartford men will serve on 
the committee: Walter M. Harrison, Jr., 
assistant manager, The Travelers Insur- 
ance Companies and C. Russell Noyes, 
secretary and _ advertising manager, 
Phoenix Mutual Life. 

Other members of the committee are: 
Jack R. Morris, vice president, Republic 
National Life; R. Taylor, vice pres- 
ident and agency manager, Jefferson 
Standard Life; A. H. Thiemann, vice 
president, New York Life; David W. 
Tibbott, director of advertising and pub- 
lic relations, New England Life; Edwin 
P. Leader, advertising manager, Bankers 
Life; Donald E. Lynch, director of public 
relations, Mutual Benefit Life. 


August Kattermann Made 
Berkshire Life Supervisor 


August Kattermann has been appointed 
a supervisor for Berkshire Life in Ridge- 
wood, N. J. He is associated with the 
Raymond F. Thorne agency, general 
agent for the company in New York. 


Home Life of New York 


Sets Production Record 

Home Life of New York, opened 1957 
with three outstanding months in Ordi- 
nary production and thus recorded its 
best quarter in company history. During 
this period, announced John H. Evans, 
vice president-sales, new Ordinary busi- 
ness was 17% greater than it was for 
the same period of 1956 which was also 
a record-breaker. March of 1957 was 
19% greater than March of last year. 

Dollar-wise, the first quarter of this 
year combined with the last quarter of 
1956 produced over $101 million of Ordi- 
nary business. This represents the best 
result of any six-month period in the 
company’s records. 

Pierre F. Vallon, New Orleans, was 
Ordinary production leader for the first 
quarter. Robert H. Cutts, Cleveland, was 
second and James A. Hazen, Minneapo- 


lis, third. For March, the leaders were 
Pierre F. Vallon, New Orleans; Edgar 
E. Lyons, Hartford; Leo C. Lob, New 


Orleans. Ngee 
The leading agencies in Ordinary for 
the year-to-date were: New York-Oshin 


first, New Orleans second and Cleveland 
third. For March, the leading agencies 
were: New Orleans, New York-Oshin 


and Newark. 


John Carroll With N. Y. Life 


John H. Carroll has been appointed 
an attorney in office of general counsel, 
New York Life. For the past three years 
he ‘has been Assistant United States At- 
torney in the office of United States At- 
torney for the Southern District of New 
York. Previously, he was law secretary 
to Vincent L. Leibell, United States dis- 
trict court judge. 


A graduate of Fordham Univers'ty 
Law School, 1951, he also attended the 
graduate law school of New York Uni- 
versity. 


A Fraternal’s Page Ads 


World Life of Omaha, a fraternal so- 
ciety, is running full-page ads in all 
daily newspapers in cities where the 
World Life will hold state conven- 
tions. There are 23 of these cities. The 
New York convention will be held July 
22 -25.. Howard M. Lundgren is Wood- 
man’s president. Horace L. Rosenblum 
is public relations director. 


Acacia Appoints Grim 

James Grim has been appointed a unit 
manager of the Northern Virginia 
branch of Acacia Mutual. 

A graduate of the University of Mary- 
land, Mr. Grim established an outstand- 
ing sales record during 1954, his first 
full year as a life insurance salesman, 
placing nearly $500,000 of business, an 
average he continued to maintain dur- 
ing 1955 and 1956 despite additional 
duties as a training supervisor. 
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NORE A&H 
SALES POWER 
FOR YOU 

with improved 


Check these new features on Major Medical: 
e Three deductible/maximum benefit combinations 
($300/$5,000, $500/$7,500, $1,000/$10,000) 
e No hospitalization requirement 
e Renewal premiums on level basis 


Read this in the MM Contract —“The Company will 
not terminate this Policy, by refusal to renew or by cancellation, 
solely on the basis of a change in the physical condition of any 
person after he became a Covered Person.” 


Also see the new hospital policies — new rates — improved benefits. 


Get the full story. Call your nearest Connecticut General office 
or write Connecticut General Life Insurance Company, Hartford. 


€cse CONNECTICUT GENERAL 


MM 2369-90; FH 2365-67; IH 2376-78 











Commonwealth Life Holds 


The 
Life 
record 
paign. 
long 


than ten million dollars 
volume 


surpassed all 


March Sales Campaign 


field of Commonwealth 
previous 
March sales cam- 
during the 
$42,820,511, 
greater than the 
the 1956 cam- 


forces 
production 
s in its annual 
Total 
campaign 


volume month- 


Was more 


submitted during 


paign, and more than 38 million dollars 
greater than that submitted during the 
first campaign in 1941. 


Eight agencies produced more than a 


million during the month; the leader 
being the Somerset, Ky., district office 
under the management of O. Travis 
Combs. Other offices producing more 
than a million during March were the 
Hom»? Office Agency, Louis A. LeLaurin, 
branch manager; St. Matthews district 
office, P. M. McGary, manager; Mem- 
phis district office, J. L. Franey, mz in- 
ager; Evansville district office, W. FE 
Tucker, manager; Big Sandy district 
office; J. T. Parker, manager; Dayton 
district office, P. M. Myers, manager 


and the Kentuckiana district office, J. T. 


Ruby, 


A. special 


manager 


bronze p'aque is awarded 


to each of these agencies in recognition 


of its 


achievement. 








EMPIRE'S 
Innovation in Life Insurance—Reduced Premium Because 
of Policy Size 





Reductions per thousand applicable to our published rates regardless of age. 











PRWL & All Other Plans 

Selective Except Term 

Protector & Term Riders 
Below $5,000 —o— —o0-— 
$5,000 to $9,999 —o0— $1.00 
$10,000 to $14,999 $1.50 $1.50 
$15.00 and over $1.75 $1.75 





MORGAN O. DOOLITTLE, 
President 





We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 








Wechsler Book Asks What 
Happens If One Is Uninsured 


Books about life insurance salesman- 
ship are generally written by general 
agents or agents who tell why owner- 


ship is a necessity, often explaining how 


to sell it. Paul Wechsler, Sr., of Phila 
delphia, an agent of Fidelity Mutual 
Life, has now written a book based on 
the query theme: “Suppose There Was 
No Life Insurance? What Would You 
Do?” 

He answers the question in a series of 
chapters telling what life insurance 


significantly 
The 


book is published by the Vantage Press 


ownership means, but more 


what can happen if it is not owned. 


of New York. Many of the chapters, 
written for an insurance paper, have 
been published. 

Mr. Wechsler has been an agent for 
three decades. When his father died his 
mother was left with five children. “By 
the time we sold our furniture and 
traveled from a log house in Colorado to 
the B. & O. railroad station in Philadel- 
phia, Mother had less than $6 in cash,” 
he writes. 

And because his father left such a 
large family and without insurance at 
the time of his death, Paul Wechsler be- 
gan to wonder how such an economic 


disaster could have been prevented. He 
began to realize that life insurance and 
death travel hand-in-hand. This think- 
ing led him into the life insurance field. 
Soon he began to encounter cases where 
life insurance had come to the rescue of 
a family or a business ; but also there 
were deaths where life insurance did not 
figure. All of these cases he remem- 
bered and telling about them made it 
easier to use them as good examples of 
why life insurance should be purchased. 
His book contains no statistics, but it 
doesn’t need any. His human interest 
chronicles of families he has known, of 
friends he had made in the sale of in- 
surance, or of the calamities following 
non-insurance, have enabled him to write 
a stimulating book which will increase 
the sale of life insurance and make that 
sale more easy, just as it has in his own 
experience as an agent. 
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KILLING INCENTIVE 
Who is t 


situation? It is 


he real loser in the present 


tax true that a sub- 
stantial cut in the excessively high rates 
will be welcomed by those who now pay 
them. But a much greater benefit will 
be conferred on the rest of the citizens. 


Chamber 


which 


This is the opinion of the 
of Commerce of the U. S. 
believes that an expanded source of tax 
unleashing 


also 


opened by 
held dormant by 


failing personal incentives which accom- 


revenue can be 


the creative forces 


pany the hardships of meeting the tax 
levies which presently prevail. The 
Chamber sees a method which can be 


directed toward filling the government’s 
tax requirements without paralyzing eco- 
ag osin gel 
for individual achievement. Only i 
this way can the United States discharge 
its seoniiiaitnies before the world and 


nomic advance or restricting 


ties 


still fulfill the broad aspirations of the 
American people. 

Undoubtedly there is a growing lack 
of individual incentive which prevents 


businesses from expanding, particularly 


small businesses, into larger operations 


new 
Cham- 


and, therefore, creating many jobs. 
In a brochure just published the 


ber cites a number of such cases in 


industry. 


“The Chamber of Commerce of the 
U. S. is not importantly concerned with 
the plight of the highest bracket tax- 
payers, although it firmly believes that 
it is essentially unfair that they be com- 
pelled to turn over to the Government 
the lion’s share of their income. It is 
vitally concerned, however, with the 
welfare of the community as a whole. 
Moreover, what sense is there in impos- 
ing excessive rates on a small amount 
of income when more moderate rates 
would produce a larger revenue because 
there will be so much more income gen- 
erated ?” 


Says the Chamber: 


One of the 
an incentive 


interesting cases in which 


proposal was blocked by 


taxation features is told in the Chamber 
of Commerce brochure about a man with 
capital being with a 


approached pro- 


posal that he finance a young man with 
Careful stud- 
that this business on an in- 


f $500,000 could earn $100,000 


a year before corporate 


a constructively good idea. 
ies showed 
vestment o 


taxes, a return 


of 20%. But the capitalist said no. Asked 
for his reason he explained: 

“T would lose income by doing that. 
You see, the $500,000 which I could use 
to back this young man’s idea is now 
invested in 2%4% state bonds. The in- 
come is tax free, so I receive from that 
investment a clear $12,500 a rts with 
virtually no risk on my part. If I sold 
these bonds and put this sum into this 
risky project, the income would be taxed 
at 91%. So out of whatever income I 
get from it, I could keep only nine cents 
on each dollar. Suppose I were to make 
this investment and everything worked 
out well and the company earned $100.000 
a year and had $53,500 left after paying 
its corporate taxes; and suppose it de- 
clared out to me, as the principal stock- 
holder, a very generous $45,000 of this 
$53,500. I would only be able to keep 
about $4,050 for myself. That’s a return 
on investment of slightly over % of 1%, 
and is $8,450 less a year than I now can 
keep. 

Furthermore, 


for some reason unfore- 


seen in the planning, the business might 
fail, in which case, lose my original 
$500,000. Taking that kind of risk for 
a possibility of that kind of income, 


doesn’t interest me, and it wouldn’t in- 
terest any other sensible man. 








A. S. Koller, personal producer for the 
Mutual Life of New York in Cincinnati, 
was one of MONY’s million dollar pro- 
ducers who attended its big field busi- 
ness conference last week in New York. 
In 1956, his second complete calendar 
year in life insurance, Mr. Koller, age 35, 
qualified for MDRT and he hopes to 
duplicate his performance in 1957. The 
son-in-law of E. H. O’Connor, managing 
director, Insurance Economics Society of 
America, Mr. Koller began his career 
in 1951 with Provident Life & Accident 
as a Group supervisor in Cincinnati. In 
1955, his first full year with MONY he 
paid for $750,000. A graduate of New 
York University, Mr. Koller is now tak- 
ing the CLU course at University of 
Cincinnati. An ensign in World War II, 
he mustered out in 1945 as a lieuten- 
ant j.g. 

* * * 

Joseph Godfrey and William Meyers 
are respectively named managing direc- 
tor and editor of “Success Unlimited,” 
the monthly inspirational publication of 
W. Clement Stone Enterprises of Chi- 
cago. Mr. Godfrey also publishes two 
magazines of his own—“Marine and 
Sporting Goods Salesman’s Guide,” and 
and “Goin’ Fishin’.” Mr. Meyers, who 
succeeds Tracy Taylor, will also edit Na- 
poleon Hill’s newspaper articles and 


serve as public relations counselor for 
the Combined Companies. 











ELLIS H. CLARKSON 


Ellis H. Clarkson, who is a vice pres- 
ident of the National Fire of Hartford 
in charge of production in eastern terri- 
tory, has been elected a director of the 
company. He is a native of Oakland and 
a graduate of Oklahoma University. He 
joined the National as special agent in 
Oklahoma in 1938 after serving in the 
same capacity with another group of 
companies. In 1939 he was transferred 
to the home office as agency superin- 
tendent and was elected assistant secre- 
tary in 1940. After serving with the 
United States Navy as a lieutenant in 
World War II, he returned to the Na- 
tional, was elected secretary in 1946 
and promoted to his present position in 
1952. 


former 
assistant United States manager of the 


Benjamin F. Weaver (left), 


Royal-Globe Insurance Group, is sworn 
in as an Assistant Commissioner of the 
Federal Flood Indemnity Administration 
by Commissioner Frank J. Meistrell. Mr. 
Weaver will be responsible for the ad- 
ministration and execution of indemnity 
operations of the new Federal agency 
which will offer indemnity protection to 
people who are exposed to flood losses 
throughout the United States and its 
territories. A native of Jefferson County, 
Ala., Mr. Weaver started with the 


Southern department of Royal _in 1909, 
becoming assistant manager in 1926. He 
became assistant manager of the Pacific 
Coast department in 1934 and assistant 


in 1944, at the 


United States manager 
New York theadquarters. 











A. F. Lydiard 
DR. FRANK A. WARNER 


Dr. Frank A. Warner, vice president 
and medical director of the John Han- 
cock, has been appointed consulting as- 
sistant in medicine at the Massachusetts 
Eye and Ear Infirmary. He is also an 
assistant in medicine at the Massachu- 
setts General Hospital. Dr. Warner 
joined the Hancock in 1948, was appoint- 
ed associate medical director in 1951, 
medical director in 1954, and was elected 
a vice president in 1956. 


* * * 


Clarence H. Sutphin, Jr., has been 
named group manager of the Buffalo, 
N. Y., office of Fireman’s Fund Insur- 
ance Co. and its affiliates. He succeeds 
Frank H. Forster who will retire later 
this year and continue with The Fund 
during the remainder of the year in an 
advisory capacity. Mr. Sutphin joined 
Fireman’s Fund in 1949, working in 
the claims department of the New York 
metropolitan office. In 1953 he was made 
manager of the group claims depart- 
ment in Buffalo. 

+ * * 


John V. Goepfert has been promoted 
to state agent in the Cleveland, Ohio, 
office of the Security-Connecticut Insur- 
ance Companies. He joined the Security 
Group in 1956 as a special agent travel- 
ing the northeastern section of the state 
outside of Cuyahoga County. Mr. Goep- 
fert began his insurance career in 1947 
with the Loyalty Group in the home 
office, Newark, N. Following adjust- 
ing and field work in New England he 
was assigned to the Loyalty Group’s 
Cleveland office in 1954 as a multiple 


line fieldman. 
* * * 


Donald K. Olsen has been named su- 
perintendent of machine operations bu- 
reau of Equitable Society. Frederick 
Ryerson, Jr., has moved up to superin- 
tendent of the premium bureau. Mr. 
Olsen has been with the Society 25 
years; Mr. Ryerson, 28. 


* * * 


Murray D. Lincoln was reelected pres- 
ident of the boards of directors of the 
three Nationwide insurance companies— 
auto, fire, and life—at their recent an- 
nual meetings. Other officers also were 
retained and all directors whose terms 


expired were reelected for new three- 
year terms. 
* * x 
Douglas J. Anderson of Laurence 


Philipps & Co. Ltd. brokers at Lloyds 
of London, is making another visit to 
the United States. His headquarters 
while here are with Greilsheimer & Son, 


Inc., reinsurance and excess brokers. 
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Hannah B. Witkin Marks 50 Years 
With Schiff, Terhune & Company 


Hannah B. Witkin, executive assistant 
to the chairman of the board of Schiff, 
Terhune & Co., prominent New York 
insurance brokerage house, today com- 
pletes 50 years with the company. She 
was graduated from Washington Irving 
High School in New York and on April 
19, 1907, was employed by the late Simon 
Schiff, founder of Schiff, Terhune & 
Co., as the firm’s first employe. For a 
period of two years, in fact, she was the 
only employe. Now there are around 
150 staff members. 

Mrs. Witkin, or “H.B.,” as she is pop- 
ularly known, has served three gener- 
ations of the Schiff family. Every one of 
the firm’s departments has known her 
influence. She has been office manager, 
had a hand in selecting junior officers, 
devised the record system which has 
been copied by many brokers, supervised 
the accounting work and continues to 
be the dependable consultant to the 
board of directors in all phases of office 
routine. 

Her summer home is at Lake Ma- 
hopac, N. Y. With no children of her 
own, Mrs. Witkin has unofficially adopt- 
ed the staff of Schiff, Terhune & Com- 
pany as her family. 

«= 2e 


Has Golden Anniversary 


Harry W. Johnson, secretary, Thomp- 
son Derr & Brother, Inc., insurance 
general agents, Wilkes- Barre, Pa., will 
complete a full half-century association 
with the company this year. Mr. John- 
son joined the agency in 1907 and is a 
recognized specialist in fire underwriting, 
having concentrated his interest in that 
field for many years, 

The agertcy has recognized Mr. John- 
son’s anniversary by an extensive mail- 
ing of an attractive brochure, contain- 
ing his portrait. 

Thompson Derr & Brother, Inc. will 
recognize another important occasion in 
1958, when it will celebrate the 100th 
anniversary of its founding. F. Ells- 
worth Parkhurst, president of the com- 
pany, is planning suitable events for the 
coming year which will focus the atten- 
tion of the industry to this important 
milestone, including the fact that it is 
the oldest managing general agency in 
the United States. 

ge 


Fine Editorial Writers 


The Wall Street Journal is so out- 
standing as a financial newspaper in its 
news columns that sometimes sight is 
lost of the fact that its editorials are 
also of top caliber. For instance, two 
members of the paper’s editorial staff 
have won Pulitzer prizes for editorials. 
William H. Grimes, editor of The Jour- 
nal, won this prize in 1947 for a series of 
editorials on the moral tone, or lack 
of it, of the American political scene 
at that time. Vermont Royster, senior 
associate editor, won the Pulitzer prize 
in 1953 for the general body of his writ- 
ing for the preceding calendar year. 








Handling a Raw Sugar 
South American Loss 
A substantial loss on raw sugar was 
recently sustained by the underwriters 
at Cali, Colombia, the circumstances be- 
ing rather unusual. 





JAMES T. DARGAN, JR. 


At time of explosion of a truck load 
of dynamite at Cali, in which there was 
great property destruction and 
destruction of life, a large nearby sugar 
warehouse had its roof blown off which 
resulted in igniting all roof timbers. 
The local fire department in extinguish- 
ing the ensuing fire used a considerable 
amount of water as result of which very 
substantial sustained to 
raw Colombian sugar in bags. 

Dargan & Co., Inc., well-known ad- 
justers, were retained and Alex David- 
son, resident manager at Bogota, Co- 
lombia, took over the handling of this 
loss and resulting salvage. 

There being no sugar refinery imme- 
diately available in Colombia, the ad- 
justers decided to endeavor to dry the 
sugar and rebag it. This was done by 
removing the sugar to other warehouses 
and by the introduction of artificial heat. 
Also, arrangement was made with near- 
by sugar mills to dry and rebag the 
sugar, though, as stated, no refinery was 
available. 

After the greater portion of this sugar 
was dried to a certain extent and re- 
bagged efforts were made first to settle 
the loss on a percentage basis and, fail- 
ing to do so, to sell the salvage for 
account of whom it may concern. 

Unforunately, this sugar could not be 
exported to the United States and great 
difficulty was encountered in selling 
it in the international market. J. T. 


some 


damage was 
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Dargan, Jr., of the firm’s New York 
office was finally able to make a sale 
of this sugar through New York sugar 
brokers for export to Holland. 

An interesting feature was the fact 
that the policies involved covered loss 
by fire, whereas the original damage to 
the bui! ding was from explosion though 
unfortunately fire followed and water 
causing all of the physical damage to 
the sugar was used in extinguishing the 
fire so that in the final analysis no 
question could be raised as to liability 
for the loss under the fire policies. 

Another feature is the iact that only 
a limited quantity of sugar is produced 
in Colombia with a comparatively small 
amount exported to Chile. Finding a 
market, therefore, for this salvage was 
very difficult and, as stated, under the 
present quota rules this salvage could 
not be exported into the United States 
If this could have been done, sale of the 
salvage would have been very simple by 
having the sugar refined in United 
States refineries and sold in the United 
States market. 

Unfortunately, there was a slight loss 
sustained in pol: arization as a result of 
excessive moisture and delay encoun- 
tered in handling and in shipment to 
Holland. Under the circumstances, how- 
ever, the underwriters felt that very sat- 
isfactory results were accomplished in 
the handling and sale of this salvage. 

* * * 


Brokers Have Most Colorful Back- 
grounds in Insurance 

Most executives in the insurance field 
are career men who have spent their en- 
tire working lives in insurance. Many 
have had service, sometimes of a bril- 
liant nature, in the armed forces, and in 
the smaller communities they are active 
in about every type of worthwhile civic 
effort, but they have not been arctic ex- 
plorers, African jungle visitants, flight 
record holders as balloon travelers, prize 
fighters, professional baseball players, 
movie actors or electronic machine in- 
ventors. 

An entirely different situation prevails 
in the case of insurance brokers. In that 
field are found the men with the most 
colorful background. Chances are that 
when a man of 35 or over decides to 
become an insurance salesman he may 
do so because, in addition to a flair for 
salesmanship, he has an unusually large 
acquaintance based on an _ interesting 
background from ages of 21 to 35. He 
senses that no other field is so easy 
to enter or presents a larger number of 
prosvects within his reach. 

When Christy Mathewson, super-pop- 
ular pitcher of the New York Giants, 
began to sell insurance in the winter 
and early spring, his arrival at a busi- 
ness office proved a sensational event. 


All business stopped as the executives 
and employes stampeded together around 
him. They almost clamored to buy in- 
surance so they could boast they had 
bought a policy from Christy. 

When “Cupie” Black, now famous 
New York insurance broker with some 
of the most important business outfits 
in industry as clients, left Yale where 
he was a great football star, he found 
nearly everyone anxious to be one of 
his clients 

No football player in the West had 
larger following than “Red” Grange, the 
great football ground gainer of Univer- 
sity of Illinois. He went with the Trav- 
elers in Chicago where he considerably 
enlarged the clientele of the company 
there. 

“Red, do you know anyone in the 
ABC plant on the West Side? >” he would 
be asked by an associate. “Sure, I know 
Tom Gaius” Red would reply. “All 
right, go out and see him and sell some 
policy, even for as low as $25 premium 
That will give us entry into the plant for 
other representatives.” 

Lew Cotlow, as famous as any living 
explorer and the only man who has 
photographed a living gorilla in the 
African forests, finds it easy to write 
a substantial amount of insurance every 
year although he sometimes spends 
months away from New York. 

In the smaller towns the man who has 
been president of Kiwanis, who is the 
leader of the community, who is the prin- 
cipal fund raiser for charities, finds 
it easy to sell insurance. It is only 
necessary, however, to read the obitu- 
aries of brokers as published in the New 
York Times to learn what colorful 
background many of these brokers have 
had before entering insurance 

An_ obituary published by the New 
York Times on Friday of last week giv- 
ing the career of Joseph F. Cox, 8&2, of 
Brooklyn, who retired from the insur- 
ance field a few years ago, is an illustra- 
tion. Although there were no sensational 
or unusually colorful facets in his career 
it demonstrated that he had a great 
variety of activities which with an un- 
usually wide acquaintance made it easy 
for him to dig up insurance prospects 
The New York Times’ obituary story 
follows: ; 

“Mr. Cox was known in 
where he had lived almost : 
one of the borough’s automobile pio- 
neers. He was active for many years in 
civic and patriotic work there 

“The son of coach builder. Mr. Cox 
served in the Spanish-American War 
and became interested thereafter in 
automobiles. He was reputed to have 
been one of the first persons to drive 
a car from Brooklyn Borough Hall to 
Jamaica, Queens, and once set a speed 


Brooklyn, 
ill his life, as 
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MPIRO, Interbureau 
Merger Is Approved 


EFFECTIVE DATE IS MAY 1 
Multi-Peril Insurance Conference Will 
Aim to Develop Best Single Form 
of Multiple Line Policy 


The Interbureau Insurance Advisory 
Group and the Multiple Peril Insurance 
Rating Organization, both of New York 
City, announce approval of the pro- 
posal to merge the two organizations 
into a single advisory organization called 
the Multi-Peril Insurance Conference. 
This approval was expected as the 
merger has been under consideration for 
several months. The new conference will 
become operative May 1, assuming nec- 
essary details can be worked out by that 
date. 

This merger move is described as the 
natural outgrowth of the fact that both 
organizations are performing — similar 
functions for their member companies 
in providing multiple line coverages, 
essentially for dwelling risks. A con- 
solidation is believed to be in the 
public interest and should lead to greater 
efficiency and service for member com- 
panies. 


Perlet to Be General Manager 


H. F. Perlet is slated to become gen- 
eral manager of the MIC. He now 
serves in that capacity for IIAG. Roy 
C. McCullough, who was general man- 
ager of MPIRO since its formation until 
a month ago, resigned that post to join 
the Kemper Group in New Jersey. It is 
intended that the new organization, 
MIC, will choose a new executive com- 
mittee elected by the combined member- 
ship. New headquarters are also likely 
as neither the present Interbureau or 
MPIRO officers are large enough for the 
integrated activities. 

The Multi-Peril Insurance Conference 
will assume jurisdiction over the main 
types of presently known multiple line 
policies—including the three Homeown- 
ers Forms, the Comprehensive Dwelling 
Form and the Manufacturers Output— 
and these will be continued in essenti- 
ally their present form for the time 
being. One of the principal objectives 
of the new organization will be to de- 
velop the best single form of multiple 
line policy for the dwelling and manu- 
facturing classes. 

The essential difference 
MPIRO and IJAG is that the former 
issues Homeowners policies with pre- 
miums established on an indivisible basis 
whereas. the latter's Comprehensive 
Dwelling Policy rates are based on add- 
ing the fire, extended covers and other 
risks and then granting a rate reduction 
based on economies achieved in multiple 
line operations. However, in the last 
year or so company executives who 
earlier had taken firm positions either 
in favor of or opposed to indivisible pre- 
miums have moderated their views. As 
a consequence this merger has become 
possible and multiple line underwriting 
problems and proposals will be ap- 
proached by almost a solid front in stock 
company ranks. The Homeowners poli- 
cies, which preceded the Comprehensive 


between 


age have achieved broad popularity 
in the last two or three years. The 
Comprehens sive Dwelling Policy is now 


also attaining full acceptance, following 
some broadening revisions made about a 
year ago. 

Mr. Perlet, who will be approved as 
general manager of MIC, is widely and 
favorably known in the insurance indus- 
try. A native of Chicago, where he was 
born April 30, 1916, he was educated at 
the Illinois Institute of Technology and 
the John Marshall Law School. He is a 
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Conway Studio 


HARRY F. PERLET 
member of several bar associations. 
From 1938 to 1942 he served with the 


Ohio Inspection Bureau and during the 
war was with the Army-Navy Explo- 
sive Safety Board. 

For two years Mr. Perlet was with 
the Western Actuarial Bureau and in 
1947 became chief of the rating section 


of the Ohio Division of Insurance. Next 
came two years as assistant manager, 
Insurance Department, United States 


Chamber of Commerce in Washington. 
Following this he was associate general 
counsel for the Factory Mutual Insur- 
ance Companies. In 1951 he went with 
the National Insurance Service and Ad- 
visory Organization which developed into 
the Interbureau§ Insurance Advisory 
Group. 


GAB SPACE AT 123 WILLIAM ST. 


Adjustment Bureau Takes Two Floors 
in New Building, With Two Floors 
Also in Connecting 55 John Street 
General Adjustment Bureau will estab- 
lish its national headquarters in the new 
26-story fully air-conditioned office build- 
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NAIC Hearing May 10 
On Installment Sales 


N. Y. SUPT. HOLZ TO PRESIDE 


Public Session at N. Y. County Lawyers’ 
Association to Consider Ways to 
Correct Malpractices 


A public meeting of the National 
Association of Insurance Commissioners’ 
subcommittee on installment sales and 
loans will take place Friday, May 10, 
Superintendent of Insurance  Leffert 
Holz announces. The meeting, to - be 
held in the auditorium of the New York 
County Lawyers’ Association, 14 Vesey 
Street, New York, at 10 a.m., will con- 
sider various proposals to correct mal- 
practices revealed by recent investiga- 
tions of insurance sold in conjunction 
with time-buying and small consumer 
loan transactions. 

A closed session of the subcommittee 
will take place on May 9 at which time 
preparations for the public meeting will 
be made. 

As chairman of the subcommittee, Mr. 
Holz expresses the hope that “industry 
representatives and other persons inter- 
ested in or concerned with insurance on 
credit transactions will take this oppor- 
tunity to participate fully in developing 
appropriate remedial measures.” 

Other members of the subcommittee 
include Commissioners J. Edwin Larson, 
Florida; Frank Sullivan, Kansas; Harry 
Smith, Delaware, and Paul Rogan, Wis- 
consin. 





ing under way at 123 William Street, 
New York City. The bureau has taken 

5,000 square feet in the structure, it is 
announced by Ivor B. Clark and Erwin 
S. Wolfson, principals of the’ Clarson 
Co., owner-builders. 

The long term leasing agreement in- 
volves the entire 14th and 15th floors in 
the new 123 William Street structure, 
similar connecting floor areas in the 
adjoining building at 55 John Street, also 
owned by the Clark-Wolfson interests, 
and additional space in the basements of 
both buildings for storage of records and 
supplies. The two-floor area in the John 
Street building is to be completely mod- 
ernized, air-conditioned and integrated 
with the 123 William Street space. 

The lease, containing options for addi- 
tional space and options for renewals, 
was negotiated by Raymond E. Ryan, 
broker. Attorneys in the transaction were 
Milton Ignatius for the tenant and Har- 


old Schwarzberg of Skutch & Burton 
for the owning interests. Approximately 
93% of the 400,000 square feet of space 


already has been leased in the 123 Wil- 
liam Street structure which is scheduled 
for completion this fall. 
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Orr Elected President 
Caledonian-American 


OTHER OFFICERS ARE NAMED 


Company Now Member of the Peerless 
Group; New Directors and Committee 
Members Are Announced 


Dudley W. Orr, president of the Peer- 
less Insurance Co. of Keene, N. H., has 
been elected president also of the Cale- 
donian-American Insurance Co. of New 
York, which company was purchased by 
the Peerless in 1956. Vice presidents are 





DUDLEY W. ORR 


George L. Armstrong, who served here- 
tofore as president of the Caledonian- 


American; B. Cramton Carrick, vice 
president of Peerless; Raymond T. 
Sweeney, who has been United States 
manager of the Caledonian of Edin- 


John O. Talbot and Montague H. 
Zink, both of whom are executives of 
the Peerless. Ernest E. Newcombe is 
secretary-comptroller, and James M. 
Kay, treasurer. 

Elected to the board of directors are 
Messrs. Orr, Armstrong, Carrick, New- 
combe, Sweeney, Talbot and Zink. Other 
members are Chauncey L. Waddell and 
Knight Wooley. Committee appointments 
for Caledonian-American are: executive, 
Messrs. Orr, Armstrong, Carrick, New- 
combe and T albot; finance, Messrs. Orr, 
Waddell and Zink. 

In addition to the purchase of Cale- 
donian-American capital stock, Peerless 
Insurance assumed all the United States 
business except ocean marine of the 
Caledonian of Edinburgh, Scotland, and 
the Netherlands Insurance + Co., The 
Hague, Netherlands. The latter company 
is now associated with the Peerless as 
a member of the Peerless Group. 


burgh; 


American Mutual Alliance 
Reports on 1956 Results 


Fire insurance companies members of 
the Americ in Mutual Insurance Alliance 
wrote $366,340,765 in premiums in 1956, 
an increase of 11.9% over 1955, that 
association reports. Business written by 
these 74 companies is about 45% of that 
written by the 2,309 mutual property 
insurers of the nation; most others are 
small organizations specializing in the 
writing of farm coverage in limited geo- 
graphic areas. 

For the Alliance group of companies 
the ratio of losses and loss adjustment 
expense incurred to premiums earned 
was 49.9% in 1956 as compared with 
46.1% in 1955. Ratio of underwriting 
expense incurred to premiums earned 
was 37.2% in 1956 as compared with 
37.1% in 1955. Admitted assets increased 
6.5% to $703,240, 469, and surplus to pol- 
icyholders increased 1.5% to $280,342,819. 
py losses paid increased 21.1% to $151,- 
a, 
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Stott Holds Future Secure For 
Able Agents Who Render Service 


John C. Stott of Norwich, N. Y., a big 
agent in a relatively small community, 
firmly believes that high quality insur- 
ance agency and company service will 
prevail, with the public, against low cost 
coverage, where service is sacrificed. He 
has proved this with his own agency, 
and holds that qualified agents elsewhere 
do not face as serious competition as 
they fear, providing they act to earn 
their commissions. : y 

Mr. Stott, who is a past president of 
the National Association of Insurance 
Agents and also of the New York State 
Association, expressed his confidence in 
the future of the American Agency 
System when he spoke before a large 
meeting of insurance producers and com- 
pany men on April 16 in Rochester, 
N. ¥. This gathering was sponsored by 
the Insurance Agents Association of 
Monroe County, Inc. 

“The test of our American Agency 
System over the years will be whether 
we as agents so conduct and service our 
business that when we speak we truly 
speak for and in behalf of the insurance 
paying public of this country and we 
become universally recognized as their 
representatives,” he stated. 


Must Demonstrate Efficiency 


“We must accept the leadership and 
the responsibility for telling the insur- 
ance paying public what we are, who 
we are and why the service we render 
is vital, not only to our individual 
assureds but to our national economy,” 
Mr. Stott said. “If we are to preserve 
our system of agencies, we must first 
clearly demonstrate through efficient 
operation and unselfish service to the 
public that the American Agency System 
can do a much more outstanding insur- 
ance job than can any direct writer or 
captive agent.” 

Mr. Stott commended four prominent 
Rochester agents “who have given so 
much and taken so little in return for 
their service to the American Agency 
System.” He cited Follett L. Greeno, 
Robert Consler, Roy A. Duffus and Louis 
Hawes, veteran secretary of the Ro- 
chester Board, which has expanded to 
become the Monroe County Association. 


Many Forms Not Clear 


3esides stating what agents should do 
to maintain the agency system Mr. Stott 
observed what he thinks companies may 
do to assist. . 

“The competitive nature of our busi- 
ness has in the last few years apparently 
made it necessary to create many new 
and involved forms, especially in the 
fire and allied lines part of our business,” 
he said. “We have the Homeowners, the 
Comprehensive policy, the broad form. 
As all of these forms came through, | 
tried to read and analyze them, believ- 
ing that I was an agent of average in- 
telligence. After studying them for a 
considerable period of time, I came to 
the conclusion that I had lost my ability 
to correctly interpret these new forms. 

“T became quite discouraged until one 
day when I was sitting at a luncheon 
with two executives of two of the largest 
insurance groups in this country. They 
entered into a discussion of coverage 
under some of the new forms. The analy- 
sis made by each one of these execu- 
tives was directly opposite to that of 
the other as to whether a certain loss 
was covered under one of our new forms. 

“T could not refrain from asking these 
two if they, as presidents of their re- 
spective insurance companies, did not 
know whether a loss was covered, ‘how 
they expected the average agent to prop- 
erly interpret the contract to his as- 
sured, 

“Frankly, after this conversation I be- 
gan to feel relieved and realized that 
the competitive situation in our industry 
had brought forms for us to use that 
were not clear, I presume, to the men 
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who drew them,” observed Mr. Stott. 

“Tt is my judgment that the agents of 
this country, and I know of no better 
place to start than in Rochester, should 
in no uncertain terms ask our companies 
to simplify the insurance forms that are 
being used at the present time. 

“We should ask our companies to print 
them in readable and understandable 
language and not continue to give people 
something in the big print and take it 
away from them in the small print. This 
is an obligation that we as agents have 
to the insuring public of this country. 


Direct Writer Peak Seen Past 


“It is my honest opinion that the cycle 
of the direct writer and the cut-rater 
during 1956 reached its highest point and 
from that point on it will level off and 
gradually decline. This is true for sev- 
eral reasons: first, the agents of this 
country have again become active. The 
agents are servicing their business. They 
are earning the commissions they re- 
ceive. They realize that for nearly a 
quarter of a century business, perhaps, 
has been too easy for them, and under 
the competitive situation that has existed 
they realized they must go to work. 

“Then again it is my firm belief from 
studying loss ratios and talking with 
executives who are attached to direct 
writing companies that they now realize 
that the deviation in rates is producing 
abnormally high loss ratios, especially 
in the automobile insurance field,” Mr. 
Stott declared. 

“T thoroughly ‘believe that it is not 
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Recoenizine the importance of our local 
agents in providing "service that counts” in their 
communities, the Royal Exchange Group main- 
tains excellent facilities and renders outstanding 
co-operation to assist them. 
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PROVIDENT FIRE INSURANCE COMPANY Marine, Casualty NGU, 
THE STATE ASSURANCE COMPANY, LTD. Fidelity & Surety 
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CAR AND GENERAL INSURANCE CORP., LTD. 


© Founded 237 years ago, the Royal 
Exchange was one of the foremost 
pioneers in establishing insurance 
as a business. 
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necessary for us, the agents of this coun- 
try, to individually criticize any of our 
assureds or the company in which they 
place their business. I think it is poor 
salesmanship. We have enough to sell 
and I believe you can demonstrate to 
the insuring public of Monroe County 
that you are best qualified to render 
intelligent service. 
Financial Stability 


“It is becoming more fitmly estab- 
lished as each day goes by that the in- 
suring public, to a greater extent than 
ever before, is inquiring into the finan- 
cial stability of the insurance companies 
in which they have placed their insur- 
ance, perhaps through your office,” Mr. 
Stott pointed out. 

“This may well be a warning to all 
agents to sell quality and not price. Now 
and then we have some agents who seem 
to take the line of least resistance and 
meet price with price. When this is 
done, may I ask you where the stopping 
point can be? 

“As for my own agency, which is 
a stock company agency, I prefer to sell 
only quality insurance and render qual- 
ity service. I have always maintained 
that if I sold stock insurance and cut- 
rate insurance I would be in competi- 
tion with myself. Personally, I have 
enough competition without competing 
with myself. 

“T believe that I am leaving to my 
family a much greater heritage when 
I leave them a stock company agency 
instead of a cut-rate or a mixed agency. 
I believe further that more and more 
agents throughout the country are realiz- 
ing this situation and are gearing their 


Intermediaries 





99 John Street, New York 38, N.Y. 
WOrth 4-1981 





own offices to selling up to quality and 
not down to price. 

“One of the facts of our business has 
been handled perhaps a little too care- 
lessly in the past. I speak of loss serv- 
ice. When the telephone rings and the 
loss is reported, be it large or small, I 
wonder if you say that you will report 
it to the company and an adjuster will 
see them. 

“Service when loss occurs is one of 
the things that you have been paid for 
in your commission structure and one 
of the things that your public expects 
you to take care of. After all, you took 
their money for an insurance policy. 
They have trouble. It is you they want 
to see first, not the adjuster. You sold 
the policy. 


Deliver Renewal Policies 


“T wonder how may agents here are de- 
livering their policies and how many are 
mailing them out. I know many of you 
are delivering renewals. May I suggest 
if you are not delivering renewals that 
you initiate this service in your office. I 
can think of no easier way for an agent 
to lose renewal business than to mail 
policies to an assured. 

“I can easily comprehend the state of 
mind of an assured who has received 
perhaps three 3-year renewal policies 
written by you at standard rates and 
has had no contact with you since he 
has suffered no losses. When he refuses 
a renewal and mails it back to your 
office, it is too late for you to do any- 
thing about it. 

“It is quite likely that some evening 
a cut-rater stopped at his house and 
asked for his insurance and the cut- 
rater said ‘We sell cheaper insurance 
than the agency with whom you have 
been insured.’ This policyholder might 
have said, ‘I haven’t seen my agent for 
nine years now and I guess you might 
just as well write my insurance.’ 

“I know many agents here today have 
been surprised at the additional insur- 
ance that delivering policies produces 
and the changes that have been made 
since the last policy was written. 

“We and the general public of this 
country take insurance policies too much 
for granted. We are executing contracts 
every day. The average assured through- 
out this country receives a policy and 
throws it in his desk drawer and does 
not look at it again except to pay the 
premium, unless a loss comes along. 

“What a shock many have suffered 
over the years when they have found 
out that they did not have the type of 
insurance wanted. They had made a 
contract which said they must do certain 
things which they had failed to do and 
they therefore found themselves unable 
to collect under the policy. 
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Fire Companies Show Sharp Drop 
In Underwriting Profit Ratio 


Underwriting results for 420 stock fire 
insurance companies fell from a small 
profit in 1955 to a moderate loss in 1956, 
according to figures released in “The 
Spectator’s” ” a Chil- 
ton publication. The “profit” ratio 


annual “Fire Index, 


dropped 6.9 percentage points from a 
profit of 2.3% in 1955 to an underwriting 
loss of 4.6% last year. 

In dollars, this shift means a drop of 
over $200 million. The statutory under- 
writing profit for these stock fire com- 
panies was $80,109,020 for 1955 while 
the loss in 1956 was $166,929,761. How- 
ever, assets for the stock companies 
were able to rise slightly in 1956 to 
$10,076,680,640, up about $40 million from 
1955. 

The 1956 drop climaxed a 16.9 point de- 
cline in eight years for the underwriting 
profit ratio for the stock fire companies. 
In 1949, this profit ratio stood at 12.3% 
in 1950 at 5.4%, in 1951 at 3.3%, in 1952 
at 54%, in 1953 at 4.7%, and in 1954 
at 3.6%. 

Mutuals and Reciprocals 


Similar drops in underwriting profits 
occurred for other fire insurers. The 226 
mutual companies in “The Spectator’s 
Fire Index” showed an_ underwriting 
profit of 9.7% in 1956, compared with 
15.2% in 1955. The 26 reciprocal organi- 
zations had a decline in underwriting 
profits from 16.1% in 1955 to 11.7% last 
year. 

Heavy loss payments in several insur- 
ance lines accounted for most of the 
underwriting loss shown by stock fire 
companies. Their ratio of incurred losses 
to earned premiums rose from 55.8% in 
1955 to 62.2% last year. The shift shown 
in the stock companies’ ratio of incurred 
expenses to earned premiums increased 
from 41.9% in 1955 to 42% in 1956. 

For the other fire insurance groups, 
the incurred losses to earned premiums 
ratio rose for the mutual companies 
from 49.4% in 1955 to 54.9% last year 
and for reciprocal organizations from 
47.7% in 1955 to 52.3% in 1956. For 
both these non-stock groups, however, 
the ratios of incurred expenses to earned 
premiums remained practically constant 
over the two years. 

For the mutual companies the increase 
in assets during 1956 was about $75 
million to $1,212,727,683. The reciprocal 
organizations had assets at year-end of 
$96,925,083. 

Net Premiums Rise 


The underwriting income—net premium 
written—for these fire insurance groups 
all showed healthy increases last year. 
For the stock companies, the written 
premium figure went up from $3,720,- 
915,904 in 1955 to $3,787,236,515 last year. 
For the mutual companies the rise in 
premiums was about $3 million to $43,- 
406,954. 

For the mutual companies the un- 
earned premium reserve went up about 
$35 million to $466,251,515 last year, 
surplus to policyholders up $10 million 
to $535,435,289, and premiums earned up 
$60 million to $582,916,737. The recipro- 
cal organizations have unearned premium 
reserve practically unchanged to $29,- 
747,969, surplus to policyholders up only 
slightly to $44,842,917, and earned premi- 
ums up $2 million to $42,529,370. 


Fire Loss Ratio Up, E. C. Down 


Effect of the record fire losses in 1956 
made the stock companies’ loss ratio in 
this line rise from 45.8% in 1955 to 52.2% 
last year. Losses paid went up sok: 
$45 million to $596,646,923 while stock 
fire premiums declined about $60 million 
to $1,142,921,118. In extended coverage 
the loss ratio dropped from 60.7% in 


1955 to 51.3% last year. Here the premi- 
um volume for 1956 was down less than 
$3 million to $424,884,057 while losses 
dropped $40 million to $218,093,281. 
Auto insurance lines continued to play 
an important part in the writings of the 
stock fire companies, “The Spectator’s” 
1956 figures indicate. Auto liability (B.1.) 


premiums were up about $80 million to 
$279,870,168 ; auto liability (P.D.) up $30 
million to $136,353,507, and auto physical 
damage premiums down $160 million at 
$774,124,234. Loss ratios for the stock 
fire companies in these lines were: auto 
liability (B.I.) 37.2% (from 42.2% in 
1955), auto liability (P.D.) 46.2% (from 
44.0% in 1955), and auto physical dam- 
age 60.2% (from 43.4% in 1955). 

For ocean marine the loss ratio rose 
from 55.3% in 1955 to 60.1% in’ 1956, 
with premiums written rising less than 
$10 million to $156,119,204, while losses 
paid rose more than $12 million to 
$93,775,072. 








ORGANIZED 1895 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 


Pennsylvania Lumbermens 
Mutual Insurance Company 


PHILADELPHIA 7, PA. 


62nd ANNUAL STATEMENT — JANUARY 1, 1957 


As reported to Insurance Department, Commonwealth of Pennsylvania 


(Figures as of December 31, 1956) 


ASSETS 





Cash anaanks and AGG oii ois ooo nck udinsslonasandes $ 1,297,909.41 
United States Government Bonds. ...............cecee0- 6,673,635.97 
Canadian Government Bonds... .:. 5 oo 0ci ec cccsccsseccs 133,000.00 
Canadian Papvince Ons 2c. . ...4460 5. cceknacewsuntancce 41,093.54 
State mand Mimicinal Bonds ..os6ces eC G a ees 3,698,983.60 
PLUG IAS on scr ho woke Sao eee tite om uRUS ees 19,255.31 
Public Utility Bonds....... I et eats ae 667,868.68 
(SETMSONAN 5G iS AT anc tweed ae es lene Roos 725,688.61 
LCE 6 Fe aad ee pees iret Pe et ating Ay tiny Sylar nee IAT EUS 1,655,974.15 
First Mortgage Loans on Real Estate................... 175,975.77 
ea ERA ge hc 5 1 aS Re ee ee ia oe eS ; 100,465.00 
Premiums Due, Not More Than Three Months.......... “ 828,184.66 
Reinsurance Recoverable on Paid Losses............. ee 344,883.16 
inthis PADDING oc. cosa eis ee ees suet eS aes Pate 84,716.54 
PUL OTINCT MAGNONS S oss Sic a oe a os Oa hea hob won 79,590.66 
Total Admitted Assets.......... _ $16,527,225.06 
LIABILITIES 
Reserve for Unreported Losses and those in 
PEUCERG KOT PAMCIBTENIONE Soo 2S ese 68506 oso os $ 1,234,843.34 
Reserve for Taxes, Contingent Commissions 
OF ORMET CHAMRES UE OF ACCTUER oo. 5 on co sobs sino e010 1,020,914.81 
Unearned Premiums on policies in force................. 6,973,665.42 
Total Liabilities......... seeccs S929 LST 
Guaranty Fund........$ 500,000.00 
Net Surplus........... 6,797,801.49 
Surplus to Policyholders....... peek eee PS ek ori $ 7,297,801 .49 
$16,527,225.06 
Securities carried at $578,439.21 in the above tid ah 
statement are deposited as required by law. 
Dividends Paid to Policyholders Since Organization....... $23,881,978.89 
Losses Paid Since (reanization « 66.6... «6 bes os Scenes 41,427,064.06 


FRED H. LUDWIG 
President 


JOHN J. FORD 
Exec. Vice Pres. & Secretary 


ROBERT PLATZER 
Vice Pres. & Treasurer 


NON-ASSESSABLE—DIVIDEND PAYING 


PLM insures—in addition to Preferred Lumber and Woodworkers—all classes of 
desirable risks: Churches, Schools, Banks, Office Buildings, Mercantile 
Establishments, Dwellings, Automobiles 


Branch Offices in New York, Los Angeles, Charlotte, N.C. 





RATIFY ABSORPTION PLAN 





Mutual Fire of Washington Will be 

Absorbed May 1 into Pennsylvania 

Lumbermens Mutual of Phila. 

Absorption of the 102-year old Mutual 
Fire Insurance Company of the District 
of Columbia by the Pennsylvania Lum- 
bermens Mutual of Philadelphia was 
ratified by Mutual Fire policyholders at 
their annual meeting. Announcement of 
the policyholders’ action was made by 
Charles M. Boteler, president of the 
Mutual Fire. Effective date of the ab- 
sorption will be May 1. 

Net surplus of the Mutual Fire in 
excess of absorption costs will be dis- 
tributed by PLM on a pro rata basis 
to present policyholders of the absorbed 
company. William C. Noell, executive 
vice president of Mutual Fire, has made 
arrangements with agents of the com- 
pany to handle the distribution. 

Mutual Fire policies will not be can- 
celled. Pennsylvania Lumbermens Mu- 
tual will assume all of the Mutual Fire 
obligations on May 1 

Pennsylvania Lumbermens Mutual is 
a 62-year old insurance company licensed 
to write a multiple line business. PLM’s 
current rates of dividends to policy- 
holders range from 10 to 20%. It has 
assets of more than $17 million. 


Hannah Personnel and 


Office Mgr. for Hartford 


Promotion of Robert C. Hannah to 
personnel and office manager for the 
Hartford area for the Hartford Fire 
Group is announced. Secretary J. Stew- 
art Johnston will retain general super- 
vision of all personnel activities. Mr. 
Johnston will, however, be relieved of 
specific responsibilities for Hartford, in 
order to devote more time to all com- 
panies of the group throughout the 
country. 

Mr. Hannah, a native of Wellesley, 
Mass., joined the Hartford Fire’s home 
office staff in January, 1951, after being 
associated with a Boston insurance agen- 
cy. He was appointed special agent for 
Rhode Island in January, 1952, where he 
served until February 1955, when he 
returned to Hartford in’ the office man- 
ager’s department. Mr. Hannah has cur- 
rently served as office manager. 


Waugh Executive Assistant 
To Ohio Superintendent 


Arthur I. Vorys, Ohio Superintendent 
of Insurance, announces promotion ot 
Glenn Waugh, formerly chief examiner 
of insurance, to executive assistant to 
the superintendent. In this position, Mr. 
Waugh will have supervision of the 
company examination and rating work 
of the Division of Insurance. A career 
insurance regulatory official, he served 
as an insurance examiner from 1939 until 
his promotion in 1948 to chief examiner. 
Mr. Vorys also announced the promotion 
of L. Hayden Jones of Westerville, 
Ohio, to chief examiner, Mr. Jones has 
eight years’ experience as an insurance 
examiner in the Division of Insurance. 
Mr. Waugh has been active in work of 
the National Association of Insurance 
Commissioners. 


Lee Heads Texas Assn. 


Tom B. Lee, assistant U. S. manager 
of the Commercial Union group and 
former Texas fieldman, was advanced to 
chairman of the Texas Insurance Ad- 
visory Association at its annual meeting 
in San Antonio last week to succeed 
Gordon S. Yeargan, president of Trinity 
Universal of Dallas. 

Other new officers are: vice chairman, 
August R. Buchel, vice president, Gulf 
of Dallas; secretary, Ben Lee Boynton, 
vice president of the Firemen’s of New- 
ark group in charge of its southwestern 
department, and treasurer, J. A. Carruth, 
vice president, Home of New York. Nor- 
ris W. Parker is full-time manager of 
the association. 
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McFarland Resigns as 
American Vice President 


KIETZMAN IS NAMED MANAGER 





President of American Group Announces 
Change in Western Dept.; Wilson 
Also Goes to Rockford 





John G. McFarland, of American In- 
surance Co. has resigned as vice presi- 
dent at the company’s Western depart- 
ment in Rockford, Ill. In making the an- 
nouncement, President Robert Z. Alex- 
ander stated that Mr. McFarland’s resig- 
nation was accepted with regret, and paid 
tribute to his long and devoted service 
to the organization. 

Mr. Alexander also outlined plans for 
supervision of the Rockford office. Leo 
E. Kietzman, with the company for 34 
years, assumed the duties of manager on 
April 15. Associated with him is David 
H. Wilson. Mr. Kietzman’s permanent 
assignment is head of fire production 
countrywide in the operations depart- 
ment at the head office of the company 
in Newark to which he will return after 
his temporary tenure as manager at 
Rockford. Mr. Wilson, who heads cas- 
ualty production countrywide, will like- 
wise reassume these permanent duties. 

Casualty business formerly reported to 
the Rockford office is now being pro- 
cessed through branch offices of the 
American, and, effective May 6, fire busi- 
ness will similarly be reported and pro- 
cessed. The branches which are sup- 
planting the Western department in 
providing service to American producers 
are the following: Chicago, Minneapolis, 
Milwaukee, St. Louis, Des Moines, In- 
dianapolis, Detroit, Kansas City. 


Five Officers Promoted 
By Corroon & Reynolds 


At the annual directors’ meetings of 
the Corroon & Reynolds Companies, the 
American Equitable Assurance, New 
York Fire Insurance Company, Globe & 
Republic and Merchants and Manufac- 
turers, the following changes were made 
in the official staff 

Stanley E. Outhouse has been ad- 
vanced from assistant secretary to sec- 
retary, and John Flynn, Elmer Jacquin 
and Emanuel Libutti were appointed as- 
sistant secretaries. 

Joseph F. Cohan, manager of the 
Pittsburgh office, has been appointed 
secretary. He replaces Edward A. Flick- 
ner, who retired. 


AIU Opens 15th Office 
In U. S. at Tulsa, Okla. 


International Underwriters, 
foreign managers for 13 leading fire- 
casualty companies, has opened its fif- 
teenth office in the United States. The 
new branch, established to bring the in- 
ternational facilities of AIU closer to 
insurance agents and policyholders in 
Oklahoma, is in ‘the Mid-Continent 
3uilding, Tulsa. Michael J. Twomey has 
been named manager of the new office. 

Mr. Twomey has been engaged in the 
international insurance business nearly 
10 years, with experience in AIU offices 
overseas as well as in New York and 
Dallas. A native of New York City, he 
was graduated first in his class at La 
Salle Academy, Long Island, in 1943. He 
received the Bachelor of Arts degree, 
with honors in economics, from Queens 
College, New York, in 1948. Having com- 
pleted one year of pre-law studies at 
Southern Methodist University, he plans 
to continue law school in Oklahoma. 


American 


OHIO FIELD CHANGES 


Two changes are announced by Ohic 
Farmers Companies in the Ohio field. 
Peter P. Grebus, special agent, who has 
been operating from the Columbus office, 
has been transferred to Cincinnati. Jess 
C. Custis is named _ special agent in 
southeast Ohio with headquarters in Co- 
lumbus. 





THIS MODERN 
HOMEOWNER 


which half 
of 
your home 
is 
insured ? 


in the drive to =| 
Yi. 


YOURHOME Sm. 





ISIT INSURED 





yaee 10 FULL VALUE? 


“insure to full val 


Homeowners coast to coast are being told of the need to bring their insurance 
in line with the increased present value of their homes. The National Board 





of Fire Underwriters is giving the insure-to-full-value theme a big push on 
TV and radio. A trend to bigger policies and premiums is shaping Up... 
How much of the new business being generated will you secure? 


It depends on how well you tie in! Already you have the names of many 
homeowners who are under-insured today —right in your expiration files. But 
you must keep telling these prospects that you're alert to their needs, and pre- 
pared to serve them with the finest insurance protection that money can buy. 


The Home Insurance Company gives you the selling aids you need—brand 
new material that forcefully states the case for increased protection. Window 
posters, mailers, counter leaflets, newspaper mats, radio commercials are 
yours for the asking from your Home field man. 


Ask him for them today—and put them to work right away. 


THE 


ORGANIZED 1853 


HOME 


Gusurance Company 


Home Office: 59 Maiden Lane, ceased York 8, N. Y. 
FIRE e« AUTOMOBILE « MARINE 
The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 





A stock company represented by over 40,000 independent local agents and brokers 








Would Combine Fire and 
Casualty Adjusting 


THOMAS SPEAKS IN CHICAGO 





Sees Combined Adjusting Procedures as 
Economy Measure for Large Cos. 
Doing Multiple Line Insurance 





The advent several years ago of pack- 
age policies offering single-contract in- 
surance protection against several types 
of risk for homeowners and businessmen 
has spotlighted what could be an ex- 
pensive “mythical iron curtain” between 
fire and casualty claim adjusters, Paul I. 
Thomas said last week in Chicago. Mr. 
Thomas, fire insurance adjustment man- 
ager for the Kemper Insurance compa- 
nies, spoke at the annual spring meeting 
of the greater Chicago chapter of the 
Insurance Accounting and Statistical As- 
sociation at the Congress Hotel. 

“Multiple line insurance underwriting 
made it possible for fire companies to 
write casualty insurance while casualty 
companies added fire coverages to their 
lines,” Mr| Thomas said. “If we accept 
the reactions of some, that casualty ad- 
justers cannot settle fire losses, and vice 
versa,’ Mr. Thomas declared, “some 
policyholders may need assistance from 
two different claim men. This is an in- 
convenience and delay to the policy- 
holder and obviously would increase loss 
settlement expenses which ultimately 
must be reflected in increased rates. 

“With loss costs already soaring due 
to inflationary influence on jury verdicts 
and repair costs, economies must be eff- 
fected in claim settlement expenses,” Mr. 
Thomas added. 

He said that one solution to the com- 
pany problem—a very obvious one for 
casualty companies that have been writ- 
ing a sufficiently large volume to em- 
ploy salaried staff adjusters— has been 
to turn the fire losses over to their own 
men to handle. 

This departure, Mr. Thomas said, has 
resulted in “some rather explosive re- 
actions in the adjusting fraternity,” par- 
ticularly in the fire adjusting field, where 
it has long been a tradition that only 
fire adjusters are capable of handling 
fire losses. “After 23 years as a fire loss 
adjuster, my eyes have been opened to 
the realization that there is essentially 
no difference between a fire adjuster and 
a casualty adjuster,” Mr. Thomas de- 
clared. 


Continental-National 


Branch Office Changes 
3ranch office operations of the Na- 
tional of Hartford Group and the Conti- 
nental Casualty Company have been con- 
solidated in ten cities in the Midwest. 
This group of companies will now be 
known as_ the  Continental-National 
Group. John J. Mulligan becomes man- 
ager of the fire, marine, and multiple 
peril division of the Chicago branch. He 
will be assisted by Cook County Super- 
intendent J. G. Segerdahl and State 
Agent D. H. Frische with headquarters 
in the National’s office in the Insurance 
Exchange Building. 
3ranch office consolidations have be- 
come effective also in Denver, Colo.; 
Indianapolis, Ind.; Detroit and Grand 
Rapids, Mich.; St. Louis and Kansas 
City, Mo.; Cincinnati and Columbus, 
Ohio, and at Milwaukee. 


INSURANCE STOCKS 
Samuel B. Jones, a vice president of 
the Fire Association of Philadelphia, 
spoke on “Casualty and Fire Insurance 
Shares” and Walter Maynard, a partner 
of Shearson, Hammill & Co., discussed 
“The Economic Outlook” at the New 
School for Social Research April 11. 
Mr. Jones and Mr. Maynard were 
guest lecturers in the series, Outlook for 
Investments, of which Helen Slade, man- 
aging editor of “The Analysis’ Journal,” 
is chairman. 


TALKS ON 
















April 19, 1957 





Albiez and Winchester Co-Chairmen 
1961 Blue Goose Meeting In N. . 





ALBIEZ 


GEORGE P. 


and 
met 
make 


the New York City 
Garden State Ponds of Blue Goose 
in New York City April 10 to 
preliminary plans for the 1961 Grand 
Nest convention which will be held in 
New York City with the two ponds as 
George P. Albiez, past most 
of the New York and Gar- 


Officers of 


ce »- he Sts. 
loyal gander 


den State Ponds, and Philip M. Win- 
chester, past most loyal grand gander of 
the international fraternity, were named 


co-chz + of the convention commit- 
tee. Mr. biez is manager of the Pearl 
tril at Newark, N. J., and Mr. 


Winchester is vice president in New 
York of Allied Adjusters, Inc., of Balti- 
more. It is expected that Robert Stumpf, 
GAB manager at Paterson, N. J., and a 
Grand Nest officer, will be most loyal 
grand cr at the time of the New 
York convention. 

This meeting was in association with 
a dinner gathering of New York City 
Pond of Blue Goose at the Underwriters 


Salvage Co. More than 200 ganders and 
friends attended to participate in a buf- 
fet supper, with hot dog vender, cart and 
all, and to watch entertainment pro- 
duced by George Adams of L. C. Dame- 





Fabian Bachrach 
. WINCHESTER 


PHILIP M 


ron, Inc., and Jack Connelly of the Un- 
derwriters Salvage Co. 
Whitesell Slated for MLG 

The nominating committee presented 
the following nominees for office, to be 
voted upon at the June’ meeting: 
W. M. Whitesell, Jr., General Adjust- 
ment Bureau, most loyal gander; L. C. 
Lockwood, Jr., supervisor of the flock; 
Russell Edgett, custodian of the goslings; 
John J. McGovern, guardian of pond; 
L. F. Buck, Jr., keeper of golden goose 
egg, and George E. Adams, wielder of 
the goose quill. 

Also nominated as delegi ites to the 
1957 Grand Nest convention at New Or- 
leans, were Wayne T. Ash, present most 
loyal gander, and Win. Whitesell, super- 
visor of the flock. 

Most Loyal Gander Ash reported that 
the New York Pond welfare fund is 
growing, likewise the blood bank and the 
group insurance, which now amounts to 
$238,000. 

Mr. Buck of Dargan & Co. has appli- 


cations for reservations for the 1957 
Grand Nest convention, scheduled for the 
Hotel Roosevelt in New Orleans on Au- 


gust 26-28 





Brokers’ Forum on Work 


Of N. Y. Loss Committee 


Operation and significance to insur- 
ance and New York policyholders of the 
Committee on Losses and Adjustments 
of the New York Board of Fire Under- 
writers, will be discussed in detail at the 
April Educational Forum of the Gre 
New York Insurance Brokers’ Associa- 
tion, Max Rakofsky, chairman of the 
association’s forum committee, states. 

To be held Wednesday, April 24, the 
forum meeting will get the facts about 
this important NYBFU committee which 
handles certain fire, extended coverage 
and sprinkler leakage losses. The speaker 
will be S. E. Small, assistant secretary 
“i the board. The meeting opens at 

:30) p.m. 

The forum is designed to give the 
insurance brokers insight into the work 
of the committee and its relation to 
insurance with a view toward 
coordinating efforts of all segments of 
the industry involved in adjustment of 
losses, Mr. Rakofs ky stated 


ater 


losses 


Mi: % BOWLING LEAGUE OUTING 


The 19th annual dinner and outing of 
the saben sowling League of New 
oar will be held * the Wayne County 
Club, Preakness, N. J. on May 17. Chair- 


Full Value Pamphlet 
Of Ag-Empire Companies 


\ new two-fold pamphlet has been 
made available to agents of the Agricul- 
tural and Empire State Insurance Com- 


N. Y. 


low 


panies of Watertown, Designed to 


point up the danger of insurance to 
value on residential property, the mailing 


piece includes a reply card for easy 


inquiry. 
\ sales presentation on package poli- 
cies is built into the pamplet, as well as 


statistics on inflationary trends. Featur- 
ing the slogan “What Can I Lose?” the 
new piece has already received wide cir- 


culation according to the Watertown 


companies. 





man for the occasion is Stanley D. Le- 
Wand of General Reinsurance Corp. 
The Wm. A. Riordan Memorial Tro- 
phy, which has been donated to the 
league by Harry W. Miller, general 
United States attorney for the Com- 
mercial Union Group, will be presented 
to the winners of the league. Tickets 
may be obtained from any member of 


the league at $6.50 each. 


OHIO VIOLATIONS NOTED 


Superintendent Vorys Finds Breach of 
Co-Insurance Clause in Practices 
of Some Companies 

Arthur I. Vorys, superintendent of in- 
surance in Ohio, has reported that viola- 
tions of the provisions of the co-insur- 
ance clause filed by the Ohio Inspection 
Bureau are currently being practiced by 
certain companies in that state. 

Mr. Vorys pointed out that the insur- 
ance companies in question are sending 
policyholders memoranda providing that 
for a 12-month period a stated replace- 
ment cost will be used in determining 
compliance with the co- insurance clause. 
These memoranda are said to impair the 
legal obligation of the insured to main- 
tain insurance to value. Mr!| Vorys has 
ordered the members and subscribers of 
the Ohio Inspection Bureau to cease is- 
suing all such memoranda. 


Texas Agents Fight Bills 


To Reform Supervision 
Plans of organized Texas agents to 
“stop this political and selfish movement 
to reorganize” the Board of Insurance 
Commissioners were revealed last week 
by Drex G. Foreman, executive secretary 
of the Texas Association of Insurance 
Agents, in a plea for united opposition 
to two pending reorganization bills. 
The crux of the plan is to write to 
legislators in opposition to two measures, 


both of which call for abolition of the 
present board. One bill, introduced by 
Rep. Marshall O. Bell and favored by 
Gov. Price Daniel, provides for setting 


up a new full-time ‘board with a full- time 
executive director. The second bill, in- 
troduced by Sen. William S. Fly, pro- 
poses a part-time board with a $20,000 
a-year executive commissioner to run the 
department. The Senate has already 
approved the latter measure. 

In his plea for action Mr. Foreman 
said: “All of this talk and publicity about 
the board not functioning as a body as 
provided under the new laws is just a 
lot of political talk to arouse the public 
for political gain. There already has been 
a reorganization of the internal opera- 
tions of the board for more efficient 
operation. Under no circumstances 
should present appointive commissioners 
be legislated out of office.” 


MPIRO Committee to 
Pass on PPF Request 


The rating committee for dwelling 
policies of the Multiple Peril Insurance 
Rating Organization reportedly will con- 
sider changes in its filing with respect 
to the personal property elements in its 
Homeowners C to bring it into line with 
the Inland Marine Insurance Bureau’s 
revisions of the personal property floater 
made on March 19 retroactive to Sep- 


tember 1, 1956. 
_ Action to bring the Homeowners C 
into line with the PPF for Bronx, 


Brooklyn, Manhattan and Queens, New 
York, was urged upon MPIRO last week 
by the Greater New York Insurance 
3rokers’ Association after the Inland 
Marine Insurance Bureau acted to re- 


duce the mandatory $100 deductible to 
$50 and to remove the 80% coinsurance 
clause from Rule 49-D of the PPF. 


MPIRO last September changed its rules 
for the personal property elements of its 
Homeowners C for the four big boroughs 
of New York City in order to bring its 
coverage into conformity with the PPF 
rule changes which became. effective 
September 1. 


ag AGENT NAMED 
John L. Wilhelm has been made spe- 
cial agent for the Phoenix of London 
Group in Virginia under the hy ae of 


Roy E. Bucher, man: ger of the Group’s 
offices at Insurance Suilding, Richmond, 
Va. Prior to becoming associated with 


P hoenix, Mr. Wilhelm was special agent 
in Virginia for another insurance com- 


pany. 





General Insurance Co. 
Opens Office in Mass. 


EVERETT RYDER IS MANAGER 
Move Is Feature of Increased Atlantic 
States Development; Woodward and 

eaver Named 


Floyd M. Robbins, resident vice presi- 
dent of the General Insurance Co. of 
America, announces that a new company 
service office will be opened in Belmont, 
Mass., May 1. 

Mr. Robbins stated, “Rapid expansion 
of General’s Eastern operation makes 
this a necessary step in providing our 
Massachusetts agents with the maximum 
in service and policy writing facilities. 


This, together with the recent shift of 
our Eastern division office from New 
York City to River Edge, N. J., is an 


important step in our New England and 
Atlantic States advancement.” 

Managing the new Belmont office will 
be Everett R. Ryder, who has served as 
a general sales representative over the 
past three years. Mr. Ryder moves into 
the new position with 16 years of insur- 
ance experience. He has served as an 
underwriter for the General Cover Un- 
derwriters Association and six years asa 
state agent for a Massachusetts fire 
company. 

Sales representatives who will service 
the Belmont office area are Paul Wood- 
ward and Allan Weaver. Mr. Woodward 
began with the General in 1951 as a fire 


inspector and was later trained as a 
sales representative. Mr. Weaver is a 
graduate of Boston University and 


served as a sales representative prior to 
the move to Belmont. He will cover 
Massachusetts excluding Boston. 

The multiple lines underwriting in the 
office will be handled by John Keschum 
who was formerly a special agent for 
another company. John Murphy is 
claims man and Ken Tischmann fire in- 
spector. 


Atlantic Companies Open 
Special Office in Denver 


The Atlantic Companies have opened 
a special accounting office in Denver, 
Colo. to handle the mechanized process- 
ing of records for the companies’ Mid- 
west and Pacific Divisions, it is an- 
nounced by the Atlantic Mutual and the 
Centennial. 

Orville Lewis, formerly accounting su- 
pervisor at the San Francisco office, is 
manager of the new office, which is the 
27th Atlantic Companies office in the 
United States. Mr. Lewis will be as- 
sisted by Allen Bahrenberg and Oliver 
Simpson who have been transferred 
from the home office in New York. 


Omaha Agency Honored 

The Foster-Barker Company of Oma- 
ha, Neb., is celebrating its 50th anni- 
versary of representing the Phoenix In- 
surance Company in Omaha and was 
honored by officials of that company at a 
dinner held at the Omaha Club on April 
15. Joseph Barker, Jr., received a reso- 
lution, passed by the board of directors 
of the Phoenix, from Glen L. Pickens, 
vice president of the Phoenix, in recog- 


nition of this long and distinguished 
business association. 
Elsie M. Paustian of the _ Foster- 


Barker Company also was honored at 
the dinner on the occasion of her 48th 
year of service with the agency. 


QUEENS COUNTY AGENTS MEET 


The Insurance Agents Association of 
Queens County met April 18 at the 
YMCA Building in Jamaica. Following 


dinner a forum session was held with 
the panel members being Patrick Mul- 
larkey, Fireman’s Fund Indemnity, cas- 
ualty; Neil B. Falck, Hartford Fire, fire; 
Robert J. Cooper, Roy: l-Globe Insurance 
Group, inland marine, and Raymond W. 
bee Frederick W. Lee Co., adjuster. 
Ben Hemley , agent at Jamaica, served as 
moderator. William Blum is president of 
the association. 
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HARTFORD FIRE GROUP 


OF HARTFORD, CONN. 























































































































Owner: CLARSON COMPANY 





LEASED doins the proud roster of just eight 

LEASED select tenants that have leased approxi- 
mately 95 per cent of the space in the 
new 26-story, fully air-conditioned office 

LEASED structure being comp!eted for Fall occu- 

eines pancy at 

—— 123 WILLIAM STREET 

LEASED 

LEASED To the Hartford Fire family, which will 

LEASED occupy an impressive eight floor New 

LEASED York Department office center, a cordial 

— welcome is extended. 

LEASED 

ee HARTFORD FIRE INSURANCE CO. 

LEASED LEASED HARTFORD ACCIDENT AND INDEMNITY CO. 

pases NEW YORK UNDERWRITERS INSURANCE CO. 

HARTFORD LIVE STOCK INSURANCE CO. 
sueemeets CITIZENS INSURANCE CO. OF NEW JERSEY 
LEASED NORTHWESTERN FIRE & MARINE INSURANCE CO. 
TWIN CITY FIRE INSURANCE CO. 

LEASED 

LEASED 

LEASED crc ED 

LEASED 

LEASED 123 William Street, at the hub of Man- 

LEASED hattan’s insurance district, is dedicated 

= and planned as an ultra-modern symbol 

a | scent | of the prestige and outstanding leadership 
123 WILLIAM STREET BUILDING of the American insurance industry. 


Builder: DIESEL CONSTRUCTION CO., INC. 


Architect: EMERY ROTH & SONS 
Renting Agent: CHARLES F. NOYES CO., INC. 
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Federal Interest in 
ICT, Texas, Failure 


U. S. SENATE ASKS FOR DATA 





Income Tax lean Mii $123,000 Are Filed 
Against BenJack Cage, President 
of Defunct Insurer 





overtones were added re- 
two-pronged legislative 
investigation of the collapse of the 
ICT Insurance Co., Dallas, with the 
disclosure of two developments. In the 
meantime the Texas Senate probing 
committee wound up its formal hearings, 
with its report scheduled for April 10. 

The first announcement, made April 
5, was that the U. S. Senate rackets 
investigating committee had _ requested 
through its chief counsel, Robert F. 
Kennedy, that the Texas legislators pass 
on to the committee the record of the 
ICT failure and any evidence of im- 
proper activities on the part of labor or 
management in the company’s affairs. 
Full cooperation with the committee 
was promised by Rep. Scott McDonald, 
chairman of the House committee. 

Tax Lien Filed 

The second revelation was that in- 
come tax liens for a total of $123,045 
have been filed in Dallas, Harris (Hous- 
ton) and other Texas counties against 
BenJack Cage, former president and 
promoter of ICT and its management 
firm, Jack Cage & Co. The liens claim 
that Mr. Cage, last heard from in Rio 
de Janeiro, owes $41,612 on 1953 income 
taxes and $81,432 on 1954 taxes. 

The Senate probers, under the leader- 
ship of Sen. Charles Herring, heard addi- 
tional testimony on various angles re- 
ported earlier and brought out some 
new developments. One of these was a 
report passed on by James G. Cage, 
ICT’s last president, that BenJack Cage, 
his distant cousin, had been employed 
by John McArthur of the Bankers Life 
& Casualty, Chicago, who was quoted 
in the same news story as saying that 
BenJack Cage has never worked for 
him. 


National 
cently to the 


Pickles Fire-Marine 
Manager at Kansas City 


John F. Pickles has been appointed 
manager of the fire and marine division 
of the Continental-National Group at 
Kansas City, supervising western Mis- 
souri and Kansas. In May, 1946, Mr. 
Pickles was employed by the National 
in its home office at Hartford. In July, 
1947, he was appointed special agent in 
Oklahoma and advanced to state agent 
in December, 1949. 

To succeed Mr. Pickles in Oklahoma, 
Special Agent Russell K. Linton has 
been promoted to state agent. He will 
continue to have his headquarters in the 
National of Hartford’s office in Okla- 
homa City. 


Daniel B. Haskin Named 
Special Agent for Phoenix 


Daniel B. Haskin of the Phoenix of 
London Group has been appointed spe- 
cial agent for western New York under 
the direction of Ronald MacDonald, 
manager of the Group’s offices in Ro- 
chester. Mr. Haskin majored in Liberal 
Arts at Harper College. He served with 
the Armed Forces in Europe during 
World War II. Prior to becoming asso- 
ciated with Phoenix of London, Mr. 
Haskin was employed as special agent 
by another insurance company. 

GEORGE HL WHITNEY DIES 

George H. Whitney, insurance broker 
in Boston, died recently after a long 
iliness at the age of 65. He was born 
in Boston in 1892, the son of Joseph C 
and Georgiana Hayward Whitney. After 
graduating from Harvard in 1915, Mr 
Whitney served in the Army Transport 
Service in World War I. 

He was a member of Harvard Club of 
New York and Boston Skating Club, 
Milton Club and Whoosic-Whisick Club 
of Canton, Mass. 






















“Remember-/F YOU'RE NOT 
FULLY INSURED— 
It’s not enough!” 
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You've seen it — 


You've heard it — 


él National Board’s slogan for their new T.V. 


and radio campaign. This is your campaign too! Back it up! 


Royal-Globe has created several special tie-in advertising 
aids for you: Newspaper mats, radio spots, a policy tab, 


a window poster, a blotter and a suggested sales letter. 


You can take advantage of this campaign. 
Ask your ROYAL-GLOBE ‘“‘multiple- 


line” fieldman to show you how. 


150 WILLIAM ST., 


ROYAL INSURANCE COMPANY, LTD. * THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. 
ROYAL INDEMNITY COMPANY * GLOBE INDEMNITY COMPANY * QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY * STAR INSURANCE COMPANY OF AMERICA * AMERICAN AND FOREIGN 
INSURANCE COMPANY + THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD, * THAMES 
& MERSEY MARINE INSURANCE COMPANY, LTD. * VIRGINIA FIRE & MARINE INSURANCE COMPANY 


NEW YORK 38, N.Y. 





CASUALTY ¢ FIRE * MARINE * SURETY 
















BUFFALO REPORTS FOR 1956 





Increase in Assets and Net Premiums 
Written; Underwriting Loss; Ehre 
on Problem of Underinsurance 
The Buffalo Insurance Co. of Buffalo,. 
N. Y., reports assets at the close of 1956 
of $15,419,969, up about $250,000 over 
1955. The policyholders’ surplus declined 
to $5,590,476 from $6,366,139, due in part 
to an increase in unearned premium 
reserve of $600,000 to $7,147,214. Net 
premiums written last year amounted to 

$6,411,767. 

President Victor T. Ehre in his annual 
report to stockholders states that “ad- 
verse underwriting experiences ‘afflicting 
the industry were shared by the Buffalo 
Insurance Co. It incurred a_ statutory 
underwriting loss of $1,035,686, a substan- 
tial part of which is attributable to the 
increase in net premium writings from 
$5,590,560 to $6,411,767. However, there 
exists investment income of $775,888; 
equity in the increased unearned prem- 
ium reserve of $241,572; income tax re- 
funds received and filed of $31,499 and 
other miscellaneous income of $2,292. 
Application of these items against the 
statutory underwriting loss produces an 
adjusted operating profit of $15,565. 

“Net premium volume for the stock 
carriers rose by less than 5% compared 
to a 14.7% gain by the Buffalo. Our 
overall loss ratio of 63.18% was slightly 
better than the indicated industry aver- 
age of 63.5%. It was only in expense 
ratio that we were worse than average. 

“For some months our claim depart- 
ment has been demanding sound value 
figures on all property suffering loss. 
Those figures disclose what we are get- 
ting in the way of insurance to value. 
“YT. About 40% of dwelling proper- 
ties on which we have suffered loss are 
insured to less than 75% of value—fre- 
quently as low as 25 and 30% of the 
value of the property destroyed. 

“2. About one-half of the policies 
written in the class are for amounts less 
than $5,000—obviously inadequate for to- 
day’s rising costs. 

“Our underwriting department has 
been studying the pattern of renewal 
policy limits. As a general rule, the lia- 
bility remains unchanged year in and 
year out. All of this means that we are 
not acting in the public’s interest.” 


Duffy Security Special 


At Smithtown on L. I. 

Edward J. Duffy has been appointed 
special agent in Smithtown, N. Y. for 
the Security-Connecticut Insurance a 
Mr. Duffy’s duties include field repre- 
sentation for the companies in Nassau 
and Suffolk counties. He will be associ- 
ated with Manager E. A. Toale, of the 
New York branch and will be located at 
43 West Main Street, Smithtown. 

Mr. Duffy began his insurance career 
in 1948 as a member of the fire loss de- 
partment of the Royal-Globe Group. He 
was subsequently advanced to fieldman 
for that same company in Illinois and 
Michigan. Since 1954 he has been serv- 
ing the New York area for Royal-Globe 
as a state agent. Mr. Duffy began his 
employment with Security on February 
25, 1957. He served with the Army dur- 
ing World War II and is a member of 
the Knights of Columbus. 


Royal Exchange Appoints 
Corcoran State Agent 


The Royal Exchange Group has named 
Joseph F. Corcoran as state agent to 
cover eastern Missouri in cooperation 
with James M. Martin, state agent for 
the group in Missouri and Kansas. Mr. 
Corcoran is establishing additional com- 
pany quarters at 2085 Railway Exchange 
Building, St. Louis, which was opened 
April 1. He has had 25 years’ experience 
in the insurance business and is well 
known in the eastern Missouri area. 
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Rochester A Leader In Formation Of 
New York Agents’ Assn. In 1883 


Rochester, N. ¥Y.—The centrally lo- 
cated city of Syracuse in New York 
State, perennial locale for annual con- 
ventions of the New York State Asso- 
ciation since 1917—with two exceptions 
—was considered the most acceptable 
place for the first meeting away back 
in 1883. Even though the active move 
in forming a state association of local 
agents originated in Rochester. 

At a meeting of the Rochester Board 
of Underwriters on July 31, 1883, a 
resolution was adopted to name a com- 
mittee of three to contact other local 
boards in the state with the view of 
forming a state association. Serving on 
this committee were James Johnston, 
Robert S. Paviour and Martin Beir. 
Mr. Johnston was founder of the pres- 
ent widely known James Johnston Agen- 
cy, Inc. Robert S. Paviour’s grandson, 
Robert Paviour, recently served as pres- 
ident of the Rochester Board. 


Delegates From Local Boards 


When this committee reported to the 
Rochester Board in September, 1883, on 
its findings it stated that 22 boards 
were warmly in favor of a state organi- 
zation, some boards appeared indifferent, 
but none opposed the idea. Nearly all 
boards agreed to send representatives to 
a convention to form an_ association, 
choosing Syracuse as the most accept- 
able place. As to results to be achieved 
from a_ state association there were 
many different replies, practically all 
expecting “elevation and improvement 
of our business generally.” 

On the basis of the favorable reaction 
from local boards a convention was 
called for Thursday, September 20, in 
Syracuse. Each local board with a 
membership of not exceeding five agents 
could send one delegate, boards with 
membership not exceeding 10, could send 
two delegates and all larger boards 
three delegates. However, all agents 
were invited to attend, even those who 
were not delegates. 


Rochester Agent First President 


A. M. McLean, president of the 
Rochester Board, was elected as first 
president of the New York State Asso- 
ciation of Local Boards of Fire Under- 
writers, as the state association was 
called at its inception. This title was 
later broadened to New York State As- 
sociation of Local Agents and more 
recently to its present name. 

Other officers were Gilbert Geer, Jr., 
Troy, vice president; Mr. Johnston, 
Rochester, corresponding secretary; 
John A. O'Reilly, Syracuse, recording 
secretary, and O. H. Brown, Oswego, 
treasurer. 

On the executive committee were W. 
H. Mandeville, Olean; C. B. Armstrong, 
Buffalo; Cyrus Stewart, Gloversville; 
James H. Searles, Rome; H. B. Boss, 
Binghamton, and T. C._ Crittenden, 
Watertown. Robert S. Paviour served 
as president in 1907. Mr. Mandeville 
became active in the New York, Penn- 
sylvania, and National Associations. 

The second annual meeting of the 
state association was held on September 
11, 1884, at Albany. At this time D. A. 


Heald, president of the National Board 
of Fire Underwriters, was the principal 
speaker. 

In the notice for the second conven- 
tion a number of program subjects were 
listed for discussion. Some of these 
sound familiar at conventions today, 
nearly three-quarters of a century after- 
wards. Among topics listed were: 

Best methods for organizing local 
boards, qualifications of agents seeking 
admission to local boards, discipline in 
local boards, the “brokerage evil” and 
its control, dual agency “evil, and how 
best to stop its growth,” practical sug- 
gestions “whereby local business can 
be lifted up to the professional dignity 
which its importance entitles it to, and 
held there.’ 

Ownership of local business was also 
on the notice, worded as follows: “The 
local business, who owns it? What cus- 
tom, if any, should prevail in case of 
companies changing their agencies, arbi- 
trarily or otherwise ?” 

Speaking of dues—in the days when a 
dollar was big money and could buy sey- 
eral pounds of steak, or coffee, or but- 
ter, or dozens of eggs—local board 
members were assessed 50 cents each to 
pay for state association expenses in 


1883. 


CHANGE IN BECK AGENCY 

Grace Beck, owner of the Grace Beck 
General Insurance Agency, Toledo, Ohio, 
announces the formation of a partner- 
ship with her son, Charles A. Beck. The 
agency was started 44 years ago by 
Frank A. Beck and upon his death in 
1928 was taken over by Mrs. Beck. 
Charles Beck joined the agency in 1948, 


CELEBRATE CENTENNIAL 
Davenport Corp., L. & L. & G. Mark 100 


Years of Association; Dinner 
in Richmond, Va. 

One hundred years of association are 
being celebrated this year by the Daven- 
port Insurance Corp. of Richmond, Va., 
and the Liverpool & London & Globe 
Insurance Co., Ltd. The L. & L. & G. 
marked the event with a dinner given in 
Davenport’s honor at the Rotunda Club 
in Richmond on April 16. Present were 
about 20 representatives of both or- 
ganizations. Presentation of a _ grand- 
father clock was made to the agency by 
Clarke Smith, U. S. manager and presi- 
dent of the Royal-Globe Insurance 
Group, of which the L. & L. & G. is a 
member. 

Founded in 1848, the Davenport In- 
surance Corp. has represented the L. & 
L. & G. since 1857 when the agency’s 
founder, Charles Wortham, chose to add 
a fire company to his life and marine 
facilities. The hundred year anniversary 
represents continuous association, with 
the one exception of 1860 to 1865 when 
contact was suspended during the war 
between the States. 


Syracuse Banquet Will 
Honor Past Presidents 


George W. Brenneman of Ellis, More- 
land and Ellis, Syracuse and general 
chairman of the 75th annual convention 
of the New York State Association of 
Insurance Agents, to be held at the 
Hotel Syracuse May 5-7, announces that 
the Monday evening banquet will high- 
light a tribute to the 38 past presidents 
of the association. Oldest living past 
president is Lucius Leonard of Syracuse 
who was president in 1905-1906. Most of 
the 12 living past presidents are expected 
to attend and many widoWs and sons 
or daughters of deceased past presidents 
will be at the banquet as guests. 

The annual America Fore cocktail 
party will precede the Monday night 
banquet which will be followed, in addi- 
tion to the tribute to past presidents, 
by entertainment. The Tuesday night 
banquet will include installation of offi- 
cers and directors, followed by a talk 
by Walter J. Mahoney, State Senate 
majority leader. 


CHARLES M. LIDDLE DIES 

: Charles M. Liddle, 53, Albany, N. Y., 
insurance agent, died suddenly March 23 
while hiking near his summer home in 
the Adirondacks. He was vice president 
of Austin & Co., Inc. and formerly had 
been engaged in insurance in New York 
ity. 
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AGENTS’ COURSE OFFERED 


Royal-Globe Chae Begin April 29; 
James A. Baxter Director; Many 
Guest Speakers Scheduled 
The Royal-Globe Insurance Group will 
offer its agents school for the sixth 
time beginning April 29. To date 17 
insurance agents have enrolled in the 
course which is designed to give a basic 
multiple-line foundation in a short con- 

centrated course. 

Enrollment is limited to 25. Applica- 
tions may be made through Royal-Globe 
fieldmen. Classes are held five days a 
week from 9 to 4:30 in the education 
department of the Royal Building at 150 
William Street, New York City. The 
school assists out-of-town students in 


finding suitable living accommodations 
while taking the course. 

James A. Baxter, superintendent of 
education for Royal-Globe, is director 
of the school, with 35 executives, de- 
partment heads and underwriters serving 
as guest lecturers in their particular 
fields. 


Road Aid Directors 


Representatives of all the insurance 
brokers associations in Greater New 
York City, are invited to serve as direc- 
tors of Road Aid of New York, Inc., 
26 Court Street, Brooklyn. Edward 
Cirlin, Road Aid president, announced 
that the directors will administer a new 
fund created “to educate the public as 
to the valuable service performed by the 
broker as contrasted to the direct writer 
In addition, an extensive driver safety 
program will be launched by the board.” 
Road Aid is an emergency road service 
organization. 
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David Ogren, “Kool-Aid” Boy Model 
For Many Years, Now A Local Agent 


One may not recognize the young in- 
surance man in the accompanying pic- 
ture, but changes are you've seen his 
face many times before. 

In the early thirties, when David 
Ogren was still in knee pants, his boy- 
ish good looks and ability to hold a 
pose kept him in steady demand as a 
photographer’s model. Three or four 


eo 


DAVID OGREN 


times a week, David and his mother 
wold take the inter-urban electric line 
from their home in Hammond, Ind., to 
fill a modeling engagement in Chicago. 
Once, he posed as George Washington, 
the boy, for a Collier’s” cover. On 
another occasion, when he was_ four, 
Dave Ogren was photographed wearing 
a Buster Brown collar and holding a 
frozen sucker. For 20 years that picture 
appeared on every carton in which the 





Hogan Fire-Casualty 
Sales Head for Allstate 


Promotion of Richard A. Hogan, as- 
sistant vice president, to new responsi- 
bilities as head of Allstate’s fire and 
casualty sales operations is announced. 
He will succeed Vice President Davis 
W. Ellis, who will be in charge of sales 
development for the newly formed All- 
ug Life Insurance Co. 

Hogan joined Allstate as an agent 
in “1045. He became Chicago field pro- 
motion manager in 1946 and Chicago 
sales manager in 1950. He held sales 
management positions in the company’s 
Philadelphia, Detroit and Newark offices 
until he became Midwest zone sales 
manager in 1951. He was made manager 
of the Cleveland regional office in 1952 
and the Chicago regional office in 1955 
He was elected assistant vice president 
and general sales manager in 1956. 


U. S. Salvage Association 


Elects Officers, Directors 

The United States Salvage Association, 
Inc., of New York has elected Clifford 
G. Cornwell as president. Other officers 
are: vice president, Miles F. York; gen- 
eral manager, J. Paul Thompson; secre- 
tary, S. Donald Livingston; treasurer, 
Romer F. Weyant; assistant treasurer, 
Bernard V. Burns. 

Directors elected to serve for three- 
vear terms are: Frank A. Aiken, Owen 
E. Barker, John T. Byrne, Emil A. 
Kratovil, Robert L. Maxwell, Gilbert B. 
Oxford, Madoe M. Pease, Leslie A. 
Ward. 





soft drink powder, Kool-Aid was dis- 
played. 

Dave Ogren has left his modeling ca- 
reer far behind him now. As a member 
of his father’s agency, Jack Ogren & 
Company of Hammond, he writes auto- 
mobile, fire, and casualty insurance for 
customers throughout northern Indiana 
and Illinois. His father, his brother, 
Jack Ogren, Jr., and Dave each operates 
virtually as an indpendent contractor, 
but each man is responsible for the 
other two. The companies they repre- 
sent, all of them capital stock companies, 
include the Loyalty Group, American 
Casualty, the American Group, Trinity 
Universal, and Buckeye Union. 

“There is no limit to the size or type 
of business we cover,” David Ogren ex- 
plains. “But we do limit ourselves to the 
area where we can give our clients per- 
sonal attention.” 

One of the services the agency pro- 
vides its clients is obtaining travel res- 
ervations and routings. “You've got to 
service a client,” says Ogren. “You've 
got to let him know that you're giving 
him something for his premium dollar. 
If you don’t, somebody else will.” 


Picture on Cartons Until 1954 


Few of David Ogren’s clients realize 
that he was once a_ successful model. 
Until 1954, however, when his face was 
still appearing on the Kool-Aid display 
carton, friends returning from trips 
report that they had seen his picture in 
such places as northern Michigan or 
the Ozark Hills. “A lot of my friends 
were disappointed when they changed 
that carton,” he remarks with a smile. 

But this 27-year-old insurance man is 
too busy these days to lament the dis- 
appearance of his picture from advertis- 
ing displays. Besides his work in the 
agency and in the Insurance Agents 
Association of Hammond, Inc., of which 
he is vice president, Mr. Ogren gives 
a good deal of time to the Hammond 
Optimist Club. In its program of helping 
boys, the club has provided a Little 
League ball park and has turned a for- 
mer highway excavation into a fish pond, 
by persuz ding the State Conservation 
Department to do some grading and by 
arranging for the Federal Government 
to stock it with fish. 

With his home now in Munster, Ind., 
David Ogren is married and has a seven- 
month old boy, Tommy. He is not plan- 
ning to make a photographer’s model 
out of Tommy, but he has hopes that 
the boy will grow up to be a ball player. 
Dave played on the freshman ball team 
at Notre Dame, where he was gradu- 
ated in 1953 with a B.S. in Commerce. 








Emil Wl Lp Happy fo Sine You 


AT HIS FINE RESTAURANTS 
23 PARK ve Aug 
Near Ann St., N. 
Phone: WOrth 23st 


Elected charter member of Esquire Club; Members of 
Diners Club, Duncan Hines, Executives Diners 


EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 


Club, Expense Charge. 








Rhode Island Annual 
Institute To Be Held 


The Rhode Island Association of In- 
surance Agents is cooperating in the 
Eighth Annual Insurance Institute to be 
conducted on the campus of the Uni- 
versity of Rhode Island from June 11 
through July 5. Two scholarships will 
again be offered, one for $200 by the 
Rhode Island Mutual Insurance Co. and 
one for $100 by the Rhode Island Agents’ 
Association. 

Classes in this four-week institute will 
meet from 8:30 a.m. to 4:30 p.m., Mon- 
days through Fridays, with informal 
discussion periods scheduled during the 
evenings. Enrollment will be limited to 
20 students. Appiications must be re- 
ceived by June 6. 

The instructor will be Dr. Calvin H. 
Brainard, head of the Insurance De- 
partment, University of Rhode Island. 
Dr. Brainard is a graduate of Columbia 
University and holds an M.B.A. and 
Ph.D. from New York University. 


Would Extend Form 849 
To Contents in Apts. 


A request that Contents Broad Form 
849 be made available for insurance on 
contents of apartment buildings as well 
as combination stores and dwellings, has 
been forwarded to the New York Fire 
Insurance Rating Organization by the 
greater New York Insurance Brokers’ 
Association. 

In asking NYFIRO for the extension 
of coverage, Samuel Dimson, who heads 
the brokers’ fire insurance committee, 
points out that use of the Contents 
Broad Form is now restricted to build- 
ings occupied principally for dwelling 
purposes by not more than four families. 


FINN AG-EMPIRE SPECIAL 
George A. Finn has been appointed 
special agent in Kansas for the Agricul- 
tural and Empire State Insurance Com- 
panies. He will serve under Harry 
Yankee. A native of Watertown, N.. 
Mr. Finn started his career as an under- 
writer in Agricultural’s home office in 
Watertown. 


FIRE ASSN. WESTERN DEPT. 


Underwriting, Service Dept. at Madison 
Wis., to Supervise Business; Vice 
President Whitford in Charge 
The Fire Association Group of Phila- 
delphia announces that a Western un- 
derwriting and service department super- 
vising all lines of business will be estab- 
lished at Madison, Wis. Since purchase 
of General Casualty of Wisconsin in 
February, 1956, plans have been under 
way for coordinating the facilities of 
that company with Fire Association’s 

organization. 

Headquarters will soon be established 
in Madison with Vice President George 
V. Whitford having jurisdiction over the 
group’s fire, automobile, marine and 
multiple peril business in the Middle 
West. He will ibe supported by Harry 
J. Noyes, assistant secretary, who has 
been serving in the company’s marine 
department in Philadelphia, and Alvah 
C. Schuck, presently assistant manager 
of the Illinois department. General Casu- 
alty will continue its jurisdiction over 
the casualty business in the area. 

Later this year, a complete service 
office in Chicago will replace the present 
Illinois department and will be managed 
by W. George McKnight, supported by 
James W. Thomson, presently marine 
manager in the Illinois department. Mr. 
Mcknight is now located in the head 
office, automobile department. Secretary 
Frederick L. Michel, present manager of 
the Illinois department, will be assigned 
new duties in Philadelphia. 


Insurance Agency Changes 

The Hill Insurance Agency of Drexel, 
Mo., has recently been purchased by 
Frazier Carter, local business man and 
farmer. 

The Ellington (Mo.) Insurance Agen- 
cy, owned by E. L. Brown, recently 
moved into new quarters. 

Murray Bier recently opened an in- 
surance agency at Palmyra, Mo. 

The Ezra Cox Insurance Agency, Pop- 
lar Bluff, Mo. headed by Ezra Cox, 
recently purchased the Bill Jines Agen- 
cy. The agencies are being consolidated. 
Eugene Meadows, formerly office mana 
ger for Jines Agency, continues with 
Cox Agency. Rev. Mr. Jines has entered 
Southwest Baptist College. 





All Insurance Companies are the same 
But P.N. is different 











All Insurance Companies are the same 


But P.N. is progressive 
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All Insurance Companies are the same 


But P.N. is profitable for 
producers 


PACIFIC NATIONAL 


And another agent has been won 
over by the aggressive leadership 
of the Pacific National Group. 


‘INSURANCE GROUP 


PACIFIC NATIONAL FIRE INSURANCE COMPANY 


MANUFACTURERS CASUALTY INSURANCE COMPANY 
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San Francisco, Calif. 
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ADJUSTERS MEET MAY 6-8 


National Association of Independents’ 
20th Convention at Palm Springs; 
Speakers Announced 

The National Association of Independ- 
ent Insurance Adjusters is holding its 
twentieth annual convention at the El 
Mirador Hotel in Palm Springs, Calif., 

May 6, 7, and 8. Acceptance of invita- 
tions extended to the members and 
claims and loss executives of insurance 
companies indicates that attendance will 
exceed 500. This will be the largest con- 
vention ever held in Palm Springs, ac- 
cording to the Chamber of Commerce of 
that city. 

Guest speakers will include Robert B. 
Taylor, president of the National Asso- 
ciation of Insurance Commissioners who 
is also Insurance Commissioner of Ore- 
gon; Colonel C. E. Cheever, president of 
the National Association of Independent 
Insurers, who is also president of United 
Services Automobile Association of San 
Antonio, Texas; Gordon H. Snow, vice 
president and general counsel of the 
Pacific Indemnity, Los Angeles; Charles 
G. Landresse, assistant mz inager of the 
London Assurance, San Francisco, and 
Arthur G. Hawthorne, vice president, 
Alliance Mutual Casualty of McPherson, 
Kan. 

Plans and arrangements for the con- 
vention have been made by Ralph G. 
McCallum, general manager of the asso- 
ciation, Arthur E, Campbell of Seattle 
is president of the association this year. 
Membership in the association includes 
more than 400 independent adjusting 
firms which operate 825 offices in every 
state. 


Board of Underwriters 


Correspondents Named 

The Board of Underwriters of New 
York has named the following corre- 
spondents in Australia, Senegal and 
Dominican Republic: 

Brisbane, B.10, Australia: Capt. Gibson 
G. Carter, 173 Eagle Street, replacing 
Capt. A. A. Stevenson. 

Dakar, Senegal: Compagnie Des Ex- 
perts Maritimes, 43, Avenue Albert Sar- 
raut, Boite Postale No. 264, replacing 
Smith & Krafft. 

San Pedro de Macoris, Dominican Re- 
public: J. “W.. Latem: -& Go: '.S. en C., 
replacing J. W. Tatem & Co., C. por A. 


Worcester Mutual Report; 


Kidston Statistics Mgr. 

At the 133rd annual meeting of the 
Worcester Mutual Fire at Worcester, 
Mass., Arthur L. Kidston of Hudson was 
elected to statistics manager. Mr. Kid- 
ston went to the Worcester Mutual in 
1946 as supervisor of the tabulating de- 
partment. Previously he held a similar 
position at Reed-Prentice Corp., Wor- 
cester. He is a graduate of the I. B. M. 
Technical Schools of Washington, D. C., 
and Endicott, N. Y 

The directors reported that during 1956 
$2,331,136 losses were paid and $1,118,457 
dividends returned to the company’s 
policyholders. Operations extend over 
29 states, District of Columbia and Terri- 
tory of Puerto Rico. Nearly 2,000 inde- 
pendent local agents represent the com- 
pany in these areas. Premiums on busi- 
ness written by these agents amounted 
to $6,975,661, an increase of 12.4% over 
1955. 

Assets of the company at year end 
were $10,056,462 and surplus $4,214,587. 
Reserves set aside for unearned pre- 
miums as provided by statute were $5,- 
073,208. 


SOUTHWESTERN F. & C. GAINS 

An increase in surplus to policyhold- 
ers was reflected in the annual report 
for 1956 released by Southwestern Fire 
& Casualty Company, a Dallas-based 


company with a million-dollar capitaliza- 
tion. Total assets are $4,669,626. Presi- 
dent S. Foster Yancey reported to stock- 
holders that the eight-year-old company 
earlier had authorized a cash dividend of 
50 cents a share. 
























































































































































































































































CHARLES W. CRABB 


The Travelers has opened a new mul- 
tiple-line branch office in San Antonio, 
Tex., located in the Petroleum Com- 
merce Building. Offices which are located 
on one floor have been fitted with mod- 
ern bank-type partitions, fluorescent 
lighting, acoustical ceiling, and asphalt 
tile flooring. The San Antonio office 


WAYNE SHAW 


serves representatives and policyholders 
in 47 counties of the state of Texas. 

New members of the executive staff 
are R. N. Hogue, manager, life, accident 
and health lines; Charles W. Crabb, 
manager, casualty, fidelity and surety 
lines, and Wayne Shaw, manager, fire 
and marine lines. 





Progressive Insurance Co. 


Changes Name and Location 

Canadian Parliament’s banking com- 
mittee has approved bill changing name 
of Progressive Insurance Co. to the Lon- 
don and Midland General Insurance Co., 
moving is head office from Montreal to 
London, Ontario, and increasing the cap- 
ital stock to $2,500,000 from $1,000,000. 

It has been bought by a group of 
businessmen, most of whom live in Lon- 
don, from the Industrial Acceptance 
Corp., with two of the new owners 
being Roy Thomson, newspaper pub- 
lisher in Edinburgh, Scotland, and Ken- 
neth Powell, of Winnipeg, shipping ex- 
ecutive. 


Builder’s Risk Syndicate 
Officers and Managers 


The American Marine Insurance Syn- 
dicate for Insurance of Builder’s Risks 
has named officers for the ensuing year. 
They are: chairman of the board and 
manager, Clifford G. Cornell; vice chair- 
man of board, Miles F. York; executive 
assistant and treasurer, Romer F. Wey- 
ant; underwriter and secretary, S. Don- 
ald Livingston; manager, loss depart- 
ment, Samuel Gore; assistant treasurer, 
Bernard V. Burns. 

Elected as managers for three years 
are the following: 

Martin M. Higgins, Aetna Casualty 
and Surety; Arnold B. Sadler, Hartford 
Fire; Owen E. Barker, North River 
Roy E. Carr, Providence Washington; 
Frank B. Zeller, Queen; Harold Jack- 
son, St. Paul Fire & Marine; John T. 
Byrne, Universal. 


PETERSON PHOENIX MANAGER 

State Agent Raymond A. Peterson 
has been promoted to manager for the 
Phoenix of Hartford Insurance Compa- 
nies in the newly designated Indianapolis 
district office. He will supervise over-all 
field activities in Indiana. Manager 
Peterson formerly handled the com- 
pany’s interests as state agent in Cen- 
tral Illinois. 


MARKETING GUIDE PUBLISHED 


Fireman’s Fund Brings Out First Volume 
of Series As Aid to Agents, Brokers; 
Contains Interview Case Histories 

Continuing a program of preparing 
insurance marketing guides and aids for 
agents and brokers, Fireman’s Fund and 
affiliates have published the first volume 
in a series of Successful Producer Case 
Histories. Copies of the new series’ in- 
augural book are currently being distrib- 
uted to The Fund’s producers by com- 
pany fieldmen. 

Dealing with actual interviews by The 
Fund with highly successful salesmen of 
Homeowner’s contracts and the Compre- 
hensive Dwelling Policy, the book also 
includes a step- by- -step program for pro- 
ducers to use as a guide in setting up 
their own sales program for personal 
package lines. In addition, the Case His- 
tories piece contains perforated goal 
sheets and a box score sheet for easy 
mapping and recording of sales poten- 
tials and successes. 

The interviews were made with pro- 
ducers in all parts of the country and 
in various sized towns and cities to get 
a cross section of the sales achievements 
and techniques of agents in different 
geographic and economic levels. In addi- 
tion to information on location and size 
of the area, the agency, competition and 
agency background of each interviewed 
producer, the book includes actual num- 
ber of sales made, lists most successful 
times and places for sales, and quotes 
each producer on his basic sales tech- 
niques. 

The guide to setting up sales pro- 
grams, which forms the second portion 
of the volume, concentrates on finding 
sales markets, reaching the markets, and 
scheduling sales potentials and actual 
results. 


OPENS DAYTON, OHIO, AGENCY 

Opening of his own insurance agency, 
affiliated with the Dayton Insurance 
Service, Columbia Building, Dayton, 
Ohio, was announced by Frank C. Ma- 
honey. He has been associated with 
Robert Payne in the insurance business 
for the last eight years. 





PACIFIC NATIONAL DIRECTORS 


Vice Presidents Waldron and Winchell 
Added to the Board; President Steel 
Reviews 1956 Operations 
At the 46th annual meeting of stock- 
holders of ie pe National Fire in San 
Francisco, T. Waldron, administrative 
vice praddens and W. B. Winchell, vice 
president in charge of fire operations, 
were elected to the board. They fill va- 
cancies created through the death of 
former directors W. E. Biauer and F. 

J. Early. 

Mr. Winchell joined Pacific National 
in 1946, after many years experience as 
local agent, special agent and executive 
with the North British Group. Until 
1956 he headed the Eastern division of 
Pacific National. This year he was 
brought to San Francisco and placed in 
charge of all fire operations for the 
Pacific National Group. He has served 
on committees of the National Board of 
Fire Underwriters and is a director of 
Manufacturers Casualty of Philadelphia 
and Paramount Fire of New York. 

Mr. Waldron, a native of Dublin, Ire- 
land, went to Pacific National in 1953. 
Prior to that he was associated with the 
3ank of America. He was elected as- 
sistant treasurer of Pacific National in 
1934, subsequently advancing to vice 
president and secretary. He assumed his 
present post in 1956, and holds the same 
position with other members of the 
group. He is a director of the Manufac- 
turers Casualty. 

In reporting on the company’s 1950 
operations, President John A. Steel said, 
“In spite of the generally unfavorable 
underwriting results throughout the in 
dustry, Pacific National Fire had an 
increase in earned premiums from $15,- 
966,000 in 1955 to $17,107,000 in 1956. Net 
earnings before income taxes were 
$2,166,000, compared with $1,257,000.” 


North America Cos. Open 
New Nashville Office 


Insurance Company of North America 
Companies formally opened a new Nash- 
ville service office at 1500 Life and Cas 
ualty Tower in Nashville on April 10. 
More than 250 agents, civic leaders and 
prominent business men from Nashville 
joined executives of North America’s 
head office and service office staff in 
observing the occasion. 

Leonard Cummings is manager of the 
Nashville service office for Indemnity 
and W. Everette Bethshares is manager 
for Insurance Company of North Amer- 
ica and Philadelphia Fire and Marine. 


General Agency Moves 

Removal to larger quarters at 315 
Montgomery Street, April 8, is an- 
nounced by the R. Lynn Colomb Gen- 
eral Agency of San Francisco. A man- 
aging general agency, the firm represents 
leading groups of insurance companies 
for fire, marine, casualty and bonding 
se: and serves agents and brokers in 

California and Hawaii. 

The general agency was founded in 
September, 1954, by R. Lynn Colomb, a 
Pacific Coast company executive of 30 
years experience including service as 
secretary of Glens Falls Group and vice 
president of Industrial indemmity Co. 


Bié Bill 


(Continued from Page 23) 


record for automobile travel from 
Borough Hall to Coney Island. 

“Mr. Cox served as welfare director 
of the Long Island Automobile Club from 
1906 until recently, and for many years 
conducted its annual outings for or- 
phans and underprivileged children. He 
also had been executive secretary of 
the Kings County Grand Jurors Associa- 
tion and of the Brooklyn Safety Council 

“A former post commander of the 
Catholic War Veterans, Mr. Cox be- 
longed to the Society of Old Brooklyn- 
ites and the Automobile Oldtimers. In 
1939 he ran unsuccessfully for the City 
Council on the Fusion and Taxpayers 
party ticket.” 
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N. Y. Court Holds Specific Cover 
Liable Rather Than Floater Policy 


By Herman B. ZipsER 


Herman B. Zipser, well known New 
York attorney, and representative of the 
plaintiff-re spondent Bernard Blinbaum and 
the Northern Assurance, third party de- 
fendant-re sponde nt, in the court case which 
he discusses below, has analyzed this im- 
portant decision in the controversy in- 
volving the question of which policy 1s a 
specific one when a loee »ecurs that in- 
volves 5 policies held by the insured. 
The New York Appellate Term upheld the 
lower court in its decision that a_ policy 
covering a specific peril becomes liable for 
the loss and not the general personal prop- 
erty cover floater written prior to the spe- 
cific insurance. Hill, Rivkins, Middleton, 
Louis & Warburton were attorneys for 
the Union Marine & General, defendant 
and third party plaintiff-appellant. Mr. 
Zipser’s article, including much of the 
court’s decision, follows in two parts: 

“In the Fairchild, Klotz and Gordon 
cases, fire losses were involved and fire 
policies were held to respond as_ the 
specific insurances. Of the Fairchild 
case, Judge Conway, for the Court in 
the Davis case, supra, 293 N. Y. at page 
250, 56 N. E. 2d at page 570, wrote: 


Part II 


‘The Fairchild case was decided be- 
fore we had a New York standard form 
of fire policy and while the policies 
issued to plaintiffs in that case are not 
contained in the record they were 46 in 
number and were policies upon mer- 
chandise and in one instance furniture 
in the store at 146 Duane Street, New 
York City. A list of the insuring com- 
panies will be found in the record and 
the plaintiffs’ policies were evidently 
straight fire insurance policies upon the 
contents of a specified and described 
building. * * $ 

Three Previous Cases 


“In the Klotz case, the defendant was 
sued upon a New York standard form of 
fire insurance policy covering merchan- 
dise of the plaintiff at certain premises 
in Columbus, Ohio. The court held, in 
that case, that the standard fire policy 
was the specific insurance. 

“In the Gordon case the suit was upon 
a standard New York form of fire in- 
surance policy — by the defendant, 
and the court held that policy to be spe- 
cific and the defendant had to respond. 

“In the Davis case the loss was water 
damage as a result of windstorm. The 
Court of Appeals held all insuring com- 
panies, including the defendant, Com- 
mercial, must contribute to the loss and 
that none were specific insurances. The 
court, in the Davis case, supra, 293 N. Y. 
at page 252, 56 N. E. 2d at page 571, 
stated: 

“*There are no specific insurance poli- 
cies here, within the meaning of the 
Fairchild case, but only floater policies. 
The policies are all of the same class. 
Each of them could have had an address 
of a building or premises in it. At least 
one policy of an impleaded defendant 
did, e. g. Sentinel Fire Insurance Co. 
The policy of the Commercial had an 
address in it when it was insuring the 
bailee, Brooklyn, and also when it was 
we the bailor, National Spinning 

Company. All of the floater policies could 
have had addresses without affecting 
their floater status. The better rule it 
seems to us, would be to have all the 
companies writing floater policies which 
are all attempted excess policies without 


werng a peril which 


a primary one, c 
s *x** x? 


occurs, compelled to contr:bute. 
Union Mar nz Liability 


“It cannot be questioned that a very 
material risk involved in fire insurance 
policies is the site or location where the 
property is contained. That the courts 
in the adjudicated cases involving fire 
insurance losses and fire insurance poli- 
cies should have declared insurance to 
be specific where a location is declared, 
is proper and sound in fire insurance 
cases, and the rule in the Gordon case 
is clearly applicable to fire losses under 
fire policies. 

“T am not extending the rule enunci- 
ated in fire losses under specific fire 
insurance policies to the policies in the 
instant case, and I am following the 
Court of Appeals which has declared 
that insurance may be specific because 
the insurance is against a specific peril. 
Union Marine insured against just such 
a peril in travel, and as a matter of law, 
should be held to respond and to be 
determined to be the specific insurance. 

“Union Marine contends for the ap- 
plication of the rule enunciated in the 
following Federal cases: Automobile In- 
surance Co. of Hartford. Conn. v. 
Springfield Dyeing Co., 3 Cir.. 1940. 109 
* 2d 533 and Gutner v. Switzerland Gen- 
eral Ins. Co. of Zurich, 2 Cir., 1929, 32 F. 
2d 700 and that the priority of insurance 
constitutes specific insurance. That it 
may be a factor but not conclusive, 
would appe ar from the statement of the 
court in the rigrctirt case, supra, 109 
* 2d at page 537, Col. 1: ‘* * * and, time 
of policv insurance is not unimportant 
in determining the liability of respective 
insurance insurers. * * *’ Northern’s loan 
was not an admission of primary lia- 
bility. See Automobile Ins. Co. v. Spring- 
field, supra, 109 F. 2d at page 537 (9). 

Decision in Favor of Northern 

“For the reasons stated, the question 
of law : resolved against Union Marine 
and in favor of Northern. There are no 
questions of fact necessitating a trial, 
except the question of value which, 
under Rule 113, may be determined upon 
an assessment of damages.” 

The decision aforequoted opens wide 
the field of specific coverage for a spe- 
cific peril, as compared to personal prop- 
erty floater general coverage for a period 
of time. It presents to the carriers the 
clearcut direction in which thev should 
proceed and likewise places upon as- 
sureds the responsibility of compliance 
with policy provisions. The Appellate 
Term, First Department in its per curiam 
opinion succinctly stated: 

‘Although the policy issued by North- 
ern was prior to the date of the policy 
issued by Union Marine, the latter policy 
was the specific one, insuring, as it did, 
against a specific peril. The Court be- 
low, therefore, correctly followed the 
declaration of the Court of Appeals that 
insurance may be specific because it in- 
sures against a specific peril. Davis Yarn 
Co. v. Brooklyn Yarn Dye Co., 293 N. Y. 
236, 56 N.E. 2d 564 

“The orders appealed from were prop- 
erly made.” 


THORNE MADE SPECIAL AGENT 

James D. Thorne has been appointed 
hail special agent for Fireman’s Fund 
and its affiliates in North Carolina. Mr. 
Thorne will assist Maynard C. Gardner 
who heads hail operations, 
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Paddock President of 
Auto Claims Assn. 


SCHAEFER IS VICE PRESIDENT 


Farrell Commended by Association on 
Retirement as Presid-nt; Paddock 
Cites Aims of the Group 


William C. Paddock, loss superintend- 
ent of the automobile, inland marine and 
fire departments of the London Assur- 
ance at the home office in New York 
City, was elected president of the Auto- 


WILLIAM C. PADDOCK 
New President 


mobile Claims Association, Inc., of New 
York at the annual meeting last week 
at Miller’s Restaurant. He succeeds Dan- 
iel J. Farrell, claim manager of the Mt. 
Beacon Insurance Co., who received 
many fine tributes from the association 
members for his work as president. 

Other officers elected to serve for the 
coming twelve months included Walter 
Schaefer, Sun Insurance Group, vice 
president; Mario Cacace, American Fi- 
delity Companies, treasurer, and Forrest 
McVean, in the claim department of the 
Hanover and Fulton, secretary. Former 
President Leslie Lloyd, Pacific Fire 
Group, was elected a trustee. 

Mr. Paddock, who served as vice presi- 
dent of the association the past year, 
states he is proud of the work the claims 
association is doing as a “vital link in 
the chain connecting the insured public 
with the insuring companies. All of us 
in the association are responsible for 
establishing a sound relationship be- 
tween the parties at interest and all of 
us have problems common to each other 
which we are in a position to air and 
discuss. I sincerely hope that the asso- 
ciation will continue to grow stronger 
in every one of its endeavors.” 


Paddock Career 


A native of Halifax, Nova Scotia, Can- 
ada, where he was born September 19, 
1921, Mr. Paddock moved to Long Island 
where he was educated at Newtown 
High School in Queens County, He en- 
tered insurance with the Marine Office 
of America, serving as loss examiner on 
inland marine claims. He joined the 
London in 1948 as an automobile and 
inland marine examiner and in 1949 was 
appointed loss supervisor of the auto- 
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DANIEL J. FARRELL 
Retiring President 


mobile and inland marine departments. 
He was promoted to his present post in 
June, 1954, when James W. Sherwood 
became loss manager of the fire, auto- 
mobile and inland marine departments. 
Mr. Sherwood is a former president of 
the Automobile Claims Association. 

Mr. Paddock’s business career was in- 
terrupted on two occasions. The first 
was in 1942, when he was called into the 
military service and the second in 1951 
when he was recalled for service. Dur- 
ing World War II he piloted a B-24 with 
the 15th Air Force and completed 33 
missions. He then returned to this coun- 
try to serve as a B-24 instructor pilot. 
His second tour of duty was an assign- 
ment at Hamilton Air Force Base as 
flight clearance officer for about seven 
months. After that he went to New- 
foundland as a pilot of a triphibian air- 
craft assigned to Air Rescue Service for 
rescue work in the northeastern part of 
the United States. He returned to the 
London at the end of 1952. 

At the present time Mr. Paddock is 
continuing his educational program at 
the School of Commerce of New York 
University. He is majoring in manage- 
ment and personnel administration. He 
will graduate next January. 
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NAII Workshop Held 
In San Francisco 


RECORD 300 DELEGATES ATTEND 





Discussions Include Family Auto Policy, 
Multiple Line Manpower, Assigned 
Risk Rates, Traffic Safety 





The third annual Workshop Meeting 
of the National Association of Inde- 
pendent Insurers, held in San Francisco 
recently, topped all previous meetings in 


both attendance and company participa- 
tion, according to Vestal Lemmon, NAII 
general manager. Over 300 delegates 
were registered, resulting in overflow 
crowds at some of the sessions. 

The family automobile policy was 
given careful scrutiny by the casualty 
underwriting panel moderated by Carl 
M. Russell, president, Meridian Mutual. 
Panel members were Clyde Cecil, man- 
ager, Colorado Farm Bureau Mutual; 
A. E. Kraus, vice president, Government 
Employes; Henry L. Moffett, vice presi- 
dent of the Secured; S. J. Passen, under- 
writing manager, Automobile Club Inter- 
Insurance Exchange; Norval Reamer, 
assistant underwriting manager, Detroit 
A Inter-Insurance Exchange, 
and Wimmer, underwriting man- 
ager, “of ‘Republic Indemnity of America. 

It was noted that the family automo- 
bile policy was not introduced without 
giving rise to some problems. One prob- 
lem cited was that since the policy be- 
came effective a number of municipalities 
have canceled the coverage which they 
had been carrying protecting their liabil- 
ity against accidents or losses involving 
police vehicles of the private passenger 
type. It seemed to be the feeling of 
most of those present that it was not 
the original intent that the coverage be 
thus extended without some premium 
consideration. 

Several company representatives indi- 
cated that their companies for some time 
have been keeping statistics relating to 


underwriting by occupation and_ that 
preliminary results seemed to indicate 
definite trends within occupational 
groups. 


Insuring of foreign-made automobiles 
was also discussed. There was agree- 
ment that current rates were normally 
adequate for liability, but that physical 
damage was taking a beating, mostly 
because repairs and replacement parts 
had to be imported. 

One _ thought- provoking suggestion 
which came out of the multiple line ses- 
sion ran head on into the current pack- 
age policy popularity. It was argued 
that while package policies are currently 
profitable, they will not necessarily re- 
main so because of an increased claims 
consciousness which may develop when 
people find out just how extensive the 
coverage they have is. 


Getting Multiple Line Underwriters 


On the matter of securing adequate 
technical personnel for companies enter- 
ing the multiple line field, there seemed 
to be no one set approach. Some felt 
that the most economical method was 
the cross training of fire and casualty 
underwriters already on their staffs. 
Others felt this to be too long a process. 
Highly skilled underwriters were the 
making the multiple line business, they 
pointed out. The best and quickest way 
of getting the necessary skills was to 
hire them from the outside. Some mul- 
tiple line underwriters in the audience 
expressed appreciation of this viewpoint. 
This panel was moderated by Henry L. 
Moffett, vice president of the Secured. 
Panel members were W. J. Heinrich, as- 
sistant vice president of the Allstate and 

(Continued on Page 40) 


Emile Zola Berman to Talk 
At Ins. Buyers Dinner May 7 


Emile Zola Berman, eminent trial 
counsel, New York, will be the guest 
speaker at the semi-annual dinner meet- 
ing of American Society of Insurance 
Management, Inc., to be held May 7 
at Hotel Statler, New York. Mr. Berman 
won international recognition as the de- 
fense attorney for Marine Sergeant 
McKeon in the court martial trial at 
Parris Island. “Life Magazine” devoted 
an article to Mr. Berman last August. 

The “Life” article said: “The bulk of 
his trial work is concerned with accident 
cases but he is anything but an ambu- 
lance chaser. He represents insurance 
companies and property owners who are 
defendants in such actions as often as 
he pleads for injured plaintiffs. Large 
law firms also employ Mr. Berman to 
appear for them in difficult jury cases 
just as general practitioners call in a 
specialist in surgery for major oper- 
AtIONS 2 


NAIL Revise Assigned Risk 
Statistics Plan Details 


The National Association of Independ- 
ent Insurers has revised its statistical 
plans on assigned risk business, Vestal 
Lemmon, general manager, has an- 
nounced. The new plan, in addition to 
coding statistics by class, territory and 
state, will permit the separation of so- 
called “clean risks” from risks with sur- 
charges. 

Mr. Lemmon said that the accumula- 
tion of (Such data would put the com- 
panies “in a much better position to 
evaluate risk rating structures.” 





General Reins. Promotes 
Hawley to Claim Manager 


General Reinsurance Corp. announced 
on April 17 that Holly W. Fluty, its 
vice president and counsel, has _ relin- 
quished his duties as claim department 
manager and will devote full time to 
legal matters for the company. 

A. M. Hawley, formerly assistant sec- 
retary, has been promoted by General 
Reinsurance to secretary and manager 
of the claim department. 


Randolph E. Brown 
Elected Exec. V. P. 


NEW AMERICAN SURETY POST 





Has Served Company Since 1935; J. C. 
Barrows, A. R. Fredericks and 
K. J. Heindel Promoted to V.P.’s 





Randolph E. Brown, vice president in 
charge of agencies and production, has 
been elected to the newly-created _posi- 
tion of executive vice president of Amer- 
ican Surety Company, it was announced 
April 16 by William E. McKell, president. 
John C. Barrows, comptroller; Alanson 
R.- Fredericks, general counsel, and 
Kenneth J. Heindel, manager of the fire 
insurance department, have been elected 
vice presidents. 

Mr. Brown is also vice president and a 
director of the American Life of New 
York, affiliate of American Surety, while 
Messrs. Barrows and Fredericks are 
comptroller and general counsel, respec- 
tively, of the life company. 

Mr. Brown joined the company in its 
agency and production department in 
1935 after over ten years as a local 
insurance agent. As district supervisor 
and later superintendent of agencies, he 
came in close contact with American 
Surety’s branch offices and agents 
countrywide. 

At various times, he served as branch 
manager in Milwaukee, Dallas, Scranton, 
New York and Brooklyn, returning to 
the home office in 1955 when he was 
elected vice president. 

Mr. Brown was graduated from Prince- 
ton in 1920 where he was elected to Phi 
3eta Kappa, and he is now a member 
of Princeton’s Graduate Council. 


Careers of Barrows, Fredericks, Heindel 


Mr. Barrows joined American Surety 
Company in 1932, was elected deputy 
comptroller in 1942, comptroller in 1944, 
and comptroller of American Life in 
1956. He is the immediate past president 
of the Association of Casualty Account- 
ants and Statisticians and a member of 
the Comptroller’s Institute of America. 

A graduate of Hobart College, (A.B. 
degree), he later took his M.B.A. degree 
from Harvard Graduate School of Busi- 
ness Administration. He is a member of 
the Kappa Alpha Society and Phi Beta 
Kappa. 

Mr. Fredericks joined American Surety 
in 1936 and was appointed assistant gen- 
eral counsel in 1952. He was elected 
general counsel in 1955, and of American 
Life of New York in 1956. He received 
A.B. degree from Amherst and L.L.B. 
degree from Syracuse College of Law. 
A member of the New York Bar Asso- 
ciation, and the International Association 
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RANDOLPH E. BROWN 


of Insurance Counsel, he is vice chairman 
of the fidelity and surety committee of 
the section of the American 
3ar Association, the author of 
articles on insurance law. 

Mr. 
the Amherst Club, 
Club of New York 
Society. He is a member of the Masonic 
Order, being both a Shriner and a Knight 
Templar. In Stamford, Conn., where he 
resides, he is Republican minority leader 
on the board of representatives. 

Mr. Heindel joined American Surety 
in 1956 as manager of its newly created 
fire insurance department. With more 
than 28 years’ experience, he is widely 
known in this field and has contributed 
materially to the successful expansion cf 
American Surety’s volume since its entry 
into direct fire writing a year ago. He 
attended Newark University and New 
York University. 


insurance 
and is 


Fredericks holds memberships in 
Casualty & Surety 
and the Insurance 


New Hartford A. & I. Posts 
For Conway, Shine, Wieda 


James N. Conway, Jr., Elmer P. Shine 
and Emil P. Wieda are named to the 
newly created positions of assistant man- 
agers in the Hartford Accident & In- 
demnity’s Newark, N. J. office. 

In addition to administrative respon- 
sibilities, each man will supervise spe- 
cific underwriting areas: Mr. Conway in 
surety and fidelity hondings: Mr. Shine 
in liability, workmen’s compensation, 
burglary, plate glass and A. & S. and Mr. 
Wieda in automobile insurance. 

Mr. Conway, New York University 
graduate, joined the company in 1930 as 
superintendent of the fidelity and surety 
department at Newark after several 
years’ field and underwriting experience. 
He is a past president of the Surety Un- 
derwriters Association of New Jersey. 

Mr. Shine came to the Hartford Acci- 
dent in 1929 as supervisor, renewal de- 
partment at Newark. In 1931 he was 
made underwriter and later, supervising 
underwriter of all casualty lines except 
automobile 

Mr. W ieda became an underwriter in 
the company’s New York office in 1923 
and was transferred to Newark in 1928 
as an automobile underwriter. He be- 
came supervising automobile underwriter 
in 1945. He saw service in the Navy 
during World War II. 


California Hearing Dates 
California Insurance Commissioner F. 
3ritton McConnell has sct public hear- 
ings in San Francisco for May 6 and 
Los Angeles May 8 on proposed changes 
in the classification of risks and premium 
rates and system of merit ratings relat- 
ing to workmen’s compensation insurance 

and employers’ liability insurance. 
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Advantages of CPCU 
Given by S. M. Williams 


1,700 NOW QUALIFIED 
Calls Attainment of This Designation 
“An Investment for the Future”; 
How Industry Benefits 


NEARLY 


meaning and objectives 
Casualty 


Samuel 


The 
of the 


purpose, 

Chartered Property 
Underwriters were discussed by 
M. Williams, Jr., 
the Maryland Casualty 
office, at April 10 
Association of the 


manager of 
York 


the 


assistant 
Co.’s New 
the meeting of 
Underwriters 
City of New York. 

Tracing the history and advantages of 
the CPCU designation, Mr. Williams 
said that the designation has been 
awarded by the American Institute for 
Property & Liability Underwriters since 


Bond 


the inception of the Institute in 1942, 
and “it evidences the fulfillment of sat- 
isfactory insurance experience, the suc- 
cessful completion of a series of com- 


prehensive examinations, and the accept- 
ance of a strict code of ethical conduct.” 


That the five examinations are indeed 
comprehensive, said Mr. Williams, 1s 
indicated clearly by the two examina- 


tions on “Insurance ee and Prac- 
tices” alone. They “include questions 
not only on specific coverages of various 


policies, but also on the theory and 
economics of insurance, as well as types 
of insurance carriers, financial factors, 
agency and brokerage problems, loss 
adjusting and prevention, and almost 
everything pertaining to this complex 


business of ours.” 


The other three examinations, Mr 
Williams added, are on general educa- 
tion, business and insurance law, and 
accounting, finance and agency manage- 
ment. 


Growth of CPCU Movement 
CPCU 


The growth of the movement, 


said Mr. Williams, is indicated by the 
fact that in 1943, when the first exam- 
inations were given, only six qualified 
for the designation, whereas today there 


are almost 1,700 who have qualified. 

Mr. Williams obtained his own CPCU 
designation in 1944, being among the first 
18 in the country to receive it. He is a 
past president of the New Jersey CPCU 
chapter 

Attainment of the CPCU 
Mr. Williams stressed, is an 
for the future, since a broad _ under- 
standing of insurance and its related 
will provide such an investment 

career underwriter and for the 
insurance industry. 

“Not only will the industry benefit 
result of a deeper realization by 
its representatives of the problems of 
the insurance field as a loka but rela- 
between insured and insurer will be 


designation, 
investment 


fields 
for the 


as a 


tions 
greatly my a As the underwriter 
raises his level of service to his clients 


i 
and as he becomes a leader in his com- 


munity, the entire industry will enjoy 
more fully its proper status in the social 
and economic structure. It follows that 


underwriter to 

become that of a coun- 
selor and his own career vision will be 
broadened and strengthened, thereby 


the relat ionship of the 
} client S will 





emphasizing still further the CPCU’s 
investment for the future.” 

Ronald Koseluk of the Yorkshire, vice 
president of the Bond Underwriters As 
sociation, presided over the meeting. 


Car Reregistration 


. - 
Requirement in N. Y. 

The New York Motor Vehicle 
has issued a statement 
owners that under the new compulsory 
insurance law any change of cars, 
whether trading one for another, or 
trading in an old car for a new car, 


Bureau 
reminding car 


means “reregistration” of the newly ac- 
quired car and the obtaining of a new 


certificate of insurance 


new Car. 


describing the 


Pacific National Fire 
Executive Promotions 


President John A. Steel of Pacific 
National Fire, San Francisco, announces 
the following promotions: 

4 4 


J. McGuire, assistant manager, 
eastern division, has been named _ vice 
president. Patrick Magarick, claims 
manager of the Group, is promoted to 
assistant vice president and _ secretary. 


John Riddell, staff assistant for casualty, 
and budget director, is elected secre- 
tary. These executives hold similar po- 
sitions in other companies of the Group. 

Mr. McGuire, native of Philadelphia, 
was formerly assistant regional manager 


of Royal-Globe Group, Pittsburgh. He 
joined Manufacturers Casualty in 1954 
and was appointed assistant casualty 


manager of the eastern division. He 
became a vice president of Manufac- 
turers Casualty in 1956, and subsequent- 
ly, assistant division manager. 

Mr. Magarick is in charge of all claims 
operations for the Group. A graduate of 
Dickinson Law School, he holds an 
LLM from Brooklyn Law School and 
is admitted to the New York Bar. He 
was formerly attorney-in-charge for the 
National Surety in New York, joining 
Manufacturers Casualty in 1955 as sec- 
retary and general claims manager. He 
is the author of two books—‘Success- 
ful Handling of Casualty Claims” and 
“Check List for the Successful Handling 
of Casualty Claims.” 

Mr. Riddell, graduate of 
Manufacturers 


Pace Insti- 


Casualty 


tute, came to 

in 1947 after many years of administra- 
tive experience. He was appointed con- 
troller in 1948 and treasurer in 1950. 


In 1953 he was transferred to the execu- 
tive offices in San Francisco. Last year 
he was named budget director for the 
Group. 


Tanz Named Brooklyn Mgr. 
By Fidelity & Casualty 


Fidelity & Casualty, member of 
Fore Group, has appointed 
Manuel J. Tanz as resident manager at 
Brooklyn, N. Y., succeeding William J. 
Culbert who has been transferred to the 
Hartford office. 

\ native of Brooklyn, Mr. Tanz at- 
tended the local schools and in 1947 was 
appointed an agency supervisor in the 
home office agency department in New 
York City. P reviously he served in both 
the home office and eastern branch of- 
fice in top underwriting capacities. 

He has made substantial contributions 
to America Fore’s educational and 
training program and was awarded a ci- 
tation for outstanding services by the 
New Jersey Association of Insurance 
Agents 


The 


America 


Swart Named Casualty V. P. 
Of the Fire Assn. Group 


Samuel H. Swart has been elected vice 
president of the Fire Association of 
Philadelphia, Reliance Insurance Co. of 
Philadelphia and Eureka Casualty Co. 
He will be in charge of casualty opera- 
tions of the companies in the hez ad office. 

Before joining Fire Association Mr. 
Swart was vice president of Security of 


New Haven and the Connecticut Indem- 
nity Co. He has spent his entire career 
in insurance, having originally joined 


after attending 
Subsequently he 
& G. and the 


the Fidelity & Casualty 
University of Virginia. 

was with the U. S. F 
Aetna C. & S. 


Elect Watson Asst. Sec. 


The election of William A. Watson as 
assistant secretary, Indemnity Co. of 
North America, Philadelphia, is. ‘an- 
nounced by John A. Diemand, president. 

Mr. Watson joined the company in 
1946 as special agent in Cleveland and 
was promoted to assistant manager in 
1950. He was made manager of the 
in 1952. Mr. Watson is 
of William Jewell College, 


Cleveland office 
a graduate 
Liberty, Mo. 
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PREMIUMS TOP $800 MILLION 


American Mutual Ins. Alliance Reports 
7.3% Increase in ’56 for Member 
Cos.; Losses Incurred 58.7% 


The casualty insurance companics 
members of the American Mutual In- 
surance Alliance of Chicago wrote $801,- 
005,167 in premiums in 1956, an increase 
of 7.3% over 1955, 
reported. Business written 


that association has 


iby these 25 


companies is about ‘half of that written 
by the 205 mutual casualty insurers of 
the nation, according to the Alliance. 


For the group of companies ratio of 
losses incurred to premiums earned was 
58.7% in 1956 as compared with 55.3% in 
1955. Ratio of underwriting and loss ad- 
justment expense incurred to premiums 
earned was 30.3% in 1956 as compared 
with 30.0% in 1955. Other comparisons 
of 1956 with 1955 were as follows : 

Admitted assets increased 5.5% to $1,- 
423,705,380. Surplus to policyholders in- 
creased 3.3% to $292,301,469. Net losses 
paid increased 13.3% to $415,269,549. 
Premiums earned actenaee 6.9% to $790,- 


524,201. Losses incurred increased to 
13.5% to $463,840,122. Underwriting and 
loss adjustment expense incurred in- 


creased 7.9% to $239,202,628. The Alli- 
ance also reported that net underwriting 
gain decreased 20.0% to $87,481,451, and 
savings returned to policyholders in- 
creased 3.3% to $100,294,774. 

Changes in assets of the companies as 
a group showed small decreases in hold- 
ings of cash and Federal bonds, and a 
small increase in holdings of state and 
municipal bonds. Assets as of Dec. 31, 
1956, were classified as follows: cash 
5.0%; Federal bonds 35.2%; state and 
municipal bonds 27.99 other bonds 

8%; stocks 98%; real estate 2.7%; 
mortgage and collz teral loans 0.2%; and 
all other admitted assets 5.4%. 


Amendment to Workmen’s 
Comp. Law Approved in N.Y. 


Governor Averell Harriman of New 

York has approved the bill amending the 
workmen’s compensi ition law to take out 
of the statute of limitations now pro- 
vided in the law, injuries caused as a 
result of ironizing rz adiation or exposure 
or contact to zirconium. 

In approving the bill, Governor Harri- 
man issued this statement: “Studies 
made by the Joint Legislative Committee 
on Labor and Industry during the past 


year have disclosed that the effects of 
ironizing radiation often are undetect- 
able for periods of two to ten years. 
Now, by statute, a claim for compensa- 
tion must be filed within two years of 
the date of injury. Injuries resulting 
trom contact with ironizing radiation 
might not be compensable if not. dis- 


covered within the two year period. This 
bill should be approved in that it en- 
hances the opportunities of the employes 
affected by the measure to receive com- 
pensation for an injury caused by his 
employment and which might not be 
detected _by him for an indefinite period 
of time.’ 


GUENTHER NAMED BOND SUPT. 
David H. Guenther has been appointed 
superintendent of bonds at the Buffalo 
branch office of American Surety. Mr, 
Guenther started as a special agent in 
1955. He graduated from University of 
Buffalo with a B.S. degree in 1952. 





F. & D. Co-Surety on Two 
Calif. Jobs for $85 Million 


The execution of contract bonds coy- 
ering two California 
jects costing more than $85 million has 
announced ‘by the Fidelity & De- 
The two contracts were awarded 
recently by the United States 
of Reclamation. 

The larger 
million, is for 
Dam in Trinity County. 


construction pro- 
been 
posit. 
sureau 
project, for nearly $49 


construction of Trinity 
The earth-filled 


structure will be 2,450 feet long at its 
crest, and more than 500 feet high. 
F. & D. reports it has underwritten 


772% of the liability of the performance 
and payment bonds covering this project, 
in a limited co-surety arrangement with 
Massachusetts Bonding Co., and Hart- 
ford Accident & Indemnity, which as- 
sumed responsibility for 124% and 10%, 
respectively 

The other project, to cost over $36 
million, is for the construction of an 
ll-mile tunnel, 17 feet in diameter, to 
south 


carry water from Lewiston Dam, 
of Trinity Dam, to Whiskeytown Dam 
on the Clear Creek. The F. & D. is 


handling 47%2% of the performance and 
payment bond liability in a limited co- 
surety arrangement with Hartford Acci- 
dent & Indemnity and the Federal, which 
will cover 424% and 10%, respectively. 

The Clear Creek Tunnel is scheduled 
for completion in the winter of 1961, the 


Trinity Dam in the spring of 1962. 
Fidelity & Deposit is surety for two 
of the contractors—Morrison-Knudson, 


Inc., and Macco Corp.; Hartford Acci- 
dent for Shea Co. and H. J. Kaiser Co., 
and Federal Insurance through Chubb & 
Sons, for the Raymond Concrete Pile 


Go. 


Insureds Facilities Corp. 
Leases at 156 William St. 


Insureds Facilities Corp. of New York 
has leased the major portion of the 
street floor in the new six-story building 
extension being added to 156 William 
Street, which completes renting of this 
enlarged structure, according to Ivor B. 
Clark and Erwin S. Wolfson, owner- 
builders. 

The long term leasing transaction, ne- 
gotiated by Benjamin Stilphen of Ivor 
B. Clark, Inc., broker, brings the over- 
all number of tenants in 156 William 
Street to just six companies. They in- 
clude Zurich-American Insurance (Cos., 
Commercial Union-Ocean Group, Atlan- 
tic Mutual, General Mills, Inc. and Esso 
Shipping Co., subsidiary of Standard Oil 
CN Ja): 

The new addition, scheduled for com- 
pletion this month, blends architecturally 
with the existing 156 William Street 
structure, replacing three five-story 
buildings at 158-162 William Street. The 
overall building occupies a total plottage 
of 19,000 square feet. 


PENDERGAST TO SYRACUSE 

The Royal-Globe Group has appointed 
Thomas J. Pendergast as superintendent 
of the bonding department in its Syra- 
cuse regional office. 

A graduate of Sienna College, Mr. 
Pendergast served with U. S. Marine 
Corps in World War IT and the Korean 
conflict. For the past five years he has 
= iahg as bonding manager for Fireman’s 
‘und, 
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TARGET: TOP MANAGEMENT 


Atna Casualty tells its large-risk story in the 
nation’s leading business publications 


This ad is 
appearing in 


+ Joe \ational lacarance Baser 


Fortune, May 

Time, April 15 

Newsweek, May 6 

Business Week, April 27 

Wall Street Journal, April 18 
National Insurance Buyer, May 
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FETNA CASUALTY lp 


AND SURETY COMPANY 








Shown above is the first of a new 
series of AETNA CASUALTY ad- 
vertisements directed to America’s 
top business executives. 


A=TNA CASUALTY 
AND SURETY COMPANY 


Affiliated with ATNA LIFE INSURANCE COMPANY © STANDARD FIRE INSURANCE COMPANY 
Hartford 15, Connecticut 


ALL FORMS OF 
CASUALTY, BONDING, FIRE AND MARINE PROTECTION 


Watch for future ads in this new series in these same publications 
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1956 National Traffic 
Engineering Award 


WON BY HERBERT J. KLAR 
Association of Casualty & Surety Com- 
panies Recognize $180 Plan That 
Reduced Accidents 47% 


only $180 led to 
accidents and 


Changes wick: cost 
a 47% reduction in traffic 
the elimination of fatalities at a heavily 
traveled intersection in East Windsor, 
N. J., and won top recognition in the 
1956 national trafic engineering com- 
petition sponsored by the Association 
& Surety Cos. 

chief of the traffic 
engineering section, New Jersey Depart- 
Law and Public Safety, sub- 
mitted the winning example. A framed 
certificate and a cash award of $100 was 
presented to him recently by Robert J. 
Allen, assistant manager of the associa- 
tion’s accident prevention department. 

Mr. Klar’s winning recommendation 
was for the addition of two traffic signal 
lights at the intersection of U. S. Route 
130 and Stockton Street in East Wind- 
sor, N. J. Although this intersection al- 
ready was marked by six light units and 
was considered a well-designed signal 
layout, it was the scene of 58 accidents, 
48 injuries and one fatality in the years 
1949 through 1951. 

In the three years following the in- 
stallation of the roam lights, acci- 
dents dropped by 47%. There were only 
23 injuries and no Eibeies at the inter- 


of Casualty 


Herbert J. Klar, 


ment of 





section. 

Major factors considered by the judges 
include effectiveness of a project in re- 
ducing eaheats and traffic delay or 


relationship of the 
cost of the im- 


congestion and the 
value of benefits to the 
provements made 


Judges of the 1956 competition were 
representatives of leading organizations 
interested in traffic safety: M. L. Shad- 
burn, American Association of State 
Highway Officia Ray Ashworth, In- 
sec ie wee iation of Chiefs of 
Police Seburn, Yale Bureau 


Thomas J 
7 Traffic; 
Safety Council; 
Miller, Jr., Institute of 
The annual program, which was begun 
in 1938, is open to all traffic engineers, 
highway officials and others interested in 
improving traffic safety. Entries may be 
sent at any time during the year to the 
accident paadiconay department, Asso 
ciation of Casualty & Surety Companies, 
Y 


Edward L. Smith, 
and William J. 


Traffic Engineers 


of Hig 
National 








60 John Street, See York 38, N. 
Willia n E. Co reill, director of the asso- 
ciation’ s traffic engineering division, is 
in charge of the competition. 


Allstate Speeds Up Auto 
Adjusting on Long Island 


Auto pl claim settle- 
au, Queens and 
York State are 
Insurance 


ivsical damage 
1 Kings, Na 
counties in Ne 





me nts 





being accelerated by Allstate 

Company through a claim dispatcher 
system and “drive-in” claim service of- 
fices, according to William F. Powers, 
manager of the Long Island regional 


office 
“Claim dispatching from a central 
1 methods pioneered 
by our firm to offer improved service 


omee, one o! two 


to our customers, was installed in all 
of our claim offices in 1956,” Mr. Powers 
said. “The second method is the use of 
drive-in adjustment centers which we 
began several years ago.” 

Under the claim dispatcher system all 





Janning and all assigning of physical 





nage claims are done systematically 

a central point so that the entire 
adjustment force can be coordinated to 
produce faster results. The system cen- 
ters around the dispatcher who, main- 
taining constant contact with the field 
staff and — their movements, can 


a member of the ad- 
as the location of 
inspected becomes known. 


4ssign a Claim to 


juster team as rapidly 
the car to be 


SMITH REINSURANCE MGR. 


Occupies This Post with Stewart, Smith 
& Co., Inc.; Has Background of 15 
Years in This Field 
David W. Smith is now settled in his 
new post with Stewart, Smith & Co., 
Inc. of New York as manager of its re- 





DAVID W. SMITH 


insurance department. His appointment 
was recently announced by George J. 
Stewart, president of the company. 

Mr. Smith brings to Stewart, Smith & 
Co. a background of 15 years’ experience 
in reinsurance work obtained with Guy 
Carpenter & Co., New York. With that 
firm he handled all forms of reinsurance, 
excess of loss, treaty, and supervised its 
facultative dep: irtment. He had the rank 
of assistant vice president. 

Mr. Smith, married, resides in Bronx- 
ville, N. Y. and has three children. He 
is a graduate of Union College. 





The average time lapse from the receipt 


of the claim from the customer until 
the time of inspection, including week- 
ends, is three days for claims handled 


through the dispatcher system. 
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Increases in Ala., N. Dakota 
Revised automobile insurance rates for 
Alabama and North Dakota have been 
announced by the National Bureau of 
Casualty Underwriters, for private pas- 
senger and commercial cars by National 
Automobile Underwriters Association 
for automobile materia] damage. The 
effective date was April 

In Alabama rates are increased for 
all car classifications. The National Bu- 
reau announces that increases for cars 
without male operators under 25 years 
of age range from $3 to $7. Rates for 
cars owned or operated by married men 
under 25 and family cars with young 
male operators increases range from $6 
to $8. For cars owned or principally 
operated by unmarried men under 25, 
“which are the most hazardous class of 
private passenger car risks” the rate 
increases are $10 to $14. The commercial 
car rate changes result in a statewide 


increase of approximately 17%. 
The NAUA announce increases in 
comprehensive premiums for popular 


competition and compulsory automobile 
insurance was staged by the Insurance 
Women of New Jersey at their March 
monthly meeting at the Essex House, 
Newark. Participants were Donald An- 
derson, special agent, Home of New 
York; Arthur Slack, agent in Clifton, 
N. J., and John Grote, Jr., special agent, 
Home of New York. 





priced new private passenger cars of 
$2. Private passenger auto premiums for 
$50 to $100 deductible are increased 4% 
to 10% in most of Alabama. Collision 
premiums for unmarried men under 25 
are increased approximately 30%. 

In North Dakota the National Bureau 
announced increases of from $2 to $9 for 
cars without male operators under 25. 
The young married man under 25 rate 
increases from $5 to $12. Unmarried 
men under 25 rates are increased from 
$21 to $33. The NAUA stated that pre- 
miums for comprehensive coverage had 
been increased $5 for popular priced 
automobiles. By purchasing comprehen- 
sive insurance on a $50 deductible basis 
the insured can save as much as 40%, 
the NAVA states. Premiums for col- 
lision for unmarried men under 25 have 
increased 30% in North Dakota. 
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Application Forms, Sales Aids, 
Prospect Finding Guide 
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Court Decisions Reviewed 
By Wilbur M. Jones, Attorney 





The following decision, involving a suit brought by a wife who was a passenger in 
a corporately owned vehicle, has been highspotted by Wilbur M. Jones, attorney in 
Continental Casualty’s eastern claim department. The carrier’s contention in the case 


was sustained by the Court. 


No Coverage Under Corporate Auto 
Liability Policy for Spouse 


Section 167, subdivision 3, of the In- 
surance Law reads as follows: “No policy 
or contract shall be deemed to insure 
against any liability of an insured be- 
cause of death of or injuries to his or 
her spouse or because of injury to, or 
destruction of property of his or her 
spouse unless express provision relating 
specifically thereto is included in the 
policy.” 

The above-quoted provision of the In- 
surance Law was held to deny coverage 
to one spouse when he sought coverage 
under a corporation’s automobile lia- 
bility policy where the corporation was 
being sued for personal injuries by his 
wife. The insurance carrier was the 
Public Service Mutual Insurance Co., 
N. 

The issue was presented when a wife, 
a passenger in a corporately owned 
vehicle driven at the time of the acci- 
dent by her husband, brought an action 
for personal injuries against the cor- 
porate owner of the vehicle. 

By a third-party action for indemnity, 
the corporation cross-claimed against the 
husband upon the premise that any in- 
jury suftered by the wife was caused 
by the husband’s active negligence, the 
corporation’s liability being grounded 
solely upon the basis of status, as owner 
of the vehicle. 

Carrier Denied Husband Had Coverage 


Upon being sued by the corporation 
the husband sought to obtain coverage 
as an omnibus assured under the cor- 


poration’s automobile liability policy. The 
Public Service Mutual denied that the 
husband had coverage under its policy 
and disclaimed liability. Thereupon the 
husband cross-claimed against the car- 
rier by means of a fourth-party action, 
claiming he was an insured under the 
corporate automobile liability policy and 
entitled to be indemnified by the carrier 
for the claim asserted against him by the 
corporation, 

The carrier’s defense was that under 
the above-quoted provision of Section 
167 of the Insurance Law the husband 
had no coverage under its policy since 
the policy did not contain an express 
provision for liability between spouses. 
The Court sustained the carrier’s con- 
tention. 

In its opinion the Court stated: “The 
moving parties contend, however, that 
this statute is inapplicable to the case at 
bar since the policy was issued to a 
corporation of which the plaintiff could 
not be deemed a spouse within the con- 
templation of the statute. The policy, 
however, includes in its “Definition of 
Insured” not only “the named insured,” 
but “also * * * any person * * * using 
the jautomobile * * * with the permis- 
sion” of the named insured. Inasmuch 
as the statute speaks of the “liability of 
an insured” and the injured plaintiff's 
husband, the fourth-party plaintiff, was 
an insured within that definition, the 
court is constrained to hold that the 
provisions of the statute are applicable, 
absent an express provision in the policy 
for the liability of such insured for in- 
juries to his spouse.” (Reis v. Economy 


Hotels, 4 Misc. 2d, 146, 148.) 





Virginia Agents’ Meetings 
On Auto Cover Problems 

The Virginia Association of Insurance 
Agents has scheduled five regional edu- 
cational meetings this month devoted to 
the Family Automobile Policy, family 
protection coverage, compulsory auto 
insurance and the unsatisfied judgment 
funds. The time schedule is as follows: 

April 22, Martha Washington Inn, 
Abingdon; April 23, Natural Bridge Ho- 
tel, Natural Bridge; April 24, George 
Washington Hotel, Winchester; April 
25, John Marshall Hotel, Richmond; 
April 26, Williamsburg Lodge, Williams- 
burg. 

Frank G. Holzhauer, Royal-Globe In- 
surance Group, New York, will speak on 
the new family automobile policy, its 
background and coverage. At the April 
22, 23 and 24 meetings Ray M. Gallo- 
way, State Capital Insurance Co, 
Raleigh, N. C., will speak on the family 
protection coverage (uninsured motorist 
endorsement); compulsory automobile 
insurance and the unsatisfied judgment. 

At the April 25 and 26 meetings Wil- 
liam A. Aimone, CPCU, State Capital, 
will speak on the same subjects. 


W. J. Rile, Well Known to 


Insurance People, Has Retired 
_Asa L. Shipman’s Sons, 1 Hudson 
Street, New York, has announced the 
retirement of William J. Rile, former 
partner and manager, who has_ been 
actively associated with the firm for over 
60 years. Mr. and Mrs. Rile were hon- 
ored at a luncheon tendered recently 
by the staff. 

Insurance, banking, brokerage, public 
utility and manufacturing firms are lead- 


UJ Fund Bill Introduced in 
N. Carolina Legislature 


An unsatisfied claim and judgment 
fund was recently introduced in the 
North Carolina Legislature. Uninsured 
motorists would be required to pay $8 
into the fund when purchasing regis- 
tration. The fund would pay unsatis- 
fied judgments up to $10,000 when an 
uninsured motorist was unable to do so. 
The motorist would lose his driver’s li- 
cense until the fund was repaid at 4% 
interest. 

Another North Carolina legislative 
proposal introduced at the same time 
would strengthen the financial responsi- 
bility act. This bill is designed to break 
a log jam in the courts of petitions for 
review in cases where the State Commis- 
sioner of Motor Vehicles has ordered 
the suspension or revocation of a driver’s 
license under the responsibility act. 
Some 1,000 such petitions, which en- 
able a motorist whose license has been 
suspended to continue to drive pending 
court action, are currently pending in 
the courts. 

The proposed bill, backed by the State 
Judicial Council, would provide that if 
a petition is not heard within 60 days 
after the Commissioner answers it, the 
Commissioner’s order suspending a_ li- 
cense shall take effect. Introduced 
earlier under other sponsorship was a 
compulsory insurance bill. 





ing customers of Asa LL. Shipman’s Sons, 
which was founded in 1837 and pioneered 
in the manufacture of binders and other 
devices for the preservation of business 
books and records, Owned and operated 
by a direct descendant of the founder, 
the firm celebrates its 120th anniversary 


on April 30. 











EXPLORER 


H. G. B. Alexander: chief executive of Continental 
from 1906 to 1928; one of the audacious, imagina- 
tive explorers who have spurred Continental into a 
ceaseless search for new forms of insurance, new risks 
to insure. 


During Continental’s Diamond Jubilee, remember what 
this unbroken tradition of exploration, this bold search, 
means. A guarantee, backed by 60 years of delivering 
the goods, that Continental will give you modern cov- 
erages that properly protect your clients. 


The point? In an age when the whole fabric of American 
life and business is being swiftly rewoven, clients de- 
mand protection that fits the mew needs of today and 
tomorrow. No one is better suited to supply it than 
Continental. Couldn’t you do more business, then, 
backed by the pioneer? 


CONTINENTAL 


CASUALTY COMPANY Chicago 4, Illinois 
1897— Diamond Jubilee Year—1957 


A MEMBER OF THE CONTINENTAL-NATIONAL GROUP 
OFFICES ACROSS THE NATION...ONE NEAR YOU 
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NAII Workshop Meeting in San Francisco 


(Continued from Page 35) 


Don Johnson, vice president - underwrit- 
ing for Nationwide Mutual. 

In the session on assigned risks, the 
pros and cons of uniform rates and cov- 
erages were aired at length with no 
concert of opinion apparent. One point 
made against uniform rates was that it 
might seem contradictory for a company 
to urge uniformity for assigned risks, 
but oppose such uniformity in other 
phases of the business. 

With respect to the use of exclusion 
endorsements and limitation endorse- 
ments on assigned risk policies, it was 
the consensus that if a company used 
them on normal business it should be 
permitted to use them on assigned risks, 
also. Moderator of this panel was A. 
E. Kraus, vice president, Government 
Employes. Panelists were M. F. Coon, 
vice president, Inland Mutual; Stewart 
Dillingham, vice president, Public Na- 
tional; Wendell R. Freeman, general 
underwriting superintendent of State 
Farm; D. E. Johnson, vice president - 
underwriting, Nationwide Mutual and 
Henry L. Moffett. 


Electronic Machine Techniques 


In the statistical session considerable 
interest was shown in the application of 
techniques developed as a_ result of 
working with the huge “electronic brain” 
machines to smaller machines which 
most companies already have. Some 
companies indicated that they were at 
the moment in the planning stage of 
adapting such techniques to their equip- 
ment. The general feeling seemed to 
be that a company should not sit back 
and wait for the larger machines to be- 
come available. Rather, they should be- 
gin at once to seek new ways to use 
the,machines already on hand. 

Keen interest was also shown in rate- 
making procedures for independent com- 
panies and the utilization of NAII ex- 
perience compilations. A discussion of 
graduated fire rates produced no report- 
able conclusions, except that the concept 
was too new and required considerable 
study. Panel members for the statistical 
session were Irvin L. Muszynski, reports 
supervisor for the Allstate; R. F. 
Bullock, statistician, General Mutual; 
Robert C. Willis, secretary of National 
Mutual of D. C.; Philip Kates, actu- 
ary, Southern Fire & Casualty; and 
James F. Gill, NAII actuary. George 
\. Peery, Government Employes actu- 
ary, was moderator. 


UM Coverage Discussed 


The claims workshop was split into 
three parts. In the first one, moderated 
by Robert Denton, vice president of 
Wolverine, the panel discussion con- 
cerned the handling of claims under the 
uninsured motorist coverage. There was 
some apprehension in the industry when 
the coverage was originally introduced 
that conflict of interest problems might 
arise between insurer and_ insured. 
There was also fear of a large number 
of disputed claims requiring arbitra- 
tion. The panelists from companies 
which have been writing this coverage 
in New York for some 18 months re- 
ported that no serious problems of such 
nature had arisen. They also indicated 
that the number of policyholders who 
elected to retain the coverage after the 
so-called “free” period was running as 
high as 90%. 

Also in the first claims session were 
talks by E. H. he ade 8 vice president 
and secretary of Illinois National Casu- 
alty, who Sicasant the status of the 
laws governing arbitration of future dis- 
putes, and Fred Johnson, Los Angeles 
regional manager of American Arbitra- 
tion Association, who covered the role 
of that association in arbitrations under 
the UM coverage. Panel members were 
George H. Kline, vice president-general 
counsel of the Allstate; Roland P. Rich- 
ards, manager, eastern claims division 
for Zurich; Charles R. Umland, Pacific 
department claims manager, Fireman’s 
Fund; and B. G. Gottemoeller, director 


of claims policies for Nationwide Mu- 
tual. 

Alan MacLean, claims manager, De- 
troit Automobile Inter-Insurance Ex- 
change, moderated a panel on relation- 
ship between the claim departments of 
the primary carrier and of its reinsurer. 
Panelists were Carl F. Wymore, vice 
president, Employers Reinsurance Corp.; 
Donald MacKay, vice president, Inter- 
Ocean Reinsurance, and Malcom Mac- 
Gregor, assistant secretary, American 
Re-Insurance. Also, W. P. Henderson, 
president, Henderson Tire Co., Inc., re- 
ported on changing problems in the 
automobile insurance claim field, with 
particular emphasis on glass breakage. 


New Film Shown 


Claims people at the meeting also saw 
a film, “Estimatics in Action,” dealing 
with estimating automobile repair costs, 
which was produced by the Vale Tech- 
nical Institute, Blairsville, Pa. in con- 
junction with several insurance compa- 
nies. It was presented by J. Kirkham 
Jenner. Carl F. Browne, secretary, 
Beacon Mutual Indemnity, moderated 
the claims question box. 


Financial Responsibility Laws 


Kenneth F. Neu, Region IIT represen- 
tative for American Association of Mo- 
tor Vehicle Administrators then reported 
on financial responsibility laws. He 
noted that such laws had gotten off toa 
good start but an apparent sag in public 
interest and understanding had_ since 
developed. He urged the companies to 
take the initiative in a public education 
campaign to increase public awareness 
of FR. This, he said, would alleviate 
much of the pressure for compulsory. 
A. E. Spottke, vice president of the 
Allstate, was moderator of the panel 
which was composed of Mr. Neu, Mait- 
land H. Bustard, executive director, Na- 


tional Committee for Uniform Traffic 
Laws and Ordinances; Fred Williams, 
director of the driver licensing divi- 
sion, California Motor Vehicle Depart- 
ment; Richard Boyle, associate professor 
of safety education, San Francisco State 
College, and David N. Kaye, executive 
secretary, Santa Clara County (Cal.) 
Chapter, National Safety Council. 

In the traffic safety panel, moderated 
by Harry Pontius, director of safety, 
Nationwide Mutual, the proposed estab- 
lishment of a safety department by 
NAII was heartily endorsed. It was also 
suggested that the claims departments 
of insurance companies were a valuable 
source of information for safety engi- 
neers and that insurance companies 
could make a greater contribution to the 
solution ot the traffic safety problem 
if there was a concerted effort by the 
entire industry, one which commanded 
an adequate budget and which would 
give special consideration to adequate 
financing for existing community and 
other safety groups, as well as those 
groups which needed to be formed. 

Finally, Albert H. Wood, manager, 
Western Insurance Information Service, 
discussed the setup and functions of 
WIIS as related to traffic safety and 
Mr. Spottke reported on recent pro- 
posals for all-industry support of traffic 
safety. Earl Campbell, managing direc- 
tor, California Traffic Safety Founda- 
tion, with the panel members discussed 
ways and means in which individual in- 
surance companies can make the great- 
est contribution to the solution of the 
traffic accident problem. 


Peerless Insurance Writes 


City of Memphis Bond 


A public Races blanket bond for 
officials and employes of the City of 
Memphis, Tenn. and Shelby County has 
been written by A. E. Pipkin & Sons 
of Memphis. agents for the Peerless of 
Keene, N. H 
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Liberty Mutual’s Volume 
In 1956 at New High 


HAS NET PREMIUMS OF $244,261,386 


Gain of 8.2%; Chairman Black Attributes 
16.1% Increase in Losses to Growing 
Public Claims Consciousness 


Liberty Mutual of Boston produced 
total net premiums in 1956 of $244,261,- 
386, according to S. Bruce Black, board 
chairman. This was the largest annual 
production in the company’s history. It 
compares with $225,842,388 for 1955, an 
increase of $18,418,386 or 8.2%. 

Greatest dollar premium gain was in 
workmen’s compensation, Liberty’s larg- 
est line, which increased to a total of 
$110,001,338, compared with $103,685,169 
for 1955, an increase of 6.1%. Greatest 
gain percentage-wise was for A. & H. 
et which showed an increase of 
17.2% for a total of $26,843,107. Auto- 
mobile insurance, the company’s second 
largest line, showed an increase of 5.5% 
or $3,760,926, for a total of $72,649,288. 

General liability insurance showed the 
second largest percentage increase— 
16.6%, a total of $29,554,419 Mr. Black 
reported. All other lines amounted to 
TS compared with $5,020,788 for 
1955. 


Losses Showed Sharp Upturn 


Mr. Black said that insurance losses 
for 1956 showed a marked upturn, re- 
flecting an increased number of accidents 
per unit of exposure, a growing claims 
consciousness on the part of the public, 
and a consequent upward spiral of 
claims settlement costs. Losses incurred 
during the year increased 16.1% for a 
total of $153,293,387, compared with losses 
of $132,028,688 for 1955 

The ratio of losses incurred to earned 
premiums for all lines increased from 
59.2% in 1955 to 63.2% in 1956. Highest 
loss ratio advance was for general lia- 
bility insurance, which was up 13.5% 
over 1955 to 67.7%, evidence of the 
mounting cost of liability claims settle- 
ments. Auto insurance showed the sec- 
ond largest loss ratio advance, increasing 
5.6% to 58.3% for 1956. Accident and 
health loss ratios were up 3.5% to 90.1%. 
Workmen’s compensation showed the 
least loss ratio increase, advancing only 
0.4% over the past year to 59.2%. 

Mr. Black said that the company’s 
assets had been increased $26,371,217 
over the past year, totaling $464,272,328. 
Reserve funds for all liabilities have been 
increased $22,472,565 to $376,480,879, pro- 
viding a surplus above liabilities for poli- 
cyholders of $87,791,449, highest in Lib- 


erty’s history. 


Ray Melvin Names Eastern 
Group Mgr., Mass. Bonding 


The appointment of Ray W. Melvin 
as manager, Group department, eastern 
regional office of Massachusetts Bond- 
ing, has been announced by John P. 
Coffay, vice president. Mr. Melvin suc- 
ceeds Arthur E. Nolan at the New York 
office at 130 William Street. Mr. Nolan 
is being transferred to the head office 
in Boston where he will operate princi- 
pally in the New England territory. 

Mr. Melvin has been active in the 
Group field for many years, having par- 
ticipated in disability benefits sales cam- 
paigns in New York and New Jersey 
when the laws of those states were en- 
acted. He has been regional Group man- 
ager of other companies since 1951. 

The Group department at the New 
York office of the company will be ex- 
panded substantially to better service 
the agents and brokers in the eastern 
area, which comprises New York, Con- 
necticut, Pennsylvania, Delaware, Mary- 
land, and the District of Columbia. 


NO INSURANCE, NO DRIVE 
A certificate from an insurance com- 
pany will be necessary before car own- 
ers will be issued driving licenses in 
1958 in the Province of Ontario. 
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C.S. Young Discusses 
Combination Sales 


A. & S.-LIFE PACKAGE HELPS 


United Benefit’s Field Director Deplores 
Complacency; Urges Agents to Tap 
Additional Life Market 


Selling “the combination” was recom- 
mended to LIAMA’s eighth annual Ac- 
cident and Sickness meeting in Chicago 
is “the smartest way to help a new man 
to make more money more quickly in 
the early stages of his career.” Conrad 
S. Young, director of field services for 
United Benefit Life, explained that “the 
combination” means packaging life with 

\.&S—either straight income protec- 
tion or hospitalization. He said it is a 
“one presentation sale involving a single 
premium and a single application.” Mr. 
Young spoke fs LIAMA audience of 

\. & S. sales directors on April 6. 

While recommending the combination 
approach, he cautioned that “it be viewed 
in proper perspective ... as only a first 
and easy step for the salesman up the 
ladder of career underwriting.” He 
recognized the tendency for combination 
salesmen to become complacent at a 
particular sales level, or, as he put it: 
“to remain amateurs in a_ professional 
business by failing to tap many addi- 
tional life markets.” 

This tendency is being overcome, Mr. 
Young said, “by weaning the combina- 
tion salesmen from one or two packages 
into selling the combination on a needs 
basis—in addition to more advanced 
sales training in life insurance.” He said 
it is a matter of convincing agents that 





the combination policyowner can be his 
best prospect for future life sales. 


Two Reasons for A. & S. and Life 
Packaging 


Why can A.&S. and life be pack- 
aged? Mr. Young gave two reasons: 

“First, God did not create two sepa- 
rate kinds of people—one who buys 
A.&S. insurance and the other who 
buys life. Rather, in almost all cases, 
th same person buys both—if not from 
one salesman and one company, from 
two salesmen and two companies or 
more! 

“Second, A. & S. insurance and life are 
not two separate products. They are 
fundamentally one and one same. They 
are both money when it is needed most. 
They are both income when earned in- 
come ceases. As such, we can _ stress 
not one, nor two, but three economic 
deaths—the casket death, the retirement 
death, and the living death of disability.’ 

Mr. Young likened the salesman who 
sells predominantly one or the other 
(although representing a company that 
writes both) to the fighter with only 
one good hand. “He may win a few on 
points, but he doesn’t stick around too 
long. The sooner he learns the art of 
fitting his punches together into com- 
binations, the better off he is . . . and 
the sooner we can get our men using 
both their sales hands, the better chance 
they will have in our business.” 

Referring to his company’s “combina- 
tion talk,” Mr. Young said: “Once the 
A.&S. presentation has been made and 
the prospect has been qualified for a 
combination on the basis of age, marital 
status, and ability to pay, we simply 
add life insurance in the form of a con- 
tinuation of this income protection after 

(Continued on Page 45) 





Miley, Boston Broker, Loses Suit ‘To 
Get Large Mass. Group Life Case 


When the Massachusetts State Em- 
ployes Group Insurance Commission in 
late December, 1955, awarded a large 
Group life and Group accidental death 
and dismemberment insurance contract 
(estimated at $64 million) to eight Mass- 
achusetts companies, covering 32,000 
state employes, suit was brought by a 
Boston insurance broker named Miley 
on the grounds that he, as the low 
bidder for the contract, should have been 
awarded the case on behalf of the com- 
pany he represented—Minnesota Mutual. 
His bid was 9) cents per thousand of 
insurance compared with the bid of $1.20 
submitted by the eight companies. 

The United States District Court in 
Boston granted a motion of the defend- 
ants in this case, Miley v. John Hancock 
et al., that it be dismissed. This was 
appealed to the First Circuit Court of 
Appeals by the plaintiff and arguments 
were heard in late March. Then, on April 
11, the Court of Appeals affirmed the 
opinion of the Federal District Court. 

One important aspect of this suit was 
that Miley claimed so-called “injuries” 
for loss of commission, loss of servicing 
the contract as well as loss of other cases 
which, he said, he would have received 
if he had obtained this large contract. 
The judge in his decision said _ that 
Miley’s alleged injuries were “remote 
and speculative.” 

The Court further brought out that 
the Commission was not bound by the 
legislature to give the business to the 
lowest bidder. Its intention was to award 
the contract in what was considered to 
be in the best interests of the state’s 


employes and the Commonwealth of 
Massachusetts. The judge also pointed 
out that the Commission undoubtedly 
had reasons for preferring that domestic 
companies handle the line. 

It will be recalled that Boston Mutual 
Life was selected to be the primary 
insurer with the understanding that 95% 
of the business was to be reinsured with 
seven other companies—Columbian Na- 
tional, John Hancock. Loyal Protective, 
Paul Revere Life, Monarch Life, New 
England Mutual and State Mutual 
Life. The Massachusetts Mutual was 
originally one of the companies but it 
dropped out. 

The policy went into effect on January 
1, 1956, and it entitled each employe to 
$2,000 of Group Life and $2,000 of Group 
accidental death and dismemberment in- 
surance. The Commonwealth under the 
terms of a law passed by the legislature 
agreed to pay one-half of the premium. 

Interestingly, the suit was brought by 
Miley against the eight Massachusetts 
companies, the State Commission and 
four individuals who are officers in four 
of the companies involved. This is said 
to have had an important bearing on 
the final decision in the case. 

The State Commission, which awarded 
the contract, consisted of Chairman 
Theodore W. Fabisak, director of Mass- 
achusetts division of hospital cost and 
finances; Carl A. Sheridan, Commis- 
sioner of administration and_ finance; 
Insurance Commissioner Joseph A. Hum- 
phreys, and two members of the public 
at large—Horace Gooch, Jr., and John 


M. Deely. 





McCreless Keynoter 
Of LIAMA in Chicago 


DUAL OPERATIONS HIS THEME 


Warns Management This Is No Time 
for Complacency in A. & S.- Life 
Operation; Close Kinship Necessary 


Chicago, April 15—The responsibilities 
of top management in administering the 
dual operations of life insurance coupled 
with accident and_ sickness insurance 
were given thorough treatment by S. 
McCreless, president, American Hospital 
& Life of San Antonio, Tex., as the 
keynote speaker here this morning at 
the eighth annual accident and sickness 
meeting of Life Insurance Agency Man- 
agement Association. “Certainly this is 
no time for complacency as we endeavor 
from day to day to keep up with the 
fluid condition in our industry,” the 
speaker declared. 

Although the tremendously increased 
emphasis given to A. & S. by life com- 
panies in recent years has brought to 
management some stubborn problems, 
Mr. McCreless felt that such problems 
are offset by unlimited opportunities to 
be of greater usefulness to the American 
public. As a concrete example, he men- 
tioned the problem of over age coverage, 
saying that people in this group are both 
the problem and responsibility of man- 
agement. “While churches and _ social 
agencies are trying to fulfill their respon- 
sibilities to this group our industry must 
devise means to provide continued insur- 
ance protection for them when they 
reach the age where protection is a 
desperate necessity and where premiums 
sometimes become prohibitive,” he said. 

In turn, Mr. McCreless spoke of major 
medical expense as another example of 
meeting changing needs and demands of 
the public. The HIC has estimated that 
major medical business increased 138% in 
1955 over 1954 with over 7,000,000 people 
insured. “Although this line is still in 
its pioneering state,” the speaker noted, 
“it is here to stay. We must provide an 
increasingly acceptable program for such 
coverage.’ 


Dual Operation With Field Forces 


Mr. McCreless then pointed to dual 
operation with field forces as one of 
management’s greatest problems, and 
said: “At this point management must 
as never before furnish the incentive 
and generate enthusiasm on the part of 
salesmen that will make them go out 
and sell.” He classified salesmen in three 
categories: (1) Those who are essentially 
hospital and & S. producers. Efforts 
to convert them into life insurance sales- 
men are only partially successful. (2) 
Those who respond in exact reverse. 
Primarily interested in life insurance, 
they have little or no active interest 
in writing A. & S. (3) Those who de- 
rive satisfaction and profit in a com- 
bing ition program. 

“Some of our best salesmen produce a 
substantial amount of life insurance and 
also. sell considerable A. & S., both 
individual and Group,” the speaker re- 
marked. He felt that management must 
have the skill to recognize where a man 
properly belongs and the patience to help 
develop his talents accordingly. The chief 
executive must keep close contact with 
his agency staff “and guide them skill- 
fully in coordinating the sales force and 
getting maximum performance. He must 
also keep a proper balance between life 
insurance needs of clients and A. & S. 
protection adequate to tide them over 
in times of accidents and sickness.” 


Adequate A. & S. Premium Rates 


As another example calling for man- 
agerial skill Mr. McCreless pointed to 
the establishing of adequate A. & S. 
premium rates. “What may be adequate 
today probably will be inadequate to- 
morrow. What inflation has done and is 
continuing to do to hospital and medical 
rates is enough to send management not 
only to the hospital but to the mad 
house.” 

In this frustrating period the speaker 
said that management needs an abun- 


To Reactivate N. Y. 
Chapter of IAAHU 

LOUIS MEDILL ELECTED CHR. 

E. J. Coffey and Bruce Gifford Meet 


with New Yorkers; DITC Course 
to Be a Major Project 





The outcome of a New York City 
visit last week by E. J. Coffey, president 
of International Association of A. & H 
Underwriters, and Bruce Gifford, its 
managing director, was the decision to 





LOUIS MEDILL 


reactivate the New York Chapter of 
ITAAHU which for a number of years 
has been dormant. 

Messrs. Coffey and Gifford met with 
representatives of about 12 companies in 
HIAA’s offices at 60 John Street and 
made plans for putting New York City 
on the map as an integral part of the 
International Association. Louis Medill, 
general agent, Continental Casualty, was 
elected chairman of an organizational 
committee. Others on this committee are 
Gerald Boucher, branch manager, Con- 
tinental Casualty, 76 William Street; 
David Harmelin, Continental Assurance; 
Emanuel Feingold, associate general 
agent, Eastern Casualty; Russell Ortman, 
A. &H. supervisor, Hartford Accident, 
and Bert Whyting, agent, Mutual Life 
of New York. 

Membership in the New York Chapter, 
it was decided, will include company men, 
general agents, supervisors, agents and 
brokers, and with particular emphasis on 
personal producers of A. & H. The set- 
ting up of a DITC training course will 
be a major project. Personal producers 
will be encouraged to qualify for Inter- 
national’s Leading Producers Round 
Table. 

Next meeting of the organizational 
committee will be held May 6 at HIAA’s 
office and will be followed by a luncheon 





dance of common sense, technical know- 
how and ability to direct associates when 
they have to start all over again 

Still another responsibility is to han- 
dle the sometimes stubborn problem of 
claims with efficiency, economy and 
above all, with satisfaction to policy- 
holders. A small hospital or medical 
claim, the speaker declared, can cause 
more trouble and expense than payment 
of a $100,000 life claim. Yet proper han- 
dling of these small claims is “highly 
essential if we are to meet our obliga 
tions and build client good will.” It is 
also important to maintain a clear line 
of communication with employes and en- 
list their interest and cooperation in 
administration of the new and complex 
program when a life company enters the 
\. & S. field or vice versa. 


Good Public Relations a “Must” 


As to public relations, the speaker 
(Continued on Page 45) 
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Monley Describes A. & S. 
Program at The Pru 


DIRECTOR OF FIELD TRAINING 


Impresses Desirability of Integrated Ap- 
proach for the New Salesman to 
Think as an “Insurance Man” 

“We attempt right from the outset of 
the man’s training to have him think 
of himself as an insurance man—not just 
a life man or just an A.&S. man,” 
H. Fred Monley, director of field train- 
ing for The Prudential of America, told 
LIAMA’s eighth annual Accident and 
Sickness meeting, April 16 in Chicago. 
Mr. Monley es the case for in- 
tegrating A.& S. with life training from 
the start. He outlined the following 
seven reasons for doing this training 
simultaneously. 

“1. It is more acceptable to the man- 
agers than starting the new man on 
4 & S. and following with life later on. 
2. It eliminates that postponement of 
A. & S. to an indefinite point in the new 
man’s training that may never arrive. 





3. It makes the new man aware of all 
the insurance needs and prepares him to 
be a programmer that much faster. 
4. It provides the new man with an 
additional source of income at the time 
he needs it most. 

“5. It enables the new man to offer 
a coverage of interest to his life insur- 
ance clients right from the start. 6. It 
makes it possible for the new man to 
capitalize on the knowledge he has ac- 
quired in obtaining his license. 7. Since 
we must license all of our agents to sell 
A. & S. as well as life, we might as well 
add a sales talk to the starting agent’s 
newly acquired knowledge before he for- 
gets what he has learned.” 

Mr. Monley said The Prudential is 
now in the process of interweaving 
4.&S. into their training program. Yet 
it can’t be considered “as done,” he 
added, until the whole sales organization 
thinks of the selling job as a single prop- 
osition, not several segments adding up 
to one job 


Basic Course to Run 40 Weeks 


The Prudential’s basic course is de- 
signed to run for 40 weeks, with the first 
two weeks consisting of in-office train- 
ing. “While the ultimate goal is to have 
all our agents program their prospects’ 
needs, it is felt that the agent can suc- 
cessfully enter the selling field by being 
conversant with one A.&S. need and 
two life needs,” the speaker said. 

“The agent’s formal training com- 
mences with a brief history of the evo- 
lution of insurance, including emphasis 
on the background of accident and 
hei alth, as well as life insurance. 

“The first di iy’s training sets the theme 
for teaching our agents that (1) insur- 
ance needs are what counts, not just 
policy provisions; (2) insurance is pur- 
chased for what it does rather than 
what it is, and (3) insurance should be 
sold to cover all needs rather than one 
or two. We want the agent to be aware 
that, while a man may have a complete 
life insurance program, that program is 
in jeopardy so long as he does not have 
A. & S. coverage that will keep the pro- 
gram intact in the face of disability.” 

Subsequent training is devoted to eco- 
nomic and social aspects of A.&S,, 
Group and the special uses of life in- 
surance, salesmanship, explanation of life 
contracts, steps in the sales process, 
social security benefits, importance of 
self management, purpose of record- 
keeping, and teaching of field under- 
writing procedures. Remaining weeks of 
the basic course are conducted in the 
field 

“The first 14 weeks following the in- 
office training cover a review of the 
sales process, types of contracts. The 
next three weeks are devoted entirely 
to the remainder of our A.&S. con- 

(Continued on Page 46) 





Moorefield Clarifies 
Internal Revenue Tax 


KEY MAN EMPLOYE A. & H. PLAN 


Advantages Shown by Paul Revere 
Counsel; Premiums Deductible as 
Business Expense 


James L. Moorefield, assistant counsel 
for Paul Revere Life, turned the spot- 
light on the tremendous natural market 
that exists for sales of key man indi- 
vidual A. & S. in addressing LIAMA’s 
Accident and Sickness meeting April 16 
in Chicago. 

Mr. Moorefield declared that this mar- 
ket resulted with enactment of Sections 
105 and 106 of the 1954 Internal Revenue 
Code. He described the direct income 
tax advantages that can result to em- 
ployer and employe “if an employe acci- 
dent and health plan is properly in- 
stalled.” 

Working from a title of “Congress 
Remembered Him—Have You?,” Mr. 
Moorefield said Congress recognized the 
need for providing the key man with 
adequate medical, hospital and wage con- 
tinuation protection by providing the 
incentive for it: through "ee relief. He 
told his audience of 150 A. & S. execu- 
tives that “there is a natural market 
waiting for you with employers too 
small to qualify their employes for Group 
insurance . as well as with the larger 
employers where the key man’s Group 
benefits need to be supplemented.” 

Mr. Moorefield outlined an employer's 
opportunities under the new tax laws: 
“Through self insurance, Group insur- 
ance, or individual A. & S. he can estab- 
lish an A. & H. plan providing medical 
and hospital expense benefits, as well as 
disability income benefits for one or 
more or his employes—and have the 
same income tax advantages formerly 
offered only through Group insurance.” 

These tax advantages, he said, mean 
that premiunis may constitute an ordin- 
ary, necessary business expense and be 
deductible as such under Section 162 (a) 
of the Code without being included in 
the taxable income of the insured em- 
ploye. 


How To Handle Employer’s Argument 


Mr. Moorefield demonstrated how to 
handle an employer's argument that the 
key man would be taken care of in event 
of total disability; that any payment 
made by the employer would constitute 


(Continued on Page 46) 


Need For Better A. & S. Training 
Job Emphasized By Roy MacDonald 


Roy A. MacDonald, director of com- 
pany relations of Health Insurance As- 
sociation of America, was the lead-off 
speaker of the second day’s program, 
April 16, of the eighth annual sickness 
and accident meeting in Chicago of Life 
Insurance Agency Management Associa- 
tion. Theme of this session was “New 
Responsibilities in Training” and it was 
conducted by Leland C. Tallman, vice 
president and manager of agencies, Cali- 
fornia-Western States Life. 

Mr. MacDonald placed responsibility 
for future growth of the A. & S. business 
on “an aggressive, well- trained body of 
agents.” Urging companies to do a more 
effective training job, he said that people 
today “expect the salesman to know all 
about A. & S. insurance.” Referring to 
the NAIC advertising code, he said that 
points in that code indicate need for 
increasing emphasis on agent training. 

His advice was “don’t guess at train- 
ing needs,” and in this connection he 
suggested several methods of determin- 
ing such needs: Complaints from policy- 
owners, field observations by sales super- 
visors, a job analysis, difficulty analysis, 
and time and duty analy sis. 

Training must include sound grounding 
in knowledge, Mr. MacDonald pointed 
out, but it must also show the agent how 
to translate his knowledge into terms 
the prospect can readily understand. 

Noting that “training is an investment 
that pays for itself only if the training 
is used,” the speaker said agents must be 
encouraged to take their training seri- 
ously. He urged “follow-up to see how 
the program is actually working out.” In 
fact, he felt that lack of follow-up is the 
biggest fault with most training pro- 
grams. 

Plan Today for Tomorrow’s Sales Power 

Further along Mr. MacDonald urged 
“planning today for the sales power of 
tomorrow.” In his opinion, more sources 
for adequate manpower must be sought; 
for example, recruiting more intensively 
from college campuses may be one an- 
swer. 

Management holds the key to the suc- 
cess or failure of any training program. 
On this point the speaker said: “Man- 
agement must do more than simply au- 
thorize expenditures for sales training. 
Management must be made genuinely 
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ROY A. MacDONALD 


interested and be urged to participate 
actively. Management must see to 
it that agents apply what they have been 
taught.” 

Mr. MacDonald challenged his au- 
dience of sales executives “to make your 
agents aware that they are really the 
public relations representatives for their 
company and the entire industry.” 

“It is not enough any more just to 
take applications,” he said. “Today's 
agent must be made fully aware of the 
importance of being the right kind of 
A. & H. agent.” 

Earlier in his talk Mr. MacDonald 
referred to a study of compl: ints: from 
A. & §S. policyholders which “point 
squarely to the failure of agents at the 
time of sale to do a thorough and com- 
plete selling job. “Better training can 
correct such situations,” he suggested. 

NAIC Advertising Code 


In summarizing the effect of the 
NAIC’s advertising rules the speaker 
noted: “They prohibit exaggeration of 
benefits provided or losses covered. 
When details of benefits are advertised, 
they require disclosures of exceptions, 
reductions and limitations affecting the 
basic provisions of the policy—including 
waiting periods, pre-existing conditions, 
cancellation and optional renewal.” He 
observed that “these are all points with 
which every agent should be made 
familiar through adequate training pro- 
grams.” 

Mr. MacDonald is convinced that 
“current A. & S. advertising generally 
is now conducted on a more accurate and 
ethical plane than that of any other 
industry.” He urged companies to con- 
tinue efforts toward further improve- 
ment. 

The speaker was glad to report that 
the Administration in Washington has 
taken a position in favor of voluntary 
health insurance “and has taken steps to 
encourage it.” This prompted Mr. Mac- 
Donald to say: “As health insurance has 
become more important politically and 
socially, the insurance companies have 
accepted and must continue to accept 
the greater responsibility which oes 
with increased size and importance.” He 
noted that the HIAA, successor to the 
Bureau and Conference, has adopted the 
ethical codes of these two former organi- 
zations as a condition of membership. 

3efore closing the speaker spoke of 
the termination problem and called it 

“one of the most serious legislative and 
public relations problems confronting our 
business.” 

(Continued on Page 46) 
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summit — UNDER UNDERWRITER S ss 
Stearman 
C W. Faulkner Puts He added: “That underwriter knows ies the occupational and A. & S. under- man must complete an A. & S. corre 


A. & S. Training First 


OUTLINES WOODMEN’S PROGRAM 





Says Simplicity of A. & S. Needs and 
Sales Enables Agent to Get Estab- 
lished Earlier in His Career 





The case for training agents in A. & S 
before training them in life was _ pre- 
sented to LIAMA’s 8th annual Accident 
and Sickness meeting by C. W. Faulk- 
Wood- 


ner, superintendent of agencies, 


1 Accident & Life. 
Speaking 


April 16 in Chicago, Mr. 





C. W FAULKNER 


Faulkner said his company’s experience 
is that 
cesstul 


“a well-trained, suc- 
personal insurance field 
writer” can best be achieved by 
A. & S. training first. 

The speaker gave five reasons for his 
company s practice: 

“1. Our belief that loss-of-time insur- 
ance is fundamental to the personal in- 
surance program. Loss of income to an 
paride can destroy a fine life pro- 
gram =a we feel adequate income pro- 
tection comes ahead of adequate life 
protection. Hence we feel instruction in 
this field should also come first. 

“2. Usually A. & S. is a one-call sale 
as opposed to life sales often requiring 


the goal of 
under- 
putting 


more than one call to close. With A. & 
S., the neophyte underwriter is able to 
get into production more rapidly than 
the life producer—at least we find it 
SO. 
More Opportunities for Service 
“3. A. & S. provides the underwriter 


with more opportunities for service... 
more contacts with his policyowners .. . 
more opportunities for prospecting .. . 
more opportunities to see his product in 
action and to further his own belief in 
what he is doing. 

“4. Under our present compensation 
program involving full writing commis- 
sions, annualized first-year commissions, 
and financing, the new underwriter can 
develop a substantial renewal account 
more rapidly through A. & S. sales than 
with life only. This results in the new 
man getting under way financially more 
rapidly and becoming an _ estab- 
lished part of the agency organization. 

“5. The simplicity of most A. & S. 
sini and sales, as compared to the more 
complex life insurance situation, makes 
it possible for the new agent to develop 
his skills and become established earlier 
in his career. We believe this helps him 
gain confidence and get into regular 
production more rapidly.” 

A. & S. training lasts for seven weeks, 
Mr. Faulkner explained. “At the end of 
that period,” he said, “we wind up with 
an underwriter basically trained in the 
fundamentals of the A. & S. business.” 


how to prospect, sell and service, and he 
should by then have developed good 
work habits and the proper attitude to- 
ward this business. He has developed 
policyholders; he has centers of influ- 
ence, and we feel he is ready to under- 
take his hfe training.” 


Woodmen’s A. & S. Training Program 


Mr. : Faulkner outlined Woodmen’s 
A. & S. training program. 
During the first three days in the 


business, the new man learns the various 
needs for A. & S. insurance. He stud- 


writing manuals, learns a standard ap- 
proach to gain an interview, learns how 
to plan his work in advance, learns how 
to develop and maintain efficient pros- 
pect files, and pis a prepared sales 
talk keyed to one A. & S. coverage. 
During this early pit Mr. Faulkner 
explained, the new man is also taught 
and drilled in how to make the approach, 
how to sell the interview, how to show 
need for a particular contract, how to 
present the coverage, and how to make 
several tries to close. 
During his first 13 the 


weeks, new 


spondence course to familiarize himself 
with the company’ S ope ration, types ot 
coverages, and “many of the do’s and 


don’ts of the A. & S. business.” 

Toward the end of the 
new man goes into the field in joint 
sales work with his manager. At the end 
of each week, the trainee must complete 
a weekly report for his manager, with a 
copy to the home office. Mr. Faulkner 
noted: “These reports are acknowledged 
and commented on—we attempt to offer 
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If you’re a group writer, you’ll like Nationwide’s ex- 
panded, modernized group operation. Here’s the “fresh 
approach” to your group business you’ve been waiting 
for...a completely “new look” in the group field: 


EXPERT, LOCAL SERVICE—with fully trained group spe- 
cialists in field offices throughout eastern America. On- 
the-spot quotations for standard coverages... 
settlements (including a completely modern “draft” sys- 
tem. Ask your Nationwide man for full details). 


UP-TO-DATE COVERAGES—all the standard coverages 
plus SUPER-IMPOSED GROUP LIFE (provides additional 
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the Billion Dollar Life Insurance In-Force 
mark...that Nationwide has 28 regional offices 
and over 165 district offices ready to serve you! 


Get the full Nationwide Group story. Send 
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from Nationwide’s streamlined program. 
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coverage, beyond the limits of your client’s present 
Group Life)...plus MAJOR MEDICAL coverage. 


MODERN COMMISSION SCHEDULES—with commissions 
paid on regular renewals for 10 years PLUS service re- 
with a choice of graded or level commissions 
available to brokers. 


GOT A PROSPECT? Nationwide Group representatives are 
ready to give you fast, full, effective support... 
senting your story... 
below—see how you can profit from Nationwide’s ex- 
panding Group operation. 
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Glen Wallace Would 
Ease A. & S. Buying 


WAYS TO HELP AGENT, CLIENT 








Have Agent Hold Own A. & S. Policy; 
Lessen Application Form Questions, 
Premium Payment Regulations 


A.&S. 


Glen 





easier to 
Wallace, 
fc or 


Four ways to make 


buy were discussed by 


vice president and agency director 
Great American Reserve, in 
the LIAMA’s 8th annual Accident 
Sickness meeting April 16 in 
Mr. Wallace recommenda- 
tions: 

(1) Indoctrinate the salesman with the 
need for A. & S., (2) be alert to new 
\.&S. markets, (3) exert influence on 
behalf of A. & S. with other home office 
departments, and (4) offer the buyer 
easier payment terms. 

In selling the salesman on the need for 

A.&S., Mr. Wallace pointed out that 
this also involves selling the trainer. By 
“Selling” he said he means bringing the 
salesman to the point where he thinks “a 
3 in is utterly stupid not to carry 

_&S!’ 

‘The Great American, he said, 
ages each of its salesmen to own A. & 5. 
paying half his premium if he does. “We 
have had claims enough in our own field 


addressing 
and 
Chicago. 


made these 


encour- 


force to sell a man on the value of 
A. &S. and we never fail to stress this 
to our managers.’ 


Consider Substandard Market 


On seeking new A. &S. markets, Mr. 
Wallace urged consideration of the sub- 
standard market. He said there is no 
question about the need and he ex- 
pressed conviction that “there is an ade- 
quate premium rate without anti-selec- 
tion.” He reminded his listeners that 
“for years the employed female was 
shunned by many good A. &S. compa- 
nies.” Yet now, he said, the industry 
has proven that “this is a fertile field 
and there is an adequate rate.” 

On exerting A. & S. influence within a 
company, Mr. Wallace suggested: “Let’s 
sell our companies on hiring good sales- 


men as field adjusters.” Stressing the 
importance of this, he declared that a 
poor claims adjuster can “cost a good 
man a market.” 

Great American’s practice is to en- 
courage claim fieldmen first to visit the 
salesman on a difficult case. Mr. Wallace 
commented: “The salesman had better 


not be embarrassed to make a call with 
him. On the other hand, the adjuster 
had better handle his case with extreme 
care.” 

Would Simplify Applications 


He warned against “a tendency to 
maintain and increase rules and regula- 
tions that would fill volumes and perhi ups 
accomplish nothing. “For example,” he 
asked, “how much risk is there in filling 
out an application with a pencil? How 
many obsolete questions and questions 
of no consequence does your application 
contain? Just where is an inspection 
report justified? Why not the same 
application for A. &S. as life . elimi- 
nating some questions, if advisable ?” 

So as to make it easier for people 
to pay A. &S. premiums, Mr. Wallace 
recommended that “we as an industry 
should take a long look at the way we 
dictate to people how they will pay 
money on which we make a profit.” We 
are competing today with goods and 
services that “virtually permit the buyer 
to name his own terms.” 

Mr. Wallace said he was not trying to 
tell anybody how to arrive at an ade- 
quate rate, but he believes there is such 
a thing as an adequate rate for any mode 
of premium payment. “I believe,” he 
said, “that once minimum amounts are 
considered, 
the 
reason, 


all of us should offer to let 
people pay us 
way 


their money, within 


any they desire.” 





Carrier on Why A. & S. 
Should Spearhead Sales 

PIVOT FROM A. & S. TO LIFE 

Monarch Life G. A. Predicts by 1962 
All Cos. Will Be Writing Quality 


Disability on Non-Can. Basis 





Agents who make a practice of selling 
life to A. & S. policyowners and A. & S. 
to life policyowners better serve the 
public and also make themselves a bet- 
This opinion was expressed 
by James L. Carrier, general agent in 
Pittsburgh for the Monarch Life, in 
addressing LIAMA’s Accident & Sick- 
ness meeting April 16 in Chicago. 

Mr. Carrier predicted that within five 
will be writing 


ter living. 


years all companies 


“quality disability insurance on a non- 
can. basis.” 

Commenting on management’s respon- 
sibilities to the public, he said he is 
sorely disappointed in every one of his 


men who delivers an A. & S. policy and 


who does not make an effort to talk 
life insurance on delivery. 

“Tt is only when we in management 
can get our men to talk seriously and 


conscientiously about these hazards that 
we will be able to sit back and say we 
have served the public to the best of 
our ability.” 

Mr. Carrier explained why he recom- 
mends A. & S. to spearhead the sale. 


A. & S. Basically Selfish Appeal 


“The appeal of accident and sickness 
is basically selfish; the appeal of life 
insurance is basically unselfish. A sick 
man recovers to face his horrible debts; 
a dead man’s worries are over. 

“Our records show that five A. & S. 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 









optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 
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one A. & S. 
& S. sales one 


interviews will result in 
sale. Then from three A. 
life sale results.” 

In the Carrier agency last year, one 
life sale resulted from every 2% A. & S. 
sales. These life sales were by-products 
of A. & S., according to Mr. Carrier 
who said: “Once the prospect trades dol- 
lars with you on A. & S., you have his 
confidence .. . and when you have this, 
he will listen to you on any subject.” 

How does the agent pivot from A. & S. 
to life? On delivery of the A. & S. 
contract, Mr. Carrier explained how he 
illustrates the benefits by, “making the 
prospect sick with cancer.” 

He continued: “I naturally will be 
paying him the income benefit, say $400 
a month. His wife will get to the point 
where she looks forward to my appearing 
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DOUBLE YOUR SALES... 
ADDING Life to Monthly Premium Accident and Health, Hospitalization and Em- 
ployee Benefit Plans. 
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DOUBLE YOUR INCOME. Sell COMPLETE protection by 


A DYNAMIC business and income producing PLAN with high 
first year and renewal commissions. 


PLUS a full line of Commercial Accident, Accident and Health, Hospitalization, 


Surgical and Employee Benefit Plans. 


For information concerning general agencies and territories: Write to John F. Leibig, Vice-President 
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every month with that $400 pay check, 
and she gets to appreciate the services 
provided by me and the company. How- 
ever, death overtakes her husband after 
nine months of disability and for the 
first time she looks at the Monarch’s 
check and sees that we are also a life 
insurance company. She turns to me and 
says: ‘Did you sell my husband any life 
insurance ?’” 

Mr. Carrier has had this question put 
to him several times and it makes him 
sick to think of it. He said: “I had done 
a beautiful job on A. & S. and made a 


fat commission on that sale, but com- 
pletely ignored the horrible tragedy 
which the death of the income earner 


” 
produces. 
Must Cover All the Hazards 
Noting that “it is our duty as financial 
specialists to cover all of the hazards,” 
Mr. Carrier asked: “What better transi- 
tion could a salesman have than to con- 


tinue his services beyond disability and 
through death ?” 
The speaker emphasized that “ours is 


a professional business and our future 
is clearly defined in responsibility to the 
American public.” 

He acknowledged that the depression 
years caused many companies to turn 
away from disability protection, but “we 
are now entering an era where the ex- 
perience of a company such as Monarch 
has proven that disability insurance can 
be profitable, if indemnity limits are kept 
within reasonable bounds.” 


Elect W. G. Alpaugh, Jr. 
A. & S. Chairman of LIAMA 


Chicago, April 16—W. G. Alpaugh, Jr., 
president of Inter-Ocean Insurance Co., 
Cincinnati, elected chairman here 
today of the accident and sickness com- 


was 


mittee of Life Insurance Agency Man- 
agement Association in session for its 
eighth annual A. & S. meeting. Atten- 


reached 190, 
representing 80 


dance largest number ever 


to attend, companies 
including non-life of HIAA. 
Mr. Alpaugh, who was program chair- 
man for this meeting, succeeds Harland 


members 


L. Knight, vice president, Paul Revere 
Life. Other members of the program 
subcommittee were Rex H. Anderson, 


New York Life; Arnold Berg, Indianapo- 
lis Life, and Richard W. Michaels, 
Federal Life & Casualty. 

Newly elected members of LIAMA’s 
accident and sickness committee are 
W. B. Cornett, The Prudential; L. J. 
Melby, Woodmen Accident & Life; J. E. 
Rawles, Lincoln National Life; Raymond 
C. Swanson, Monarch Life. 
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A. & S. Meeting In Chicago Of LIAMA 





§. E. McCreless Keynoter 


(Continued from Page 41) 


said: “It is a stern necessity of man- 
agement to be constantly on the alert to 
build confidence and public good will. 
While the usual methods of informing 
the public have brought fine results, the 
public is still skeptical too often of 
A. & S. We might as well face the stub- 
born fact that we have a tough job to 
win their complete confidence. This is 
especially true in view of the unwar- 
ranted, unjust and unfavorable criticism 
received by the A. & S. industry, through 
what I term the presumptuous attitudes 
and arbitrary actions of the Federal 
Trade Commission.” 

At this point Mr. McCreless gave his 
LIAMA audience a resume of his com- 
pany’s experience over the past two 
years with the FTC, leading up to the 
decision just rendered by the Federal 
Circuit Court in New Orleans. 

In summarizing the speaker brought 
out that management today in any line 
of business is increasingly complex be- 
cause of changing social and economic 
patterns. “In no business, however, is 
it more complex than in cases where 
life companies have added A. & S. pro- 
grams, or where companies with a long, 
successful history in A. & S. have gone 
into the life insurance business. 

One of the dangers in a dual operation 
is when an attitude of aloofness is main- 
tained toward A. . whereas it 
should be sdcueudeed that there is a 
close kinship between these two lines. 

“Management must maintain an ag- 
gressive competitive spirit while promot- 
ing at the same time proper cooperation 
in all legitimate undertakings with other 
companies. It must also know where it 
wants to go in this new venture. Then 
it must communicate its objectives to 
associates responsible for carrying out 
assignments necessary to achieve these 
ends.” 

In closing Mr. McCreless quoted re- 
cent views expressed by E. J. Faulkner, 
Woodmen Accident & Life; Guy Ferga- 
son, management consultant, and Ed- 
mund Fitzgerald, Northwestern Mutual 
Life leader. 


(. S. Young's Talk 


(Continued from Page 41) 
death. It is merely adding income pro- 
jection to income protection.” 

Noting that the salary continuance 
idea is no more than a simple use of a 
settlement option, Mr. Young called it 
“the real key to the combination sale.” 

The speaker emphasized two advan- 
tages to the salesman who makes the 
combination presentation: (1) His pros- 
pecting for life cases becomes automatic 
and part of his daily routine; (2) he 
doesn’t have to be an expert on life to 
write a sizable volume of life. 

Elaborating on the first advantage, 
Mr. Young said his company’s records 
show that if a salesman makes 35 seen 
A. &S. calls a week, including hospital- 
ization calls, on the average he will 
wind up with five combination presenta- 
tions. From these five presentations, he 
will average one combination sale. 

On the second advantage, Mr. Young 
reported that one combination sale a 
week in his company will average over 
$200,000 of life insurance in a year’s 
time. “In addition,” he said, “the com- 
bination helps expose many other forms 
of life such as juvenile, wife insurance, 
Stc; 

Mr. Young acknowledged that “the 
combination is not the panacea for all 
our problems.” One drawback, he point- 
ed out, is that salesmen, particularly 
newer ones, are more concerned with 
getting the business than with keep- 
ing if. 

Studies of United Benefit’s combina- 
tion business for the past 10 years show 
that its persistency is generally below 





FIC Jurisdiction 


(Continued from Page 1) 


companies doing business within its 
boundaries. The Congress, seemingly, 
had no doubt that a state might exercise 
such power and we have none,” the Fifth 
Circuit Court of Appeals said. 

The court discussed the intent of Con- 
gress at the time the McCarran Act was 








McCreless Gratified 


In a statement on the court’s decision 
and also in his LIAMA address April 15 
in Chicago, S. E. McCreless, president of 
American Hospital & Life, expressed 
gratification that the U.S. Court of 
Appeals had decided “in our favor in 
connection with this case.” He brought 
out: “Although we had been confident 
from the beginning that we would get a 
favorable decision, we are relieved to 
know that we have thus far succeeded 
in our defense. 

“This decision, however gratifying it 
may be to us, is significant far beyond 
our own interest because it affects every 
insurance company in the country faced 
with the danger of Federal interference 
in matters that properly belong to the 
state. 

“We cannot, of course, predict what 
steps the FTC will take, but we fully 
expect the commission to carry the case 
to the U. S. Supreme Court. In the 
meantime, we are fully prepared to fight 
this thing through if the Supreme Court 
is called upon to pass judgment. 

“The wonderful way our friends in the 
insurance industry have given us moral 
support in this case is one of the most 
gratifying experiences of my life. Let 
us all hope that the court decision in 
New Orleans is indicative of future de- 
cisions affecting the insurance industry.” 








passed. Citing various provisions of the 
law, the court concluded that they evi- 
denced an intent by Congress “that the 
business of insurance should be subjected 
to regulation by the states” and that 
where the states had undertaken to 
regulate the business, the Sherman Act, 
Clayton Act and the Federal Trade Com- 
mission Act should not be applicable. 

The views of the company as to the 
commission’s lack of jurisdiction were 
supported by the Health Insurance As- 
sociation of America, the American Life 
Convention, Life Insurance Association 
of America, American Mutual Insurance 
Alliance, National Association of Insur- 
ance Agents and National Association of 
Insurance Brokers, in amicus curiae 
briefs filed with the court. 
Representatives of the six insurance 
associations pointed out that a similar 
case involving the FTC’s jurisdictional 
claims is pending in the Sixth Circuit 
Federal Court of Appeals in Cincinnati. 
This is the National Casualty case out- 
come of which is also being awaited 
with great interest on the part of the 
insurance business. 


NEW OFFICERS ELECTED 

The following have been elected 1957 
officers of the Western New York State 
Accident & Health Association which 
held its annual meeting recently in Buf- 
falo: President, Harold Muskopf; first 
vice president, Charles Bartlett; second 
vice president, Peter Newel; secretary, 
Kenneth Float; treasurer, Jack Riley and 
directors, Irving Langer and James 
Quinlivan. 





the regular life line. But persistency is 
beginning to improve, he noted, as_bet- 
ter sales training influences salesmen to 
present the life insurance as more than 
‘just a natural death benefit.” Other 
factors working to improve persistency 
are “a preauthorized check plan for pay. 
ing premiums and an improved A. & I 
line which, for all practical brie ty 
is noncancellable.” 
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To Our Broker Friends: 


A. & H. and LIFE IS THE WAY! 


streamlined 


Now--in a period of increasingly keen 
competition--is the time for brokers, espe- 
cially those of you new in the business, to 
tell all clients about the many advantages 
of having the latest and best in modern, 





INCOME PROTECTION. 


We strongly urge brokers, 


intent on 


building up a quality clientele, who are 
willing to accept the challenge of modern 
selling and underwriting techniques, to bring 
your problems to us. We have the know-how to 


help you! 


enjoy the security of experienced, 


All of our facilities are centralized 
UNDER ONE ROOF which enables our brokers to 
render efficient service QUICKLY. 


Give close attention to the A. & H. and 
Life coverages, all the latest on the market, 
which are listed below. You can be certain 
that if you recommend them to your clients 
you will be adding to their security and 
peace of mind. At the same time your own 
commission earnings will increase. 


@ NON-CANCELLABLE A. & H. 
e GUARANTEED RENEWABLE 


Adjustable Premium 


@ SUBSTANDARD A. & H. 
e LIFE INSURANCE—PAR or NON-PAR 


Quantity Discounts 


© EMPLOYEE GROUP—A. & H. or LIFE 
¢ AVIATION—COMMON CARRIER 
e HOSPITALIZATION 


Individual or Family 


e SPECIAL RISKS 


Jumbo Lines—Athletics 


Test our Service today! Compare it with 
others with whom you have been dealing... 


courteous 


help from our staff of specialists. 


Yours sincerely, 


en rae 
DU Poasien& 


inc. 


GENERAL AGENTS aNd UNDERWRITERS 


FIRE 


BONDS 


CASUALTY - DISABILITY - MARINE - LIFE 
75 MAIDEN LANE, NEW YORK 38 
HAnover 2-4044 
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1956 Was Best Year for 
All American L. & C. 


AS ee a. 


MADE 47.8% GAIN IN 
President Ballard Tells Stockholders of 
Life Insurance Results Since Enter- 
ing This Field Last July 
“All Life & 


Stock] olders of All _Ametican 
ot 


Casualty of Chicago, heard reports 
progress and plans for further expansion 


meeting April 4 in the companys 























IAAHU Pres. Coffey to Speak 
At Michigan Sales Congress 


I. J. Coffey, president of IAAHU, 
the luncheon speaking spot with 
Governor G. Mennen Williams of Mich- 
igan at the third annual sales congress 
on May 3 of the Michigan State Associ- 


will 


share 


ation of Accident & Health Under- 
writers. Co-sponsers of the meeting, 
which will be held at Michigan State 


University, is the university’s Continuing 





ata 
new home in suburban Park Ridge, 1 Education Service. The program moder- 
E, E. Ballard, president of the we ator will be Jack Whiting, general agent 
American, reported that 1956 was the sate F : Aicticieint 
best vear in the history of the company = 1 Detroit for M ashington National. 
from. the standpoint of achievement Mr. Coffey will deliver an address on 
Total paid A. & H premiums written “International’s New Outlook, after the 
topped $2,700,000, a gain ot 478% over introduction of new officers at the 
1955 production é luncheon. 
Mr. Ballard stated that though the The first talk on the program 1s 
company started writing life insurance “Causes of Accident and Health Com- 
in July, 1956, as of March 1, it had $14,- plaints to the Insurance Department 
000.000 of life business in force, in addi- by John Hurth, director of. the public 
tion to $3,000,000 of A. & H. premiums. — relations division of the Michigan In- 
Paid accident and health premiums for — surance Department. ; 
the first quarter of 1957 were 23% great- Other speakers and their topics are 
er than the same period in 1956. The Eugene Boisaubin, director of agencies 
company is currently writing life insur- eastern division, General American Life 
ance at the rate of $3,000,000 per month at St. Louis, Mo., “Prospecting—The 
All members of the board of directors Heart of the Problem” ; Dr. Charles 
we been re-elected. In addition Rich- Irvin, lecturer and business consultant, 
ard J. Donaldson, executive vice presi- formerly on the staff of Michigan State 
dent of the company, was elected to the University, “Developing Sales Person- 
board. ality, and Chet Elson, general agent, 
The _ tollowing tabul tion highlights Mutual and United of Omaha_in North- 
All American's 1956 achievements : west Iowa, “The Heart of a Champion.” 
1856 1955 
Total Paid Accident & Health Premiums $ 2,700,316.76 $2,089,655.70 
Written Annualized Accident & Health Premiu =s.. 1,014,388.31 1,130,918.33 
Earned Accident & He Premigms. ....23ss0s 2,285,083 32 1,576,660.30 
Payments to Policyholders ....... 798,361.65 451,463.63 
Written Life Business (Volume) 19,780,696.91 None 
Date Aa cerence stl POTOR +. is6s0a0 dS eee sca wees sosa6 7 823,473.00 None 
Earned Investment Income before Expense 220,842.23 184,082.59 
Income over Disbursements .... reer ert cet 844,812.19 534,114.40 
Loss Ratio to Earned Premium—A & H 
Group hace PR Race SAAR Meee. Ld 96.2% ROR 
Regular eae 290 9% 28.0% 
Combined Loss Ratio . yor ne 37.8% 30.0% 
Ratio of Actual Expe ed Mortality fate sees 21.95¢ None 
rr ne nh ete ick os win bone aeae Oe $ 6,113,263.25 $5,618,485.00 





Pascal Made Eastern Gen’l 
Counsel, Mutual of Omaha 





Horace E Pasc al has been promoted 
to the post of eastern general counsel, 
in charge of the Mutu of Omahi 
eastern division office. Mr. Pascal is are 
a vice president and director of Tele 
Trip Policy Co., Inc., of Washington, 1) 
C., and counsel to the Companipn Life 
of New York, wholly owned subsidiaries 
of the Mutual of Omaha 

Mr. Pascal joined Mutual of Omaha in 
1953, having previously been an asso- 
ciate of the New York law firm of Bleak 
ley, Platt, Gilchrist & Walker. During 
World War II he served as a_ special 
agent in Military Counter Intelligence 
His education included attendance at the 
Georgetown University School of For- 
eign Service, Fordham Law School and 
St. Johns University Law School in New 
York. He has been a member of the 
New York Bar since 1938 


Loyal Protective Promotes 
Shotwell to Assoc. Actuary 




















Stuart M. Shotwell has been promoted 
to associate actuary in Loyal Protective 
Life, accordi an announcement by 
John M. Powell, president of the com 
pany. He joined the company as assist 
ant actuary 1954 

Mr. Shotwell is a Fell f the S 
ciety of Actuaries, a member of the ex 
amining committee f rele 
member s08to es Club, and 

been conductin for the club 
in preparing candidate rr fellowship 
examinations 

Mr. Shotwell was graduated from Phil 
lips A( mv at kxeter, N H ss served 
in the Army during World War If, and 
earned his B.A. degree from Cornell 


University. 


Canadian Prediction 
Canada’s Health Minister Paul Mar- 
tin told P arliament in Ottawa that he is 


optimistic that six Provincial Govern- 
ments will enter the federal plan for 
a national hospital insurance scheme. 


So far five provinces have accepted the 
plan in principle, including British Co- 
lumbia, Alberta, Saskatchewan, Ontario 
and Newfoundland. 


(. W. Faulkner's Talk 


(Continued from Page 43) 


ponipeyee criticism and, when merited, 
a pat on the back.” 

During the next six weeks, the under- 
writer is sate 28 6 to most of the A. 
&S line, but, Mr. Faulkner pointed out : 
“all his sales esa is on two con- 
tracts: the commercial A. & S.. policy 
and a hiatal policy.” 

The new man’s progress 
he manager on a training 
sheet. Study texts include 
lications such as “The Close,” “The 
Third Hazard,” and “Whv Men Buv.’ 

After at least 13 weeks in the field, but 
not more than 52, the new agent comes 
home office for a_ basic school, 
keyed to “all areas of selling as well as 
prospecting, proper work habits, and at- 


is graded by 
guide check 


LI \M. A pub- 


‘ 41 
tO 1e 


titude.” Mr. Faulkner said that after the 
man becomes established and success- 
fully completes 52 weeks in the field, he 


has the opportunity to take either the 
DITC or LUTC training course in A. & 
S. The Woodmen encourages each man 
to take one of these courses and helps 
defray the expense. 

in closing the speaker observed 
the pattern of A. & S. training first was 
probably “a natural one” to follow since 
Woodmen was founded as a disability 
company and wrote & S. for 45 vears 
entering the field 


that 


life 


before 


J. L. Moorefield’s Talk 


(Continued from Page 42) 


a business expense deduction to the em- 


ployer, so why insure? 

He suggested countering with several 
questions: “How long would you, Mr. 
Employer, continue the disabled key 
man’s salary ?” 

If the employer answers: “Well, I 
don’t know for a reasonable time 


anyway” then he does not have a 
plan which would qualify the employe 
to exclude $100 per week from his tax- 
able income. If the plan is insured, then 
the benefit period is definitely estab- 
lished and the insurance policy is evi- 
dence that a plan has been established. 

If, however, the employer’s answer is 
three months, six months, a year 
then compliment him on his generosity, 
but ask: “Is such a plan really adequate 
for the key man who is a close friend 
and asseciate and who hi is been a long- 
time faithful employe ?’ 

Then the agent is advised to point out 
that wage continuation plans authorized 
by Section 105 can be “very flexible.” 
For example, the employer can directly 
continue the salary of the disabled em- 
plove for a specified period and then let 


the insurance company take over the 
obligation for the ‘balance of the dis- 
ability period. 

In addition, the agent may point out 
that his company has a policy that can 


be written with a waiting period of three 
months, six months, or even a year to 
coincide with and supplement the em- 
ployer’s own self-insured salary continu- 
ation plan, 

Mr. Moorefield noted that while wage 
continuation is the “most popular tax 
relief measure granted by the 1954 Reve- 
nue Act,” salesmen must not forget that 
Section 105 employer financed A. & H. 
plans may also include medical and hos- 


pital benefits for the employe and _ his 
dependents, as well as payments for 
permanent loss of limb, sight or dis- 
figurement. 

The employer can thus pay the pre- 
mium on a family hospital policy or a 
family major medical, as well as on a 
disability income policy, deducting the 


premium as a necessary business expense 


without the premium, regardless of 
amount being taxable to fee covered 
employe. 
Another Sales Door Opener 

Mr. Mooreficld then nes es to “an- 
other saies door opener to A. & S. sales- 
men” as a result of an Internal Revenue 
ruling in May, 1955. 

The ruling, he explained, held that a 


taxpayer could deduct as a business ex- 
pense premiums paid for an insurance 
policy which reimbursed the taxpayer to 
ihe extent specified in the policy for 
certain ‘business expenses incurred by 
him during prolonged periods dis- 
wbility due to an injury or sickness. The 
ruling also provided that any proceeds 
derived from such a policy were includ- 


of’ 


able in the gross income of the insured 
taxpayer. 

In) Mr. Moorefield’s opinion many 
agents had misinterpreted this ruling 


and sold disability income policies as an 
overhead expense policy on the theory 
that “as long as the insured uses the 
insurance proceeds to pay office expenses 
incurred during periods of disability, the 
premiums will be deductib'e.” This is 
not true, he asserted. 

“The policy described in Revenue Rul- 
ing 55-264,” the speaker said, “is a spe- 
cially designed policy, in the nature of 
a use and occupancy policy, which pro- 
vides for the reimbursement of certain 
office expenses actually incurred during 
periods of disability.” 

A number of companies, 
have recently placed “a true 
overhead expense policy” 
He noted that while 
opener to further 
should understand that unlike the 
of earnings policy, the profession: il over- 
head expense policy is “a limited one 
under which benefits are pavable only if 
the professional man keeps his office open 
and incurs office expenses during periods 
of disability.” Beyond this, Mr. Moore- 
field said, the insured should understand 
that his benefits are taxable income. 


he observed, 
protessional 
on the market. 
this is “a door 
sales,” the insured 


loss 





Canada H. & A. Has Paid-up 
At Age 65 A. & H. Policy 


A new paid-up at 65 guaranteed re- 
newable A. & H. policy, called “The 
Guardian,” is being offered to the 
Canadian market by Canada Health & 
Accident of Waterloo, Ont. 

Under this policy the protection is ex- 
tended up to 76 years of age. The month- 
ly indemnity is not reduced but the 
policy becomes confining after age 65. 
Hazardous risks are acceptable on cer- 
tain plans of this policy. 

It is pointed out that extended disa- 
bility benefits are payable by the Guard- 
ian policy even after the insured has 
drawn maximum benefits for disabilities 
arising prior to being paid- up at 65. 

First day coverage is available along 
with other spans eliminating periods. 


Los Angeles A. | A. & H. Assn. 
Elects Ist Woman Officer 


Frances Sandidge, elected first vice 
president, Los Angeles Accident & 
Health Association recently, is the first 
woman to hold that office. 


Other officers elected: President, Rich- 


ard Dutwiler, National Casualty; second 
vice president, Ed. L. Porter, Washing- 
ton National, and secretary-treasurer, 
Martin Asher, Paul Revere Life. 


Kenneth Stoakes, general 
Protective Life, gave a talk on 
Sell Today.” 


Okay Colo. Hospital Probe 


agent, Loyal 
“How to 





The Colorado State Senate recently 
ordered a sweeping study of hospital 
standards and rates. The study, by a 
five-member interim committee, will 


investigation of hospitalization 
Blue Cross, 


cover an 
insurance groups such as the 

The study resolution was sponsored 
by Sen. James Donnelly (D.), a physi- 
cian. His bills to regulate hospital stand- 
ards and rates were buried in committee. 
The bills were strongly opposed by Blue 
Cross officials, hospital associations and 
the Colorado Medical S ciety. 

The Senate investigation will be fi- 
nanced by a $3,0CO appropriation. The 
committee given power summon 
witnesses, put them under oath and sub- 
poena records, . 


Was to 





HAS JOINED HIAA 


Pennsylvania General Insurance Co. of 
Philadelphia has become a member of 


the Health Insurance Association of 
America. This company is an affiliate of 
the General Accident group and F. M. 


Walters is superintendent of the accident 
and health department. 


MacDonald on Training 


(Continued from Page 42) 

Noting that about 85% to 90% of A. & 
S. policies written are cancellable or 
renewable at the option of the company, 
he emphasized that “it is essential that 
prospective policyowners understand this 
provision. 


Monley 0 on Prus Program 
42) 


(Continued from Page 
tracts remaining weeks are spent 
training in The Prudential’s simple pro- 
gramming device—the ‘Dollar Guide.’ ” 

Mr. Monley attributed the success of 
this training course to the agency man- 
ager and his assistants. He said: “We 
strive constantly to impress on them the 
desirability, from their standpoint and 
ours, of the integrated approach to this 
sales training problem.” 

What is the chief difficulty with this 
method? Mr. Monley said that in teach- 
ing life and A. &S. from the start, both 
the teaching and the learning are more 
complicated. However, he observed, “the 
experience we are getting in presenting 
life and A.&S. together to the new 
man should enable us to make that 
perce more simple as time goes 
vy. 
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THE 165th ANNUAL REPORT 


Insurance Company of North America Companies 


It was a year of challenge and accomplishment for Insur- 
ance Company of North America Companies. Substantial 
progress marked our world-wide operations. 

Several records were set: Assets and Policyholders’ 
Surplus (Net Worth of the business), at market values of 
December 31, 1956, increased to new highs, reflecting 
sound management and growth. 

Premium Writings advanced to the highest peak in our 
history. Investment income reached an all-time high of 
$25,155,385 before taxes. 

More Claims were serviced than ever before — over 
730,000! It is good for our business to make prompt pay- 


ment to restore the policyholder to the position he held 
before a loss. Therefore, in an era of ever-increasing values, 
we urge all policyholders to examine their insurance pro- 
grams to make sure that their property and possessions 
are insured at present-day values. 


We face the future with confidence and an assurance 
of continued growth and success in meeting all the insur- 
ance needs of the individual, family, business and indus- 
try, and institutions here and abroad. One guiding 
principle has lighted the way since our founding in 1792: 
By serving the policyholder first, we best serve our stock- 
holders, our agents and our employees. 





For a copy of our 1956 Annual Report write: Head Office, Dept. A-23, 1600 Arch St., Philadelphia 1, Pa. 





Insurance Company of 


NORTH AMERICA COMPANIES FINANCIAL STATEMENT—DECEMBER 31, 1956 











Insurance Co. Phila. Fire & Indemnity Ins. Co. Consolidated (Excl. 
ASSETS of North America Marine Ins. Co. of North America _Inter-Co. Ownership) 
ESOT BSOITIOTUIZOE 555.6 cao Site pe ee arse. aF26 $116,641 423.46 $19,560,984.08 $113,270,076.72 $249,472,484.26 
Other Stocks (Association Values) ...... 316,930,043.26 53,940,881 .03 123,670,646.76 494,541 ,571.05 
Stocks of Insurance Companies— 

Wholly Owned (Association Values) 154,067,080.03 0 0 0 
PR EMO EOE oo5 oso css, “ps oe asc ania we eens 7,498,140.09 0 0 7,498,140.09 
PRAIOE HUMID 05)! 6 aia. 6 906 a) a 5 es 628,702.19 87,346.91 637,994.73 1,354,043.83 
Gash iniBanke‘and' Office: ess. ee a ee 25,183,756.83 3,369,891 .37 10,274,299.64 38,827 ,947.84 
Premiums in Course of Collection (not over 

90 days due) and Other Assets ..... 54,765,512.49 8,529,528.02 21,564,753.68 84,859,794.19 
Total Admitted Assets ......... . $675,714,658.35 © $85,488,631.41 $269,417,771.53 $876,553,981.26 

LIABILITIES 
Unearned Premium Reserve esl heuetiane $158,859,983.00 $21 546,816.00 $ 58,409,493.00 $238,816,292.00 
Loss & Claims Expense Reserve ......- 43,284,296.62 3,793,094.38 103,177,314.81 150,254,705.81 
Reserve for Taxes, Expenses and 

UNO IGDHIIGE <6 erst. cites, ee rane 7,739,745.99 1,425,489.29 8,031 ,438.52 17,196,673.80 
Reinsurance in Non-Admitted Companies . . . 4,954,764.57 181,416.71 4,195,692.45 9,331 873.73 
Dividend Payable Jan. 15,1957 ....... 3,330,237.82 0 0 3,330,237.82 
Dividend Declared—Policyholders ...... 0 0 20,000.00 20,000.00 
Capital & Surplus Applicable to 

MnOriysINteIEStS = 66 5h Safes ce es 0 0 0 58,567.75 

Reserve for General Contingencies 266,219,245.91 38,541 815.03 57,362,698.00 266,219,245.91 

Policy- | Reinsurance Fund ....... 9,684, 709.44 0 5,721,134.75 9,684,709.44 
holders « Atomic Energy Risks ...... 5,000,000.00 0 2,500,000.00 5,000,000.00 
Surplus | Capital ......-- ete tert 26,641 675.00 5,000,000.00 5,000,000.00 26,641 ,675.00 
DUGG. 6 <6? o-fete! e «8 ee 6 > IOOUU,COUUG 15,000,000.00 25,000,000.00 150,000,000.00 
RE ee wee ee ew ee « $675,714,658.35  $85,488,631.41 $269,417,771.53 $876,553,981.26 


On the basis of actual market value for stocks and bonds, the 


Consolidated Assets would be $857,471,871.95, 





the Reserve for General Contingencies $247,141,103.42 and Policyholders Surplus $438,467 487.86. 





Securities and Cash carried at $18,197,077.37 in the above Consolidated Statement are deposited as required by law. 


Insurance Company of 


NORTH AMERICA 


Protect what you have© Companies 


Insurance Company of North America 


Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 
Life Insurance Company of North America 


Philadelphia 1, Pa. 























Now—New York Life announces 


a new convenience for its policy owners— 


CHECKO-MATIC 


pays your insurance premiums safely, surely 


every month out of your regular checking account 





yet you never write a check! 





r= GEES PETE LTTE ee ee ee 


SAVES YOU MONEY! 


Check-O-Matic premium 
is less than if you pay 
monthly the usual way! 


ee, ear ne ee er BLT 


SAVES YOU TROUBLE! 


- a 


““ No inconvenience 


| _/ every month 


of writing checks 
or mailing them! 


SAVES YOUR POLICY! 


Prevents possible 
lapse of your policy— 
due to forgetfulness! 


coe ee ee 

















Through the cooperation of your local bank, New 
York Life can now offer you Check-O-Matic—a new 
method of premium payment. It ties in with the 
modern American practice of budgeting everything 
by the month. It makes the monthly payment of 
insurance premiums completely automatic—you never 
lift a pen or lick a stamp! 

Here’s how Check-O-Matic works: First, you 
authorize New York Life to draw checks on your 
regular checking account for your monthly premiums. 
Then you authorize your bank to honor these checks 
—just as though you signed them yourself. 


That’s all there is to it. . . you budget a proper 
balance in your account and you do nothing more 
from then on, thanks to your local bank. The canceled 
check is your receipt. All you need to qualify for 
Check-O-Matic is a New York Life individual Life 
or Accident & Sickness insurance policy which has a 
monthly premium of $10 or more. 

Equally important, Check-O-Matic actually makes 
your premiums lower. For example, on a new life 
insurance policy where the regular monthly premium 
would ordinarily be $51.94, the Check-O-Matic pre- 
mium is only $50—a saving of $23.28 a year! 


Ask your New York Life agent for complete de- 
tails about this wonderfully convenient, wonderfully 
simple, wonderfully safe Check-O-Matic service. 


New York Life 


Insurance @ Company 
51 Madison Avenue, New York 10, N. Y. 
Life Insurance « Group Insurance 


Accident & Sickness Insurance 
Employee Pension Pians 


























